





Hice 


lances 


The wy Journal of the Office Equipment Industry. Wah the Key on the Com 


JULY 1942 


Seventeenth Annual N.T.0.M.D.A. Convention—11 *« New Shop and “Converted” Merchandising Methods 
Solve War Problems for Dealer—13 * Twelve Tips on Tapping the Service Market—15 +¢ Record Keeping 
Requirements of the Federal Wage and Hour Law—21 «+ Model Office Builds “Professional” Business—22 








% 


2h ee ee ob ob ot ok et ot ot tt tt 















to earn your 
customers’ good will 


J, SELL QUALITY In these days of material 


its heavily because quality 
W ebster 


and will win more 


sHOTlaAYeS, quality CC 


roducts /ast longer Thus the line 


serves a real wartime need 


ror Ou 


friends than ever! 


SAVE TYPEWRITER RIBBON SPOOLS 
AND BOXES — New government restrictions 


have been placed on the manufacture of ty pe- 
have 


writer ribbon spools and boxes. If you 


dadone so, 


not already plan now to collect old 


spools and boxes to replace all new ones sold 


ASK FOR PRIORITY RATINGS Ask 
your Customers with Priority ratings to cooper- 
ate and furnish this information on every order. 


This protects their own and your future supply 


Show your 


PREACH CONSERVATION 
customers how to make their carbon papers and 


typewriter ribbons last longer. Here are a few 


simple rules 


Typewriter Ribbons Turn the ribbon after 


a week's usage. Use the heaviest degree of ink- 


ing that’s practical. Be sure the ribbon feed 


Is in proper adjustment. Keep the 


mechanisn 


ichine in good repair and clean oft the erasure 


1UST 1ally 


Carbon Papers Use each sheet as long as 


heaviest practical weight car 


I 


Handle carefully 


possible Use the 


bon paper Always lay the 


sheets evenly upon eacn other, face down Keep 


away fron lirect or excessive heat Insert in 


typewriter evenly to avoid wrinkling or treeing. 


FORO OI OI OIRO Ok tok 


F.S. WEBSTER CO. 


13 Amherst St., Cambridge, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago, Illinois. Cable 
Address: Applico, Chicago, Telephone Canal 3454 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
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Pittsburgh to Be Host City at Seventeenth Annual 


100 E. 42nd St. 
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New Shop and “Converted” Merchandising Methods 

Solve War Problems for Dealers 13 
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Reaching the Ribbon and Carbon Market Under Priori- 


ties and Shortages.......... 18 
Can Dealer Compete With Ribbon and Carbon Spe- 
CHMMBOI? - « sicscstcsiismadeniaenoaiaes 19 
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National Warcouncil and Warexhibit Scheduled for 


Palmer House, Chicago, October 5, 6 and 7... 20 
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Hour Law 21 
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sional” Business .. . 22 
Office Pictures Can Still Be Sold.. 23 
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Office Appliances Information Service Under the Emer- 
gency anree 28 
Sore thee: Filoies 
NSA Wartime Conference Held in Atlantic City.. 30 
Zellers Becomes Russian Relief Oficial 35 
Speed-O-Print in New Home 36 
Dictaphone Stages Contest for High School Girl 
Graduates a7 
Diebold Stockholders Re-Elect Officers... 38 
Plimpton’s Bristol Store in New Quarters 39 
Victor Announces Three Executive Changes 39 
Northwest Travelers Notes 58 
Underwood's First Salesman Has Big Time in California 61 
Esterbrook Makes “Write Service Man” Appeal 62 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879 
{Office Appliances” is regis 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1942, 
by the Office Appliance 
Company. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


Acme Staple Co 


Acme Visible Records, Inc 


Aigner, G. J., Co 
Allen & Co 


Allied Carbon & Ribbon Corp 


All-Steel-Equip. Co., Ine., 

Amer. Autmtce. Electr. Sales 
Co 

Amer. Hair & Felt Co 

Amer. Number. Machine Co 


American Passbook Ce 


American Photo 


Amer Writing Mach 
Div. 
Ames Supply Co 


Anderson-Hickey Co., Ince 


Art Metal Construction Co 

Art Steel Co 

Automatic File & Index Co 
B 

Bankers Box Co 

Barkley, C. L., & Co 


Beach Publishing Co. 
Bentson Mfg. Co 

Bolens Products Co 
or 


Pease 


Boorum & 


Bright Chair Co 


Bristow, Stanley R 


British Staty. Exporter 
Browne-Morse Co 

( 
Clarotype Co., The 
Codo Mfg. Corp 
Cole Steel Equipment Co 
Collier-Keyworth Co 
Columbia Rib. & Car. Mfg. ¢ 
Columbia Stee! Equip. Co 
Continental Ink Co 
Cook, The H. C., Co 
Mfg 


Corry-Jamestown Corp. 


Cotterman, I. D 


Cramer Posture Chair Co 
D 
Daco Card & Index (C 


Darnell Corp., Ltd 
Dawn Mfg. Corp., The 
Dayton Stencil Works 


Dick, A. B., Co 


Downey, C. L., Co 

E 
Ehrlich Upholstery Works 
Esterbrook Pen ( lhe 


Laboratories 


Stores 


0. 00 


102 


Fair Furniture Co 


G 
General Fireproofing ¢ 
Globe-Wernicke Co., 
Goes Lithographing Co 


Graff, Geo. B., Co. 


through the journal. 


o., The 


The a9, 


Guide System & Supply Co 

Gunlocke, The W. H., Chair Co 
H 

Hano, Philip, Co 

Hanson Scale Co 

Harding, Milo, Co. 

Harter Corporation, The 

Heyer Corporation, The 

Hotchkiss Sales Co 

Hunt, C. Howard, Pen Co 
I 

Imperial Desk Co 

Imperial Mfg. Co 

Imperial Methods Co. 

Indiana Desk Co 

Ink Specialties Co., Ine 


Inter-State Ribbon & 


Corp 


Jasper Chair Co 


Jasper Desk Co 
Jasper Office Furn. Co 


Jasper Seating Co 


Carbon 


K 
Kilian Mfg. Corp 
L 
Leopold C« 
M 
9 
Manifold Supplies Co. 
"Marble, The B. L., Chair Co 
10¢ 
Markilo Co 
Markwell Manufacturing Cx 
ns Meilicke Systems, Inc 
Melind, Louis, Co. 
2 Metal Specialties Mfg. Co 
Metalstand Co 
+ Meyer & Wenthe, Inc 
Michigan Desk Co 
= Mimeograph, The 
es Mittag & Volger, Inc 
119 Mosler Safe Co., The 
Mutschler Bros. Co 
N 
National Blank Book Co. 
. Nat'l Brief Case Mfg. Co 
; Neidich Process 
na Neva Clog Products, Inc. 
sie New Indiana Chair Co 
Newport News Forms Co., Inc 
Niemann, Ine 
Nucraft Furniture Products 
&8 0 
1 Old Town Ribbon & Carbon 
0 Co 
Os Oxford Filing Supply Co 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
its various commissions 
practically every member of the staff. It answers 
personal letters all inquiries upon matters germane 
the field, it furnishes special reports upon articles 
office equipment, supplies names of manufacturers 
any article wanted, puts man and job together, pre- 
advertising 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. | 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or | 
other form of destruction, are broadcasted in a bulle- | 

} 


of 


pares 


tin which is mailed frequently to leading manufac- 


copy, 


In the execution 
upon 
by 
to 


this bureau calls 


furnishes list of desirable 


S. A. lines, and in many 


turers, 
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They do, however, offer their services in resolving any disagreements which result from relations established 


P 


& Ribbon Mfg. Co 


Pacific Cb 


Peerless Key-Imperial Mfg. Co. 92 
Peerless Steel Equip. Co 103 
Phillips Process Co., Inc. 94 
Polar Mfg. Company 65 
Pronto File Corp 76, 112 
Q 
Quality Park Envelope Co OS 
R 
Rite-Rite Mfg. Co 122 
Rivet-O Mfg. Co 121 
Roberts Numbering Mach. Co...110 
Rockwell-Barnes Co 69 
Royal Typewriter Co 45 
Ss 
St. Johns Table Co 101 
Service Industries, Inc 121 
Shaw-Walker Co 109 
Sheaffer, W. A., Pen Co. 67 
Sheppard, C. E., Co. 119 
Sherwin Plastic Products Co. 86 
Speed Key Mfg. Co 121 
Speed-O-Print Corp 10 108 
Storms, H. M., Co. 10¢ 
Sturgis Posture Chair Co 121 
Sundstrand Back Cover 
= 
Technygraph Co., The 119 
Toledo Metal Furniture Co 104 
Triner Scale & Mfg. Co 115 
l 
Underwood Elliott Fisher 
Back Cover 
United Service Organization... 120 
U. S. Defense Bonds—Stamps_ 124 
U. S. Typewriter Ribbon Mfg 
Ce 11 
V 
Vail Mfg. Co 71 
Van Dyke Industries 117 
Veit Mfg. Co 12 
Victor Safe & Equipment Co. 96 
Vogel-Peterson Co 102 
Ww 
Warshaw Mfg. Co 116 
Webster, F. S., Co 2 
Wilson Jones Co 7 
Y 
Yawman and Erbe Mfg. Co ‘1 





| 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


























obligation. 
Adding Machine Parts Calculating Devices Copyholders Envelopes 
Amer. Writing Mach. Stores Div Be Me ke Systems, Inc 120 Amer. Autn Electr. Sales Co 104 Globe-Wernicke Co., The 59, 99 
Ames Supply Co 7 Calculating Machines Daw Mfg. ¢ t The l Quality Park Envelope Co 58 
Adding Machine Rolls & Paper Sundstrat Back Cover Costumers Envelopes, Celluloid 
Rockwell-Barnes C« 69 Fair Furniture ( 79 Markilo Co 121 
Carbon Papers 5 . o 
Adding Machines sick Vaviiinn aol! Slavin Globe-Wernicke ¢ he 9, 99 Veit Mfg. Co 123 
Amer. Writing Mach. Stores D f Peerless Steel Equip. C 103 Eradicators, Ink 
Sundstrand Back ( Card Index Boxes and Trays Shaw-Walker (¢ 109 Heyer Corp., The 125 
Adding Typewriters , : : : er : Vogel-Peterson ¢ 102 Expense Books 
Underwood Elliott Fisher Back Cover a os aa eee Rie Cushions and Pads, Chair Beach Publishing Co 123 
Adhesives Be n Mie Ce Q~ Fair Furniture ¢ 79 Eyelets & Eyelet Fasteners 
See Inks Adhesives, et ( Steel Equipn t . a Polar Mfg ( t Rivet-O Mfg. Co 121 
Arch and Clip Board Files ( I i Steel Ce 61 Cuspidor Mats Fanfold Continuous Forms 
Amer. Autm. Electr. Sales ¢ 4 Cor Jat t Corp 6s Polar Mfe ( 4 Hano, Philip, Co. x2 
Globe-Wernicke (« The », 99 General Fire Co., The 2, 5 Dat ae File Boxes, Collapsible Corrugated 
Rockwell-Barnes Co 69 Glo Wernicke Cc The », 99 ss “eo ‘ ve tankers Box Co 64 
Service Industries, In 2 Guide System and Supply ¢ 95 * er. Number tach. Co = Barkley, C. L, & Co g5 
Shaw-Walker Co Imperial Methods C¢ 8 een,” Seen: SP et Globe-Wernicke Co., The 59, 99 
Yawman and Erbe Mfg. ¢ ’ Peerless Steel Equip. C¢ 103 i er & Wel a Guide System & Supply Co 95 
Autographic Registers Prot File Cort 76, 112 OD OMe: § = Oxford Filing Supply Co 49 
Hano, Philip, 82 Shaw-Walker Co 109 Desk Bumpers Pronto File Corp 76, 112 
: Warshaw Mfg. Co 11 Polar Mfg. ( é 
Ball Bearings for Drawer Slides, etc . EE Nae ee ot File Boxes, Metal 
Kilian Mfg. Corp 0) Desk Lamps \ll-Steel-Equip. Co a7 
Bankers Note Cases Cash Boxes Dawn Mfg. Cory 1 Art Metal Construction Co 63 
Art Steel Co. 21 Art Steel 121 Van Dyke Industries 1] Art Steel Co 121 
Cole Steel Equipment Co Se ‘ 7 enn sarsge o “ f Sak Pals 6 Tee Cole Steel Equipment Co 76 
General Fireproofing ( The ? , ane « tenes <4. ‘ 1 Corry-Jamestown Mfg. Corp 68 
Globe-Wernicke Co rhe »,, 99 Casters, Caster Bearings, Slides Amer. Autm. Electr. Sales Co 104 Globe-Wernicke Co., The 59, 99 
Victor Safe & Equip. ¢ TY Darne Corp -9 ate Parait ; Peerless Steel Equip. Co 103 
Billing Machines Kilian Mf Cor} TT) Poles Mie. Ci ; Pronto File Corp 76, 112 
Underwood Elliott Fish Back Cover Celluloid Envelopes ; Rockwell-Barnes Co 69 
7 Desk Pen & Ink Sets Shaw-Walker Co 109 
Binders, Catalogue and Periodical Ss Envelopes, Celluloid Sheaffer. W. A.. P fe 67 Victor Safe & Equip. Co 96 
Aigner G J ar . 
ma eek thew Ce ~ — ge es a " re erage : Filing Cabinet Balt & Roller Bearings 
Sheppard, The ¢ I ( fener ’ Ut 1] Kilian Mfg. Corp 90 
Art Metal Construction Co 63 
Binders, Permanent Storage va np tae, ee - Art Steel Co 121 Filing Cablaste, tasatated 
Bankers Box Co H4 , oF aeaithe o% ai autem ite hy tate i 94 Mosles Safe ( ° , The 100 
Sheppard, The ¢ | Co ss Cols’ Sted Beationas Ge "6 Shaw-Walker Co 109 
Chair Mats Victor Safe & Equip. Co 96 
Binders, String ee Soak abi ate 04 — sascha Mfg. Corp 68 
beniese Sox Co as ciaaee aie ; General Fireproofing ¢ The 52, 53 Filing Gabinete, Metal : 
. e-Wert e Co The 19 O90 All-Steel-Equip. Co 87 
Blank Books Se ce Industries Ine 121 Imperial Methods Ce R3 Anderson-Hickey Co 89 
3oorum & Pease Sd Chairs. Office Nucraft Furniture Product 97 Art Metal Construction Co 63 
National Blank Book ¢ 0 Bright Chair Co 0 Peerless Stee Equip. Co 103 Art Steel Co. 121 
Rockwell-Barnes Ce by Cr er Pt re Chair ( » Shaw-Walker Co 109 Automatic File & Index Co 94 
Wilson-Jones Co } Upl tery Work 109 Yaw t Erbe Mfg. Co 9] Sentson Mfg. Co 80 
Blue Print and Plan File Cabinets General Fireproofing Co., The & 2 Desk Work Distributors Browne Morse Co sel 
All-Steel-Equip. Co 87 Gunlocke, The W. H.. Chair Co 1] Art Steel Ck oa Cole Steel Equipment Co 76 
Anderson-Hickey Co 8Y Harter Cory a stcenee- Otekath R ps Columbia Steel Equip. Co 61 
Art Metal Construction ¢ ¢ lasper Chair Co ar (She Gitadh. “eateries ei Corry-Jamestown Mfg. Corp 68 
Art Steel Co 2 laspe Seatir Ce hs Globe-Werr ne ¥ rhe * General Fireproofing Co., The....52, 53 
3rowne-Morse Co 0 Marble The B. L.. Chatr . ° Polar Mi ; . pe Globe-Wernicke Co., The 59, 99 
Cole Steel Equipment ¢ 7 M in Desk Co TO Viee Rate Melia “te : Peerless Steel Equip. Co 103 
Columbia Steel Equip. ¢ Li New Indiana Chair Co lt ed Pronto File Corp 76, 112 
Corry-Jamestown Mfg. Cort 68 Niemanr Ine 7 Desks Shaw-Walker Co 109 
General Fireproofing Co., The 2 Shaw-Walker ¢ 109 Art Metal Construction Co 6 Victor Safe & Equip. Co. oF 
Globe-Wernicke (« The 9, 99 Stur Posture Chair Co 12] Art Steel Co 12 Yawman and Erbe Mfg. Co 91 
Peerless Steel Equip. ; 10 Tok Metal Furn. (¢ 104 \ atic I & Index Co 4 Filing Cabinets, Wood 
Pronto File Cort a Chairs (Posture) ” amalhee _ All-Steel-Equip. Co 87 
Shaw-Walker Co ste Amer Au Electr. Sales Co 4 — o : AG! Art Metal Construction Co 63 
Yawman and Erbe Mfg. ‘ ; Bright Chair Co 10 prsenerscinas owes a ba vp Art Steel Co was 
Bond Boxes Cramer Posture Chair ¢ 2 ce ra 7 : “ we aa . ; . ee - sor Columbia Steel Equipment Co 61 < 
Art Steel Co 121 General Fireproofing Co., The 2 53 Globe-Wer ‘ ‘ The ‘ me General Fireproofing Co., The....52, 53 
General Fireproofing ¢ “he 2 Gu ke The W. H. Chair Ce 1] Imperial Desk " Globe-Wernicke Co., The wcseeee- 0, OD 
Globe-Wernicke ¢ r ; ' H r Corp ' Ir VR SPP * Imperial Methods Co RS 
beak ‘Cokes sper Chai er RN mee Desk Co a3 Indiana Desk Co 116 
noe. atetas “Caniwmmtion. A ; Jasper Seating (¢ Gs ace ie , ad we Michigan Desk Co 70 
Browne-Morse Marble rhe B. L Cnalr Ct ; Leo ( 112 Shaw-Walker Co 109 
Gorevtemestewa Wie Coch ‘ Shaw-Walker ( 109 Michigar leak Co mar Victor Safe & Equip. Co 06 
3 : Stur Posture ¢ ir Ce 12] ' Yawman and Erbe Mfg. Co. 91 
General Fireproofing ¢ The 2 e Peerless Stee Equi ( 0 
Globe-Wernicke Co., The 1, 9 Metal Furn. ( te Shaw-Walker ¢ 109 Filing Supplies 
Michigan Desk Co Chairs, Tablet Arm Victor Safe & Equip. ¢ rT Aigner, G. J., Co 111 
Nucraft Furniture Pro y per ( ( RN Y ar Erbe Mfg. ¢ ' Art Metal Construction Co. 63 
Peerless Steel Equity ‘ ¢ Seating Co is " tarkley, ¢ L., & Co 85 
Shaw-Walker Co 09 New Indiana Chair ¢ Lie an” eee ae hence ¢ Browne-Morse Co 101 
Yawman and Erbe Mfg. ¢ / Corry-Jamestown Mfg. Corp 68 
Check Covers & Passbooks Columbia R & Carb. Mf Co 5 4 
Bookkeeping Machines \ n Passbook ( () Dick, A. B., ¢ j ven rg o> ae _ 
Sa oe Witla Blane’ . craving. Baila: shes General Fireproofing Co., The...52 
Checks, Stamped Metal s ; Globe-Wernicke Co., The 9, 99 
Box Letter Files D Stet Work 2 me ae ei —_ re Guide System & Supply Co. 95 
Art Steel (x M & Wenthe l } sant ‘ | a a ‘ Imperial Methods Co 8: 
Cole Steel Equipment ¢ Clip Boards isteeairoaed ' Oxford Filing Supply Co iy 
Globe-Wernicke ¢ The } , Pronto File Corp 76, 112 
Rockwell-Barnes Co * Tagine: Board Pil aia = \ , Ll Quality Park Envelope Co 58 
Coin Bags, Trays and Wrappers Speed-O-Print Cort 07. 108 ; 2 


Brief and Zipper Cases Art Steel ¢ 12 Technygraph, Tt i1y THE CLASSIFICATIONS 
National Brief ase Mf D ey ‘ I ( ? tor Safe } nt Co rT 
. . - V se ' ‘ (Continued on page 6) 





THE CLASSIFICATIONS 
(Continued from page 5) 
Rockwell 


: 
Sarnes Co 


Shaw-Walker (« 
Veit Mfg. Co 
Victor Safe & Equip. C« 


Mfg. Co 
Erbe 


Warshaw 


Yawman and Mfg. Co 


Filing Tables 


Toledo Metal Furniture Co 


Finger Pads 
Melind 


Louis (< 


Folders 


(See Filing Supplies 
Fountain Pens 
Esterbrook 


Sheaffer, W \ 


Pen Co 


Pen Co 


Gummed Cloth Rings 
Graff, Geo. B Co 
Warshaw Mfg. Co 
Gummed Tape Sealing Machines 


Metal Specialties Mfg. Co 


Honor Rolls 
Goes Lithographing Co 

Index Card Signals 
Cook i Co 


Graff, Geo. B Co 
Victor Safe & Equip. Co 
Index Tabs 


Aigner, G. J Co 
Barkley, CC. L & 
Globe-Wernicke Co The 
Guide System & 
Markilo Co 
Melind 


Supply Co 


Louis. Co 


Shaw-Walker Co 
Sheppard, The ¢ } Co 
Veit Mfg. Co 

Victor Safe & Equip. Co 


Inks, Adhesives, Etc 
Continental Ink Co 
Ink Specialties Ce 
Melind 
Rivet-O Mfg. Co 


Louis, C¢ 


Sheaffer, W \ Pen ¢ 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Warshaw Mfg. Co 
Ladders, Library, Store & Vauit 
Cotterman, I, D 
Leads for Mechanical Pencils 
Rite-Rite Mfg Co 
Sheaffer, W 4 Pen Co 


Leather Goods 


Nat'l Brief Case Mfg. Co 
Leather Upholstered Furniture 
Bright Chair Co 


Ehrlich Works 
Gunlocke, The W. H., Chair Ce 


Upholstery 


Jasper Chair Co 

New Indiana Chair Co 

Niemann, Inc ‘ 
Letterheads 

Goes Lithographing Co 


Letter Trays (See Desk 


Library Equipment 
Art Metal 


Art Steel Co 


Construction Co 


Corry-Jamestown Mfg Corp 
General Fireproofing Co The 
Globe-Wernicke Co The 
Peerless Steel Equip. ¢ 
Shaw-Walker Co 


Yawman and Erbe Mfg. ¢ 


Lithographed Continuous Forms 
Hane, Philip, Co Inc 

Lockers and Storage Cabinets 
All-Steel-Equip. Co 
Anderson-Hickey Co 


Art Metal Construction ( 


Art Steel Co 


Browne-Morse Co 

Cogry- Jamestown Mfg. Corp 

General Fireproofing Co The 

Globe-Wernicke Co The 

Pronto File Corp 76 

Shaw-Walker (« 

Yawman and Erbe Mfg. Cx 
Loose Leaf Books & Systems 


Aigner, G J Co 
Pease Co 
Blank Book Co 


Boorum & 
Nationa! 


Sheppard, The C. E., Co 


Wilson-Jones Co 


Celluloid 


Loose Leaf Sheet Covers, 
Markilo Co 


Loose Leaf Metals and Devices 


Sheppard, The ¢ EK. ¢ 
Wilson-Jones Co 

Mail Distributors 
sristow Stanley R 12 
Cole Steel Equipment C¢ 
Globe-Wernicke (« The 9 99 
Victor Safe & Equip. Co " 


Manifold Books & Busiress Forms 


Hano, Philip, ¢ & 
Newport News Forms Co Ine 

Map Tacks 
Graff, George B ( 10 


Matched Office Suites 


Art Metal Construction Co 


General Fireprootir Co., The 2 
Globe-Wernicke (« The , Oo 
Leopold Co 112 


Shaw-Walker ¢ 
Memorandum Books 

Pease (¢ 
Blank Book Co 


Barnes | « 


Boorum & 
National 
Rockwell 
Wilson-Jones Co 
Memorandum Devices 


gristow, Stanley R 


Mending Tape 


Warshaw Mfg. Co 
Metal Badges, Checks, Tokens, Etc 
Dayton Stencil Works 120 
Meyer & Wenthe, Ine 11% 
Moisteners 
Metal Specialties Mfz¢ Ce 20 
Rivet-O Mfg. Co 12 
Numbering Machines 
Amer. Numbering Mach. Co 12 
Melind, Louis, Co 60 
Roberts Numbering Mach. (<« 110 
Office Partitions and Railings 
Globe-Wernicke Co The *, Oo 
Parcs, Figuring 
toorum & Pease Co x4 
National Blank Book Co 120 
Rockwell-Barnes Co 6Y 
Wilson-Jones Co 
Paper 
Rockwell-Barnes (C 
Paper Clamps 
Esterbrook Pen ( Inc 
liunt, ¢ Howard, Pen Co 
Paper Clips 
Cook H ( Co N 
Graff, Geo. B Co 104 
Vail Manufacturing Co 
Paper Fastening Machines 
Acme Staple Co 
Amer. Autm, Electr. Sales Co 104 
Hotchkiss Sales (*¢ a8 
Markwell Mfg. (*< l 
Neva-Clog Products, hl 1 
Victor Safe & Equip. Co " 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Graff, Geo. B Co 10¢ 
Hunt, ¢ Howard, Pen Co 119 
Pencils, Mechanical 
Rite-Rite Mfg. Co 122 
Sheaffer, W \ Pen Co { 
Penholders 
Esterbrook Pen ¢ l 
Pens, Steel 
Esterbrook Pen l 
Hunt, C. Howard, Pen Co 
Pictures, Patriotic 
Goes Lithographin Co j 
Pins and Pin Containers 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Mach. Stores Div t 
Ames Supply 
Postal Scales 
Hanson Scale 
Triner Scale & Mfg. ¢ l 


Presentation Covers 


Oxford Filing Supply C« 

Publishers 
British Stationery Exporter 

Punches 
toorum & Pease { 4 
Globe-Wernicke Co The , 99 
Metal Specialities Mfg. (C« 12¢ 
National Blank Book ( 120 
Wilson-Jones (« 7 








Ribbons and Carbons Bentson Mfg. Co 80 
\ & Co S Browne-Morse Co 101 
\ ‘ mn & Ribb« ( ( Steel Equipment Co 7¢ 
‘ “ M s D ( a Steel Equir cr 61 
\ Ss ‘ Cor lamestown Mfg Corp ON 
> M Cort Gq | Fireproofing Co The 2 
‘ r rR. & ¢ Mf ‘ ( Wernicke (¢ The 9, 99 
l Sta Ribr & Carbon ¢ I G es m & Suppl a ’ 
M i Supplie ‘ Imper Metho's Co 8 
M « \ t I’ Slee Equiy ‘ 10 
P » » Fi Cor} 76, 112 
\ I ( Rock Barnes (« 69 
oO I R & Ca ‘ s Walker ( 109 
’ ‘ & Rit M ( \ 1 nd Ert Mf ( 9! 
Key-Impe \ ‘ Tables 
I I \ Metal Construc n ¢ t 
K I ( Ini B e-Morse ¢ 101 
H. M ( ( ] estown Mfg. Corp 68 
I I FA G Firepro ( Ihe 52 
Back ( G Wernicke ( Th 9, 99 
s er R n Mfg. ¢ M er Bre c% ) 
W“ Fr. 8., ¢ P s Steel Equip. ¢ 10 
Rubber Stamps s Johns Table Ce 101 
M ! I ‘ ‘ S! Walker Co 109 
Mi r & Wenthe Ir \ w Safe & Equip. ¢ or 
Safes Telephone Accessories 
Ar M Construction (¢ Victor Safe & Equip. Co a 
G il Fireproofing ¢ “ Telephone Stancs 
G Wernicke Co., The y, IS Art Met Construction Co 6 
M Safe Co., The \ ~ Co 121 
s Walk Co Ger Fireproofing Co The....52, 
5 Plastic Products Co oO G Wernicke Co.. The 59. 99 
V Safe & Equip. ¢ Nucr Furniture Products 97 
Yawn Erbe Mf r ; Steel Mette. ¢ 103 
Scrapbooks s Welker Co 109 
Globe-Wernicke C¢ I ' Ya nd Erbe Mfg. Co +] 
Secretary Desks Thumb Tacks 
\ Metal Construction (¢ Gram, George B Co 10¢ 
Genera Fireproofir ( The 2 Ticket Hclcers 
Globe-Wernicke  ¢ rhe ’ ’ Va Manufacturing ¢ 71 
I s Steel Equip. Co , Trimming Boards 
Shaw-Walker Co 9 Amer. Photo Laboratories 102 
Shelving Type, Typewri‘er 
All-Steel-Equip. Co 5 Ar Writing Mach. Stores Div 6F 
\ Metal Constr n Ce t \ Supply ( 7 
I ne-Morse ¢ 0 
, ies ene Toa = Typewriter Cleanirg Material 
e coda ‘ rhe \ r. Writing Mach. Stores Div 6 
\ Supply Co 7 
Globe-Wernicke ¢ The 9 
( e Co 122 
Ss Walker ¢ 
M g & Volger Ir 111 
Sorting Devices KR O-Mfs Co 12 
B \ Stanle RK 4 W ter, F. 8., Co ¥ 
Stamp Pads Typewriter Cushion Keys 
Melind. Louis. (« ( \ ting Mach. Stores Div 6 
Meyer & Wenthe In ’ An Co 7 
Pp Proce ( 94 Peerless Key-Imperial Mfg. C¢ 92 
Rn O-Mf ( Spec Ixe Mfg. Co 121 
Rock Bar ( Typewriter Cushion Knobs and Bases 
\ Safe & Equip. 4 Amer. Hair & Felt Co 54 
S‘ands for Office Machines \mer. Writing Mech. Stores Div... 6¢ 
‘ Sur ‘ Ames Supply ¢ 7 
\ Hicke ( eg Peerless Key-Imperial Mfg Co 92 
\ s C 9 Typewriter Parts and Tools 
I ire ( ’ \ t Writing Ma Stores Di 6 
(ret i proomr Co., Tt 2 A Supply ¢ 
u Wernicke ¢ r ees Typewriter Tables 
Harter Cory ‘ See Stands for Offi. Macl 
Me stand ¢ a 
a = Eq re Typewriters, Mfrs. of 
“ Pos Cha Ce Royal Typewriter Co } 
‘ ul a PRP . Underwood Elliott Fisher Sack Cover 
Typewriters, Rebuilt and Used 
Staple Extractors \ Writ Mach. Stores Div He 
Acme Staple ¢ 
Metal Spe ties Mf Co Visible Systems Equipment 
\ \ ble Records, Ine 9 
Staples and Stapling Machines ‘ a 3 Cs 1] 
iH , Sales ‘ \ M ‘ st ic ‘ ( 
Mark Mfg. ¢ \ I & Index ( ' 
M Sp s Mfg % | & Pease ( x4 
N (lo ¥ Inc ( W ke ¢ mr 1, oY 
\ M fa a N Blank took 120 
Stencils, Brass s Walker ¢ OY 
1) Stencil Works s ( } ( 119 
\ Saf & Equir Co vf 
Stenographer's Note Books WW ' p 
National Blank Book ¢ Veur Lee Mfg. Co 9 
Rock Barnes ¢ oo 
Wardrobe Racks 
Stools \ Pete ( 102 
“s . Waste Baskets 
\ Stee % 121 
\ Furniture ¢ 4 g Equipmer P i” 
Storage and Transfer Cases Corry-Jamestown Mfg. Cory 68 
\ Ss l-Equir Co 8 ( I proofir Co The 2 
\ M ( n { ( We k ( The 59. 99 
\ s ‘ N Furniture Pr 97 
I \ I ( f St Equip. ¢ 10 
Bark ( I & ( ® s Walk ( 109 





NT) AND ¢OR SALE 
WANTS AND tOR SA 
The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SALESMEN WANTED FOUNTAIN PEN REPAIRING 





: ae ; Ne : E (Se a diiein Mane ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usu- 
HELP WANTED—SALESMAN District representative or ally 12 to 24 hour service. Standard prices. Welty Pen & 





Iowa, Minnesota, Nebraska, North Dakota, South Dakota Repair Co., 38 So. State St., Chicago. 

wanted by large long-established company manufacturing 

steel and wood office equipment, filing supplies and station- ADDING MACHINE PARTS, TYPE, ETC. 

ers goods Splendid permanent job Salary, expenses and ee . A ‘ a TE Nba GR ease oo a rns rang, oe a te “ 
; ‘ LARGE STOCKS of new and used Adding and Calculating 

opportunity for bonus. Experience in this work and knowl- Machine Parts available. Quotations furnished on specific 

edge of trade important. Give age, selling expericnce, fra parts upon request I. A. Dehn, Jr., 1643 101st Ave., Oak- 

3 ; ? g land, Calif 
ternal and church connectior selective service classifica 
tion, references Box V-192, care Office Appliances, Chicago as —— ——————— 
TRADE SCHOOLS 

SALESMAN WANTED—Experienced Looseleaf Systems Fil- WEBER TYPEWRITER MECHANICS SCHOOL. A simplified 

ing Equipment and general office equipment selling for Practical Homestudy Course. Our students now operating 

established firm carrying complete stock, located Central their own business. Division 2, Canton, Ohio. 


Illinois. Address V-196, care Office Appliances, Chicago 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








"ANTE Salesmen of good character and systems selling : a aes a ea i a 
be aretha “om re aren nt lead ng manufac turer selling Army ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Cal- 

! F Navy exclusively. Write V-194, Office Appliances, Chi- culating Machines, Dictaphones, Ediphones, bought and sold. 
: aris ail . Chicago Office Appliance Co., 529 S. Wells St., Chicago. 





_ ELLIOTT-FISHER Machines, Adding Machines, Comptom- 
eters, Burroughs and Monroe Calculators, Typewriters and 
all office machines bought and sold. Teeter-Warsh Co., 849 


SALESMAN WANTED to sell line of paper goods in south- ’ 
N. 3rd Street, Milwaukee, Wis. 


ern territory for well established concern. Give complete 
information including references fox V-195, care Office 
Appliances, Chicago eee. = cia 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping 
Machines, Comptometers, all makes calculators bought and 


MECHANICS WANTED sold Dorell-Markel, 93 S. 11th, Minneapolis, Minn. 


, ‘ ss ise nope . — _— eee pA aes BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Ma- 
WANTED —OFFICE MACHINE Bae = AN EC capable of snk chines, Kardex. All types office machines bought and sold 
class work on typewriters and adding mat hines na South Fort Pitt Typewriter Co., 644 Liberty Avenue, Pittsburgh, 
Texas city of approximately 60,000 population Address Pa 
V-193, care Office Appliances, Chicago 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machin- 


WANTED—Competent typewriter and adding machine me- ery line State model, serial number and we will quote 
chanie. Good salary plus commission References required highest cash prices. International Office Appliances, Inc., 
Cornette’s Inec., Hopkinsville Ky 326 Broadway, New York City. 


ELLIOTT-FISHER machines, calculating machines, adding 
ADDING MACHINE MECHANIC also Typewriter, Address- machines—all office equipment, bought and sold. W. J 
ograph, Multigraph Mechanic. Good salary. Pruitt Office Crowley Company, 434 Caswell Bldg., Milwaukee, Wis. 
Machines, 425 N. LaSalle Chicago 


BURROUGHS, Moon Hopkins, Comptometers, Bookkeeping 
Machines, Bought and Sold. H. T. Carroll, 547 So. Dearborn 
REPRESENTATIVES AVAILABLE St., Chicago 

— DICTAPHONES—EDIPHONES—Foremost specialists in re- 
BRITISH COMPANY with large and efficient pre-war sales building, sales and purchases of dictating equipment. Write 
for catalog American Dictating Machine Co., 235 Fifth 
Ave., New York, N. Y 





organization in most European countries, desires to contact 


several American manufacturers of articles suitable for sta- 





tionery trade for post war sale Sole selling agency re- ADDRESSOGRAPHS, Elliotts, Dictaphones, Ediphones, Du- 


a ; plicators—Stock of supplies for these machines on hand, 
quired. Will buy on own account. Address G-71, care Office Available in rough or rebuilt. R. E. Hoover Co., 330 S. 


Appliances, Chicago Wells St., Chicago. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 
Sealers, Folders, Typewriters, Adding Machines. Write for 
MANUFACTURERS REPRESENTATIVE well established FREE Money Making Circular. Pruitt Office Machines, 527 


in the Southwest seeks an additional line for Texas, Okla- Pruitt Blde.. Chicago. 
homa, Louisiana, Arkansas, Kansas and Missouri. Can also : = ; baa 
‘ «} ana oO es sable p « é c AaSSO- 
aoe seg te in sae on s ive t f right Suet of crete KARDEX, ACME, POSTINDEX, ete., visible filing equip- 
territory coverage for suitable line of stationers’ merchan- ment of all types bought and sold. We specialize in this 
Ala Address G-72, care Office Appliances, Chicago field and offer full cooperation to dealers. Commercial Card 
se " System, 135 Grand St., New York City. 
GUARANTEED REBUILTS, KARDEX, other visible sys- 
RETAIL BUSINESS FOR SALE tems, attractively refinished, thoroughly rebuilt for years 
of additional service, moderately priced. Used equipment 
also bought and exchanged. Universal Office Equipment Co., 
FOR SALE—TYPEWRITER nd Adding machine business 561 Broadway, New York, N. Y. 
eason for selling aw 


established 1911, located n New Jersey 
is health For partic ulars address Emma 


Ave Manhasset, L. I N. ¥ 


r 4 . 
Palmer, 25 Gaynor , 7 . ‘ . se P 

; KARDEX, ACME, all makes used visible filing equipment. 
Thousands of reconditioned cabinets, panels, books, always 
on hand. Special service and prices to dealers for purchase 
or sale Get our quotations. Chas. S. Nathan, Inc., 548 
RrEWHVE: troadway, New York 

SALES LETTERS 


WANTED TO BUY—Friden Calculating Machines, G. L. 





LETTERS WILL BUILD SALES For years I have built 


Rogers, Inc., 407 South Dearborn Street, Chicago. 
letters that pull sales. You need them more than ever now 
Send me your data for new letters, or unsuccessful letters 1+ — iin 
for reshaping. Particulars on request Address H. M. Gold- WANTED TO BUY FOR CASH—International Payroll Ma- 
thwait, 1659 Broadway, Denver, Colo chines. Address V-191, care Office Appliances, Chicago. 








APPLIANCES 


OFFICE 








NEW TRADE LITERATURE 





BUSINESS “OPPORTUNITIES 





_ (Catalogues, pamphlets, broadsides, folders and other publicity 
materials recently released) 


The National Fire Protection Association, 60 Batterymarch street, Boston, 
Mass., has published a folder in color concerning the protection of vital 
records and documents from air raids The folder is of unusual interest 
to office supply firms and those in the field specializing in insulated 
files and cabinets for redistribution to business houses and others whose 
protected from ordinary dangers such as 

latest menace—the air 
association at the address 


adequately 
onstructed to withstand the 
obtained by writing to the 


records and files are 
fires, etc., but not 
raid. Copies can be 
given above 

Oid Town Ribbon & Carbon Company, tnc.--An 
folder in full color, describing the firm's line of 
hektograph (gelatin process) and spirit (fluid process) 
been issued to the trade by the Old Town Ribbon & Carbon Company 
Inc., Brooklyn, N. Y. Produced in five colors the folder is in illustrate 
catalogue style. In addition to describing each of the company's hektograp} 


attractive, four-page 
ribbons. carbons and 
duplicating has 


and spirit products it tells of Old Town’s years of research whicl 
resulted in the perfecting of these items 

The Toledo Metal Furniture Company, Toledo, Ohio, has published a 
new four-page folder describing and picturing several of its lines of 
office furniture. The folder, which is attractively done in color, features 


posture chairs, straight chairs and tables, stools and portable tool tables 


Current Corporation Reports 
Elliott Addressing Machine Company.—For 194): Net income, $281,515 


compared with $125,810 earned the year before; net sales, $1,951,058, against 
1,564,548. (New York Times, June 9, 1942.) 

Directors of the Marchant Calculating Machine Company, Oakland, Calif., 
last month declared a regular quarterly dividend of 37 cents per share on the 
26,642 shares of capital stock outstanding, payable July 15 to stockholders 
of record June 30 


Net sales of Remington Rand, 


Inc., rose to $77,282,536 in the fisea 


year ended on March 31, from $49,173,969 in the previous year, according 
to the fifteenth annual pamphlet report issued for publication toda The 


onsolidated net 
published in May, 
dividends, to $3.08 a share on 1,74 


$4,263,249, or $1.97 a common share 


income, slightly changed from the preliminary figure 

amounted to $6,195,414. This is equal, after preferres 
8,040 common shares and compare with 
earned in the preceding year Pane 
accrued in the year amounted to $9,917,771 and included 
estimated United States and foreign income and_ exce 


paid and 
&7.925.000 for 


profits taxes Total taxe the vear before were $2,744,248 Operations 
were charged with $209,976, representing the company remaining invest 
ments in subsidiaries in Germany after applying cash of $224,369 received 


thirds of it interest in one of these subsidiaries Phe 
total investment in foreign subsidiaries and branches 
to $4,502,215 from $4,793,364 as of March 31, 1942. The 

ance sheet as of March 31 shows current assets of $47,044,019 and current 
liabilities of S18,278,65 compared with 833,405,639 and 87,045,009 respe 
tively a vear earlier Cash was increased to $10,481,037 from 8&7,443,9 
and inventories 530,456 larger thar n Marcel 
1941 Earned taled $9,882.506, an increase of 838,876,570. (New 


for about two 


ompany decreased 


consolidated ba 





if $18,899,798 were 84 


urplus te 


York Times, June 18, 1942.) 

Expectations are that for the fiscal year ending June 0, L. C. Smith 
& Corona Typewriters, ee will report net income approximating $4 a 
share on the outstandir 276,237 mmon shares, it was learned yester 


day For the first nine “months of the current fiscal vear, net income 
1s compiled from quarterly reports, indicated at 31,0°3,589, or $3.74 a 
ommon share ilready exceeded net income of $1,035,040, or $3.4 i 
commor share reported for the fiscal vear ended June , 1941 


(Syracuse (N \ Post-Standard, May 30, 1942.) 





MISSING MACHINES 


The following comnanies ask dealers ereruwhere to be on the lookout for 
office machines (descrihed and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 





Paul, Minn 
Information concerni: 
company immediately 


St. Paul Typewriter Exchange, 380 Minnesota street, St. 
Underwood portable Champior No G-18384546 
this machine should he transmitted to the 


ahove 


> 


Industry Approves Simplified Practice Plan on Crayons 


ommendation for crayons, chalk, modeling 
clay, ete., has been approved for promulgation according to an announce 
ment by the Division of Simplified Practice, National Bureau of Standards 
The recommendation became effective May 15 for new production and 
will be identified as R192-42 


A new simplified practice re« 


This recommendation, developed ir 
Color and Craft Institute, Inc covers, for the most part, crayor 
chalk, ete., used by educational institutions be ‘ommendations for set 
ind folding boxes used in packaging these products are also included ir 
this simplification program. Over 40 kinds of an ial are 
certain types of chalks and crayons have sa dropped, a 
color scheme for ink used in been proposed, and 
the use of metal containers for the 


coiperation with The Cravon Water 


eliminated 
simplified 
boxes has 
packag ing of 


printing on 


cravons and chalks 1 


been eliminated under this proposed simplification progran 

An advisory representative standing committee of the industry w I 
ippointed to take charge of this recommendation and keep it up-t 
through revisio when onsidered necessary 

Mimeographed copies of the proposed simplified practice recommenda 


tion may be obtained upon request to the Division of Simplified Pract 


National Bureau of Standards, Washington, D. C 





Setuien Firm Wants i Furniture Lines. Murillo Bros. D. 8. Com 
1 subscriber in LaP Bolivia, asks for catalogues and an outline 
from anufa nl of steel office furniture. This South 


(American sales organization has been agent for The Parker Pen Company 





ver fifteen years. Mailings should be addressed to the company 
it Comercio 311, 
a 
Announces Program Beneficial to Stationers 


Office equipment dealers would be among the potential beneficiaries of 


1 comprehensive program advocated by the marketing research group 
f the war work committee of the Advertising Club of New York, which 
ills for the creation of a backlog of peacetime orders for consumers’ 
lurable goods through advance purchases on an installment basis, with 
lelivery scheduled when the products are available. 

Under the plan, as announced May 18, consumers would place orders 


w for products the manufacture of which has been or will be stopped, 
{ would pay regular monthly installments which will be invested in 
var savings bonds to be held in trust for the purchaser. An approximate 

e would govern, subject to adjustment at time of delivery. 

These payments,”’ the committee said, “will achieve the 
phoning off of excess buying power during the war, and at the same 
time furnish the industries now engaged in the manufacture of war 
materials a paid-in-advance backlog of orders with which to cushign 
the changeover of their plants at the end of the war.” 

Belief was expressed that manufacturers adopting such a plan and 
promoting it vigorously would be enabled to retain the good will of the 

products no longer available and preserve the value of their 

They would be further enabled, according to the report, 
keep employed at least a nucleus of their sales or distributor organi 
tions for the duration. 
The plan provides for 


idvance 


public for 


rang names 


1dvertising featuring models which were ready 


the beginning of America’s entrance into the war and might identify 

is Freedom model Through use of the models available or 

quickly modified ones, the tools and dies now in manufacturers’ hands 

vould be saved and would enable immediate resumption of production 

Following issuance of a certificate of ownership to a consumer under 

the plan, the dealer, it was explained, should be able to borrow from 

il banks against the earned commission on the sale, or actually 

é e a percentage of earned commission in cash, thus enabling him 
t ontinue to operate his business— BJ 
iiaataees 

Stenographer “Pool’’ Works for Canadian Government 

Girls from all parts of Canada are operating Canada’s largest steno 

graphic pool in the Department of Munitions and Supply and_ have 

instituted the country’s first telephone dictation service 
Telephone dictation is giving departmental officials speedy results on 


ent letters and is also making stenographers constantly available for 


iflicials to whose office no permanent stenographic service is assigned 

It works like this: A controller, for example, picks up his telephone. 
1 special number and proceeds to dictate his letter. Ten minutes 

iter a messenger lays it on his desk. Officials in buildings other than 


located are 
delivered to 


system is 
typed and 


inieation 
promptly 


that in which the 
ble to te — t 
the teletype rooms 


department mn 
messages which 


There are ghty girls in the pool altogether with twenty-four of them 
perating « aeintion telephones, Miss \V \ Mallory, supervisor of the 
pool, coe 

These girls are constantly writing letters about everything from but 
tons to battleships. They have to be versatile to make good,’’ she said 


The pool serves a department with 4000 employees and has about 100 


regular istomers’’ in addition to doing considerable copying work and 
ster aeaditile work occasionally for other officials Handling circular let 
ters and ir struction sheets for the department is no small chore. It 
ke tw nessengers from three to four hours to make deliveries to 
gher ranking officials in the four adjoining Munitions and Supply 
ildings 
The eighty girls, almost all of them newcomers, have to face many 
Ottawa's wartime problems. Some have arrived full of optimism at 


them over until the 
crowded capital 


heir new government job with little money to tide 
first pay day and no idea of they will live in the 
We trv to help meet these pr 
od work unless they are contented,’ Miss 

t g d work because they are an 


where 
because they cannot do 
Mallory said These girls 
important part of our war 


oblems 


them 


> 


Book to Help “Fight Fire Bomb” Movie 

The Safety Research Institute, 420 Lexington avenue, New 
recently published an instructor manual to be used in 
defense motion picture entitled 


York City, 
conjunction 
“Fighting 


witt the showing of 1 new 


the Fire Bomb.” The motion picture deals with the proper and_ safe 
methods of handling incendiary bombs which may be dropped upon 
American cities, and is presented by the Office of Civilian Defense under 
the technical direction of the hemical warfare service of the U. S 
Arr ind the National Fire Protection Association 


> 


Drop-In Customers Codperate on Deliveries 











With deliveries of small stati items especially, a present and 
pressing problem and likely to be more acute on the morrow, stationery 
ind office appliance houses are confronted with the necessity for cur 

iiling deliveries and makir their customers like it 

Neat little ne cards for stomers’ eyes, those drop-in cus 

I it th rve to effect this trick, and it’s a good trick if 

' . do i little cards play upon the patriotism of the 

tror nde ction in a headline ‘Do YOUR PART.” 

As each is win the war and help with the war effort, the 

rd eatches the eve of the istomer and he or she is informed that 

i of s rta f all manner of equipment, tires, truck 

1 auto parts and the like, it is essential that deliveries be conserved 
that ll sucl equil ent he saved from needless runs and light. 

t htless, errands. Ergo, ‘‘Plea irry your parcels wherever possible’ 
burden of this card, and the istomer is made to feel patriotic 

I ea e all manner f «de whict n be saved by appealing 

} Do Your Part’ instinct of the average customer. While blows 

iit our armed forces and advances made by the Axis before we 

thoroughly arm and prepare, take the offensive on many fronts and 

the tide, every civilian fee that any personal effort to help in 
neede . it W \ the inconvenience CML 


JULY, 1942 Q 





PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





ee 
o— ~ Ley 


2283473 


2,2 3 Fountain Pen. Lynn P. Martin, Fort 
Madison, lowa, assignor to W. A. Sheaffer Pen Con 
pany, Fort Madison, lowa, a corporation of Delaware 
Application May 22 194] Serial No 394,600 
Granted May 19, 1942 
3,401 Power Driven Carriage Return Mech 
anism. Osear J. Sundstrand, Bridgeport, Conr 
signor to Underwood Elliott Fisher Company New 
York, N. Y a corporation of Delaware Applicatior 
1937, Serial No. 149,571. Granted May 19 


2 983 33 








Slide Rule. John Tyler, Lyman M 

lis F. Kern, and Jan R. Bland, Ar 
Md Application J: 3 1948, Serial 
208 Granted May 19% 

3 ) Typewriting iaebion. William Ott 
Michelsen Woodhaven, N. ¥ issignor to Royal Type 
writer Company, Inc New York, N. Y a corporatior 
of New York. Application April 30, 1940, Serial N« 
3 43 Granted May 19, 1942 
283.815. String Clasp or Buttan for Envelopes 
ry Levine, Brooklyn, N. Y Application February 
138 Serial No. 191,391 Granted May 19, 1942 

2,283,873. Stapling Device Max Vogel, Bridge 
port, Conn assignor to Neva-Clog Products, Inc., 
Bridgeport, Conn., a corporation of Connecticut Ap 
plication May 2, 1940, Serial No. 332,905. Granted 
May 19, 1942 










Har 
19 














2,284,009. Loose Leaf Binder Edward Murphy 
Lins ien, N. J assignor to Wilson-Je Company 
Chicago, Ill., a corporation of Massachusett Appli 
cation October 11, 1940, Serial No. 360,718. Granted 


May 26, 1942 

2,284,017 Typewriting Machine Henry L 
man, Hartford, Conn., assignor to Underwood Ell 
Fisher Company, New York, N. Y a corporation of 
Delaware Application April 19, 1939, Serial Ne 
268,767 Granted May 26, 1942 

2,284,031 Display Device for Photo Prints or the 
Like. Roy W. Arnold and Sol Scheinman, White 











Plains, N. Y assignors to American Binder Cor 
pany, New York, N. ¥ a corporation of New York 
Application Maret 7 1940 Serial N 22,640 


Granted May 26, 1942 
2.284.501 Time Study Board Herman P. Welct 















Union City, Ind issignor to Rockwe tarnes Con 
pany, Chicago, Nl 1 corporation of Tllinois Annl 
cation September 13 194] Serial No 110,789 2,285,159 
G ted May 26, 1942 
2.284,531 Ledger Safe _ the Like William ¢ 
Miller and Earl Boughtor inton, Ohi assignors te 
Diehold Safe & Lock Cr Canton, Ohi i corporation } 
f Ohio Applicatior December 2 137, Serial No . 
177.806 Granted May 12 Pee oe 
2.284586 Visible Multi le “Record Joseph B | 
McDermott Danville, Tl ee lication July 1 : 141 fa = ihre: 
] 101.837. Granted May 26, 1942 2285311 


ge Apparatus Robert F. Mor | : , in 
< Park, Ill., assignor to Ditto, Incorporated 2,285,235 ae. 
] a Saati n of West Virginia Appli | 2285289 


17 1939, Serial No. 284,947 Granted 
1942 | 


702. Variable Spacing Mechanism for Type- | Ps 








James L. Webb, Gainesville lex Applica 

tion December 28, 1940, Serial No. 372,128. Granted A 
Tune 2, 1942 | \« ‘ ry 

2.284.803. Listing nonne Massies Loring Pick 4 il. 2 
ering Crosman, South Oran N assignor to Mor eipjye | - 
roe Calculating Machine Con pany, Orange, N. J ’ 
corporation of Delaware cation December 20 
1941, Serial No, 423.810. Granted June 2. 1942 : i ; | 





2.284.874 Moistening oe for ‘Duplicating f 
Machines. Stephen Kokay, Ct zo, I) ignor t RE . - 2 


Ditto, Incorporated, Chicago nl. a swporation of 2285507 


West Virginia Apolicatior December 14 1940 
Serial No. 370.153. Granted June 2, 1942 2285525 2.2866 30 

2,285,000. Swinging Pencil Holder. Columbus ¢ 
Wallace, Fort Henry, Tenr Application June 0 
1941, Serial No. 400,481. Granted June 2, 1942 


2,285,086 Typewriting Machine. George F. Hand 
Y 


2,285,640 





lf S 


ley, Glendale N assignor to Royal Typewriter 

Company Inc New York, N. Y a corperatior f 

New York. Application January 3, 1941, Serial No ; 132420 132638 
73,023. Granted June 2, 1942 : 


2,285,153 Adding, Subtracting, and Accounting 
Machine. Roy W. Fletcher, Evanston, Ill. Applica 





tion July 11 193¢ Serial No 10,214 Granted 
June 2, 1942 
2,285,159. Desk. Walter M. Hansor 





and Henry 
Bennett, Grand Rapids, Mict assi s to eves | . som : . “ey - | 
Seating Company, Grand Rapids, Mict 4 corporatior 2.285871 2.286 060 132641 132663 


of New Jersey Application March 20 1940. Serial 








No. 324,924. Granted June 2, 1942 | 

2,285,197. Feeding Unit ps Prenwe-my Machines 
John E. Euth, Chicago, 1 r United Aut 
graphic Register Co 4 t if Illinois AD 


Granted 





plication January 6, 1941 
Tune 2, 1942 


2.285.235. Desk Pad. George G. Taubert. Pitt 5,525 Serial No, 341,432. Granted June 9, 1942 


Loose Leaf Binder. Adolph G. Lotter 1940 














auaman ot New ~ ays Be ’ prerone . Milwaukee, Wis., assignor to Stationers Loose Leaf 2,286,155 Stapling Machine _ William G a 
140. Se 1 Ne 0 95" Granted in 2 149 Company, Milwaukee, Wis., a corporation of Wis konin, Chicago Hl Application September 26, 1940, 
: " seins = 4 consin Application March 24, 1941, Serial Ne Serial No. 358,439. Granted June 9, 1942 

2,285.2 Card Punching Machine Clair =D 384.783 Granted June 9. 1942 

Lake, Binghamton, and Francis E. Hamilton, Er 2.285.630. Crayon Pencil. Oscar Henry Tweeter DESIGN PATENTS 

tt N Y ass r to Ir itional Busines Chicago, Til Application May 3, 1940, Serial N 

Machines Corporation, New York, N. Y., a corporatior 333,174. Granted June 9, 1942 132,420. Design for a Draftsman’s Eraser. Ben 
# New York Application Mar 2 41, Seria 2,285,640. Accounting Machine. Walter A. Ander jamin W. Hanle, Elizabeth, N. J., assignor to Eagle 
No. 385,274. Granted June 2, 1942 son, Bridgeport, Conn., assignor to Underwood Elliott Pencil Company, New York, N. Y., a corperation of 

2,285,311 Accounting Sachin. Oscar J. Sund Fisher Company, New York, N. Y a corporation of Delaware Application June 21, 1941, Serial No 
strand. West Hartford. Conr assignor to Underwood Delaware Application June 29, 1938, Serial No 101,609. Granted May 19, 1942 
Elliott Fisher Company. New York, N. ¥ a cor 216,465. Granted June 9, 1942 132.638 Design for a Combination Desk Unit. 
poration of Delaware. Original application June 2,285,807. Envelope. Gerald O. Cloutier, Westfield Jacques Martial, Great Neck, N. Y¥., assignor to The 
1936, Serial N §8 092 Divided and t application Mass assignor to Old Colony Envelope Company Esterbrook Steel Pen Manufacturing Co., Camden, 
December 29, 1939, Serial No 699. Granted June Westfield, Mass., a corporation of Massachusetts. Ap J a corporation of New Jersey. Application 
2, 1942 plication September 3 1940, Serial No 174 21. 1941, Serial No. 101,605. Granted June 2, 
5.427. Caleulating Machine. Carl M. Frider Granted June 9, 1942 
nd, Calif assignor to Friden Calculating M 2 985.871 Copyholder. (Charles A. Ponsford, Al 132.641 Design for a Pencil. James Jernigan 

hine Cc Ine a corporation of California Apr ‘ bany, Oreg Application July 23, 1940, Serial No Sanders, Nashville, Tenn Application February 18 
tion July 4, 1939, Serial No. 282,768. Granted June 9 347,049. Granted June 9, 1942 1942, Serial No. 105,857. Granted June 2, 1942 

fx 2.286.060. Loose Leaf Binder. Edward F. Buenger, 132,663. Design for a Fountain Pen or Similar 

2,285,507. Gummed Paper Tape Machine. Harry F Oak Park. and Charles V. St. Louis, Chicago, I Article. Henry Dreyfuss, New York, N. Y. Applica 
Gilliam, Kansas City, Mo Application March 24 assignors to Wilson-Jones Company, Chicago, II a tion February 26, 1940, Serial No. 90,508. Granted 
1941, Serial No 84,931 Granted June 9, 1942 wporatior f Massachusetts Application June r Tune 9 942 








THOMAS A. EDISON 


NOW-—AS THEN 


Twenty-five years ago, when World War No. | was raging, 
Thomas A. Edison sent the following message to Evan John- 
son, for more than thirty years editor and publisher of 
OFFICE APPLIANCES. Because the inspiring words are just as 
applicable today as they were in 1917 when presented on 
the front cover of the July issue, they are offered again 
with the urge that everyone consider their significance. 


Dear Mr. Johnson: 


You ask me what | think is the business 
man’s duty to his country at this hour. In 
my opinion, his duty can be summed up in 
two words: “Go Ahead.” 


This nation has assumed an obligation 
which practically amounts to this: We have 
agreed to save Democracy from Despotism, 
no matter what the cost may be. The na- 
tion is not a third person—the nation is 
ourselves. The nation’s obligation is our 
obligation, and each of us should work a 
little harder than he has ever worked be- 
fore and produce a little more than he has 
ever produced before in order that he may 
be better able to discharge his share of the 
obligation which the nation has assumed. 


Yours very truly, 
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Te wl Inde 2 Ye of the Office Equipment Industry 





Pittsburgh to Bo Host. City at. Seventeonth 
ANNUAL N.T.O.M.D.A. CONVENTION 


Assembly Will be 


HE seventeenth annual con- 

vention will be streamlined to 
the times. With government offi- 
cials from the War Production 
Board and the Office of Price Ad- 
ministration as headliners—with 
a program packed full of informa- 
tive and educational discussions 
with plenty of open forum “ques- 
tion and answer periods” on all 
current problems, typewriter and 
office machine dealers will have 
the equivalent of a week’s pro- 
gram condensed into two full and 
interesting days when the Na- 
tional Typewriter and Office 
Machine Dealers Association meets 
at the Hotel William Penn in 
Pittsburgh on Monday and Tues- 
day, July 20 and 21. 

President Irwin Vincent is hon- 
orary chairman of the convention 
committee. W. R. Shilling, well- 
known Pittsburgh dealer, is the 
convention general chairman. 
Harry Turner, executive secretary 
of the association, also serves as 
executive secretary of the 1942 
convention. 

Never before has the industry 
faced such grave problems. Never 
before have the solutions of prob- 
lems been so all important to the 
very existence of typewriter and 
office machine dealers—and the 


association has met this situation 
with a program that will bring 
forth the best thoughts of the in- 
dustry and the most constructive 
and practical ideas for gearing 
today’s business to today’s con- 
ditions. 

“A WPB and OPA Clarification,” 
“A Sales-Merchandising School,” 
“A New Ideas Show,” “A War Ad- 
justment Clinic”—call it what you 
will, the program will bring forth 
the kind of helpful information 
and practical solutions that no 
dealer in America can afford to 
miss. 


Headliners From Washington 


Preceded by a directors’ meeting 
Sunday afternoon, July 19, the 
convention itself will get under 
way early Monday morning. Only 
by starting all sessions on time 
can the full program be completed. 

Harvey C. Mansfield, Associate 
Price Executive, Consumers’ Dur- 
able Goods Branch of the Office 
of Price Administration, who ad- 
dressed the New York Sales- 
Merchandising School, will give 
dealers the latest information and 
interpretations of the most recent 
orders from OPA. 

J. S. Knowlson, Director of In- 
dustry Operations, War Produc- 


Held in William Penn Hotel, July 20 and 21 


tion Board, has been asked to 
cover vital matters concerning the 
orders now in effect and probable 
future orders to be issued by the 
War Production Board. 

A full report of the association’s 
emergency committee will be by 
James P. Ward of Chicago, chair- 
man, and Fred Carpenter, Wash- 
ington, D. C., vice-chairman. 

Prominent speakers from one 
coast to the other, who are suc- 
cessfully adjusting their business 
to changing conditions, will speak 
briefly on each of the following 
subjects before constructive ideas 
on each subject are presented 
from the convention floor. The 
subjects to be thus covered are: 

“How to operate an office furni- 
ture department at a profit.” 

“How to make your windows 
pay your rent.” 

“How we promote the sale of 
duplicating machines.” 

“How the war has affected the 
office machine business in 
Canada.” 

“How profits can be increased 
from carbon paper sales.” 

“Advertising that we’ve found 
brings the best results.” 

“How we make a profit on sta- 
tionery and supplies.” 

“How the store should be ar- 





REMEMBER OFFICE APPLIANCES NEW ADDRESS—600 WEST JACKSON BOULEVARD, CHICAGO 
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OFFICE APPLIANCES 


: 


The General Convention Committee.—Standing, left to right: W. R. Shilling, chairman; Irwin Vincent, national president, and 


Harry Turner, national secretary. 


ranged for present-day business.” 

“How we've built our ribbon 
sales.”’ 

“How to increase sales on used 
office machines.” 

“How we get more profit from 
typewriter repairs.” 

Open Forum: Questions and 
answers on WPB and OPA Regu- 
lations. 

“How to increase repair and 
service business on office ma- 
chines.” 

“How we've increased our rental 
business.”’ 

“How we're making more money 
from rebuilding machines.” 

Open Forum: New ways of ad- 
justing our business to meet 
changing conditions. 

“The best way to get business 
from those now entitled to buy.” 

“How we reduced costs and still 
build good will for the future.” 

“How we Sell supplies and 
service to those who have 
our machines.” 


Well Known Dealers 
Preside 
Presiding officers at the 
seven meetings to be held 
during the two-day con- 

clave are as follows: 

First morning _ session, 
President Irwin Vincent, 
Topeka, Kansas. 

Noon meeting, W. R. Shil- 
ling, Pittsburgh, Pa. 

First morning = session, 
James J. Sheehan, Provi- 
dence, R. I. 

Presidents banquet, toast- 
master, James P. Ward, 
Chicago, Ill. 

Second morning session, 
Fred Carpenter, Washing- 
ton, D. C. 

Second noon meeting, 
Nicholas H. Fucci, New 
York City. 


famous “Golden Triangle. 


early defensive structure. 


L. S. Weiss and W. J. Peacock. 


Second afternoon meeting, J. 
Paul McWilliams, Little Rock, Ark. 

President Irwin Vincent has ap- 
pointed the following national 
committees, all of which are now 
working. Full reports will be 
made at the convention. The com- 
mittees and their members are as 
follows: 

Program and Exhibits Commit- 
tee—W. R. Shilling, Pittsburgh, 
chairman; Lamont H. Wood, Kan- 
sas City, Mo.; Irving R. Ritchie, 
New York City; Elmer Young, 
Chicago, Ill.; O. A. Olson, Detroit, 
Mich.; Leo W. Adler, Cleveland, 
Ohio; R. E. Hoover, Chicago, II1.; 
W.H. Wolowitz, Washington, D.C.; 
A. H. Wittekind, New York City. 

Local Association Attendance 
Committee—Robert C. Goldblatt, 
Chicago, chairman; Albert Sch- 
lecht, Cleveland, Ohio; J.T. Boyce, 
Dallas, Texas; O. A. Olson, De- 
troit, Mich.; Robert Randazzo, 





The Golden Triangle of Pittsburgh.—Here at the con- 
fluence of the Allegheny and the Monongahela, where 
starts the mighty Ohio on its trek south west, is the 
" Rich in historic interest and 
the location of the original Fort Duquesne, there still 
stands the block house which is all that remains of this 
From the point, on a perfect 
triangle, stretch the buildings and businesses of the 


great “’City of Miracles.” 


Seated: J. E. Clapper, L. M. Kirkbridge, E. G. Eggleston, R. C. Oehmler, Fred W. Hock, 


Kansas City, Mo.; F. W. Gray, 
Milwaukee, Wis.; Nicholas H. 
Fucci, New York City; C. E. Bush, 
Washington, D. C.; W. F. Wittels- 
berger, Baltimore, Md. 

Nominating Committee —O. A. 
Olson, Detroit, Mich., chairman; 
Robert Randazzo, Kansas City, 
Mo.; Jas. P. Ward, Chicago; James 
J. Sheehan, Providence, R. I.; J. 
T. Boyce, Dallas, Texas; George 
Neuschafer, New York City; 
George Hammond, Sacramento, 
Calif. 

By-Laws Committee —Leo. W. 
Adler, Cleveland, chairman; J. A. 
Loser, New York City; Lee Grun- 
don, Seattle, Wash.; Paul Mc- 
Williams, Little Rock, Ark.; R. H. 
Preston, Knoxville, Tenn.; R. C. 
Goldblatt, Chicago, Il. 

Resolutions Committee — James 
J. Sheehan, Providence, R. L., 
chairman; John La Hiff, New 
York City; E. J. Eggleston, Pitts- 
burg, Pa.; Ray Anderson, 
Pasadena, Calif.; L. H. 
Wittgraf, Minneapolis, 
Minn. 

Audit Committee—Albert 
Schlecht, Cleveland, Ohio, 
chairman; Jack Bonner, 
Corpus Christi, Texas; A. 
W. Peters, Battle Creek, 
Mich.; R. J. Walsh, Phoe- 
nix, Ariz.; A. H. Wittekind, 
New York City. 

Special Committee—Mrs. 
Jessie I. Taylor, New York 
City, chairman. 

Differing from previous 
conventions, the general 
program as well as a con- 
siderable part of the many 
details are being handled 
by Harry Turner, executive 
secretary, in full coopera- 
tion with important com- 
mittees, both national in 
scope and specific as to 
convention responsibilities. 
(Turn to page 65, please) 
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Yew Shop and “Converted” Merchandising Methods 
SOLVE WAR PROBLEMS FOR DEALER 


OW ARE typewriter dealers 

who specialize in this one 
field going to pay rent and sal- 
aries for the duration? According 
to John Duvieilh, who has oper- 
ated one of the largest retail 
typewriter dealerships in New 
Orleans, La., for the past twenty- 
two years, the answer is 100 per 
cent conversion to service, and 
rebuilding and repairing of ma- 
chines sold before the “freeze.” 

Mr. Duvieilh has been actually 
in the typewriter field for forty 
years, spending twenty of them as 
a foreman in the Remington fac- 
tory. His Camp street store in 
New Orleans, labeled “John Du- 
vieilh The Original” to distinguish 
it from another operated by a 
relative, has sold thousands of 
typewriters to business offices, has 
a large portable department for 
school students, domestic custom- 
ers and such business men who 
carry them on business trips, and 
pioneered the rebuilt-machine 
field in the Crescent city. One 
salesman was on the staff for 
calling on business firms, and an- 
other for selling the general pub- 
lic. In the showroom was a long 
row of desks for customer-demon- 
stration of six makes of type- 
writers carried in stock, a tier- 
display fixture which showed an 
average of thirty-five models at 
all times, and two display win- 
dows changed from week to week 
to show the importance of the 
typewriter to American business 
life. 

With that background, Mr. Du- 
vieilh did a business composed of 
fifty per cent new and rebuilt 
typewriter sales, and fifty per cent 
service, the latter work being done 
in a small shop at the rear of the 
office. Now, with the war “knock- 
ing the bottom out of the market” 
Mr. Duvieilh has converted over 
100 per cent to repair work 
which he expects to compensate 
at least partially for the loss of 
retail sales in the past. ‘“We’re 
even giving up rental business,” 
he said, “inasmuch as the pre- 
vailing $3.00 price in New Orleans 
is not profitable when long trips 
are involved. We had a fairly 
profitable rental trade up until 


By BERT MERRILL 
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service, and a few theft losses, we 
believe we’re actually better off 
going out of the rental market al- 
together.” 


Long Period of Preparation 


Seeing the “handwriting on the 
wall” several months ago, Mr. 
Duvieilh spent a lot of his time in 
preparing for the period when he 
could sell no new typewriters at 
all. Back as far as January, 1941, 
he was buying additional shop 
equipment, planning for remodel- 
ing the rear of the office into a 
larger shop, and installing key 
cards which inform’ typewriter 
users that John Duvieilh The 
Original can be depended upon to 
keep the machine in tiptop condi- 
tion. “We were fortunate enough 
to be able to buy most of our shop 
equipment before the priority sys- 
tem set in,” he told a representa- 
tive of OFFICE APPLIANCES. “If I 
had waited a few months to see 
how things were going to turn 
out, I would not have been able to 


buy most of the machines I need 
urgently now.” Included in this 
list are an electric drill of the 
portable hand type, a heavy air 
compressor, three adaptable spray 
guns for various types of oiling 
and painting work, tools, and 
cleaning equipment. The new 
shop is one of the most efficient 
in the South, according to Mr. 
Duvieilh, who laid it out to follow 
closely the lines of typewriter re- 
pair departments in the Reming- 
ton factory. “It had to be effi- 
cient,” he grinned, “as the only 
reasonable means of keeping our- 
selves in business.” 

As pictured, the shop is set up 
now to handle a volume of twelve 
typewriters completely rebuilt or 
repaired per day. Mr. Duvieihl, 
who expects repair demand to be 
ten times in 1942 what it was last 
year, is doing a lot of the work 
himself, with one full-time me- 
chanic, and two part-time men. 
He lost two mechanics to the 
Army in the past six months, and 
is training two more to replace 
them——using the “helper. sys- 
tem” whereby each novice watches 
an expert work while helping with 
simpler tasks. Labor is likely to 


; 





New Service and Repair Equipment in the Shop of John Duvieilh, New Orleans, La.— 


Observing the trend of the times, Mr. Duvieilh prepared for a time when his business 
would be 100 per cent service and repair work by buying additional tools and equip- 
ment. His augmented shop, pictured here, has enabled him to make this shift easily. 


the first of 1942, but with the lack 
of tires, need for all machines in 
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become the worst problem, he ob- 
served. 

Shop efficiency has been vastly 
improved because Mr. Duvieilh 
expects plenty of competition— 
even though many typewriter re- 
pairmen who “carried the shop in 
their hats” have been called into 
Army service. A _ screw-cutting 
lathe allows the shop to cut old 
platens down for reconditioning 
to new appearance. Mr. Duvieilh 
has developed a process of his 
own for treating rubber and re- 
storing its resiliency. Chromium 
parts rusted or scratched are sim- 
ply being painted over, although 
the shop has a $2,000 stock of 
chromium items. If the customer 
wants these, an extra charge of 
$5.00 is being applied. The for- 
merly tedious job of oiling type- 
writers has been made _ simple 
with use of a spray gun which 
reaches every hidden part, and is 
also used for painting. Providing 
pressure for the sprays is a 150-lb. 
DeVilbiss air compressor, which 
was among the last sold in New 
Orleans without a priority. 

Economy Features 

Mr. Duvieilh has developed sev- 
eral economy innovations which 
will make every job more profit- 
able. For example, over the wash- 
tubs containing the solution in 
which typewriters are submerged 
for cleaning and rinsing, are two 
wooden drain trays with wire mesh 
screens. These snap into place 








Display in Window of American Writ- 

ing Machine Store, Pittsburgh, Urging 

Typewriter Users to Keep Machines in 
Condition 


under the lids over the tubs when 
not in use and pull out separately 
when the typewriters are lifted 
from the solution. Placed on the 
drain trays, the typewriters drain 
off the expensive fluids completely 
before going on for mechanical 
work. Mr. Duvieilh expects to save 
around $20.00 per month with 
these trays, which cost only $3.00 
to build and hinge to the tub lids. 

The portable electric drill has 
fourteen attachments, including 
emery wheels for cutting away 
rust, buffers for polishing keys, 
drills for making screw holes, 
brushes for cleaning inaccessible 
parts, etc. It has been the means 
of cutting ten per cent of the time 
required to finish any repair job, 
according to Mr. Duvieilh. Lathe, 
buffer, spray apparatus, work 
bench and all equipment are com- 
pactly laid out in the rear of the 
store so that any customer can be 
taken back to see the methods 
used to recondition his typewriter. 
The parts problem Mr. Duvieilh 
solved for himself by patiently 
saving every loose part for twenty- 
two years. His stock now amounts 
to six large boxes full of re-usable 
parts which will easily last the 
length of the war. 


Sales Promotion 


“Merchandising” in the new 
sense of things will consist of ag- 
gressive following-up of old cus- 
tomers, newspaper advertising, 
and good selling, according to Mr. 
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Duvieilh. As soon as his shop was 
completed he ran a quarter-page 
newspaper advertisement with a 
picture of the equipment, stress- 
ing his two decades of service to 
the industry of New Orleans. At 
the same time, he sent two sales- 
men around all business offices in 
the city with the same photo- 
graph, to explain the new facili- 
ties and ask for repair business. 
These methods are getting results. 


Prices set by the Duvieilh shop 
are substantially higher than 
those of the past, when competi- 
tion had gotten down to $5.90 for 
a complete overhaul with a one 
year guarantee. Until 1942, Mr. 
Duvieilh’s price was $10.00 or 
$12.00 for overhaul, depending 
upon initial condition of the ma- 
chine. Now this rate has gone up 
to $14.00 to cover parts and labor 
cost increases, and where welding 
is involved, will go to $18.00. “We 
formerly paid fifty cents for frame 
welding, but now must pay $2.00.” 
Mr. Duvieilh explained. He in- 
tends to keep his prices below 
whatever ceiling the government 
may set on them, but must pay a 
shop rent of $75.00 a month with- 
out the advantages of new type- 
writer sales. 

In March of this year, Mr. Du- 
vieilh received as many calls for 
service as for any three-month 
period in 1941—and expects this 
to go higher during successive 
months. 


KEEP ‘EM WRITING 


HIS unique window display tied-in with newspaper ads increased the 
_eoreling business at the Pittsburgh, Penna., branch of the American 
Writing Machine Stores Division of Remington Rand Inc., over a hundred 
per cent in two weeks. 

T. J. Urell of the branch started this service campaign with a small 
newspaper ad which appeared five consecutive days in two Pittsburgh 
daily papers. Customers began responding, so Mr. Urell put in the window 
display built around the idea of saving typewriters for the duration. 

To tie the window more closely with the war effort, Mr. Urell used a 
large lifesaver such as are found on ships, to signify saving. This idea, 
however, also carries along the thought of saving lives, for by using his 
old typewriter an owner is releasing precious metal for use in ships, 
tanks, planes and other vital war equipment. 

Displayed in the window was a dirty typewriter, torn down for clean- 
ing and repairs, and beside it the repaired and cleaned parts. 

When a typewriter is left for service and repairs American Writing 
Machine Stores see to it that the machine is ready for delivery on the 
hour promised. They realize that customers are doubling-up while the 
machine is being repaired and so want to return it to active service as 
soon as possible. 

When working out window display ideas Mr. Urell searches for a good 
one, then leaves it in at least a month. He figures a good display left 
in a month or more is better than two mediocre ideas used two 


weeks each. 
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RECENT survey of Los An- 
geles typewriter shops, which 
are representative of those the 
nation over, revealed that three 
major problems confront the in- 
dustry in making the necessary 
change-over from sales to service: 
1. To convince customers of the 
need for keeping their present 
machines running for some time. 
2. To eliminate excess truck 
mileage in the handling of an in- 
creased service volume. 

3. To get an adequate supply of 
trained, efficient typewriter me- 
chanics. 

The sales problem, it was found, 
applies most importantly to the 
very large organizations which 
have a heavy overhead to carry 
and to the very small dealers who 
have specialized in sales to the 
exclusion of service. The middle- 
sized dealer who has always had 
a good service department and 
whose overhead isn’t too high has 
little difficulty in getting all the 
business he can handle. Here are 
several helpful pointers on how 
dealers in the extreme brackets 
are doing an effective sales job: 

1. Representative of the large 
organization is the Los Angeles 
branch of Remington Rand Inc., 
which has increased its office 
service volume to an all-time high 
with the aid of consistent canvass 
work. This office has retained a 
good part of its sales staff and the 
men are kept busy following up 
all known owners. Every owner 
who doesn’t have his machines 
under a service agreement is be- 
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ing called on and shown that this 
is the only logical way to protect 
himself in a period when new ma- 
chines aren’t available. In making 
their calls, salesmen cite the rec- 
ords showing nothing has been 
done on the machine lately. 

2. In making a minor repair 
call, the service man leaves the 
customer a pamphlet describing 
the advantages of the company’s 
service contract. Emphasis is 
placed on the fact that this agree- 
ment covers all replacement parts. 

3. To get the attention of the 
owners of single units and old ma- 
chines who might not be listed in 
the company’s files, a constant 
service window of the “before and 
after” type is being used. It shows 
a battered machine before repair, 
what happens to it in the shop 
and finally the same type of ma- 
chine after repair. Ancient ma- 
chines which are still serviceable 
form the background. 

4. Representative of the small 
shop which has specialized in 
sales rather than service is the 
Superior Typewriter Company, 
which has greatly increased its 
service volume with specially de- 
signed business cards which fea- 
ture the telephone number and 
carry this slogan: “We suggest 
that you have your office ma- 
chines’ reconditioned at once 






while many replacement parts are 
still available to us.” It was found 
that a card carrying just the 
phone number emphasizes the 
idea of convenience, makes the 
customer take immediate action 
rather than delaying because he 
intends to “take that machine in 
one of these days.” 

5. The A.B.C. Typewriter Com- 
pany, a medium-sized shop which 
has always had a good service 
business, found its problem lay in 
getting accounts in essential lines 

-to replace those lost with the 
demise of the tire business, the 
tourist trade and so on. The job 
has been done by selective cold- 
turkey solicitation in essential 
lines such as food and public 
transportation business. Looking 
to the future, Proprietor F. R. 
Bierma is going after only long- 
established firms that can be ex- 
pected to outlast any adverse con- 
ditions. 


Solving the Tire Problem 


The following steps have been 
taken by representative shops to 
solve the tire and truck problem: 

1. To keep an increased service 
volume from creating tire and 
truck problems, R. M. Overpeck, 
head of the Abbey Typewriter 
Company, has restricted his serv- 
ice to a carefully-planned terri- 
tory near the shop. To replace 
distant business which had to be 
dropped, a certain amount of can- 
vass work is being done, the sales 
appeal being one of ability to ren- 
der fast, efficient service in a 
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close-knit area. Old customers of 
the single-call variety are also be- 
ing sold monthly service. 

2. To cut down on distant calls, 
the Hollywood Typewriter Shop is 
asking customers to bring in sin- 
gle machines for minor repairs. 
The response has been surpris- 
ingly good. This company has 
also cut down to two deliveries a 
day and is carefully consolidating 
calls and routing everything by 
districts. 

To overcome the extreme short- 
age of good mechanics, these 
steps are being taken: 

1. Remington Rand is experi- 
menting—very successfully—with 
women who have mechanical abil- 
ity but had been rejected by the 
defense plants for lack of long 
mechanical experience. Of eight 
tried out, four have proved ex- 


cellent workers. By increasing its 
contract service this company has 
been able to use many beginners 
on washing and other routine 
jobs, gradually breaking them in. 
In three or four months, a re- 
serve will have been developed for 
dealers. 

2. To keep employees satisfied 
and prevent turnover, a _ service 
department bonus system was 
adopted at Remington Rand. A 
sizable share of the profit is di- 
vided among the employees ac- 
cording to their performance. 
Part of this is paid monthly, part 
collected for a year—the latter a 
strong inducement for staying. 

3. The Royal Typewriter Com- 
pany branch has successfully re- 
cruited some very good new men 
from local industrial trade schools. 
They’re given a one month trial 
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whether they’ve had any type- 
writer experience or not. 

4. Being unable to get all the 
men needed, the Hollywood Type- 
writer Shop is enabling the regu- 
lar crew to get out more work by 
keeping all mechanics inside and 
having even minor repair jobs 
picked up and delivered. 

5. The Henley Typewriter Com- 
pany, which has only one service 
man—hasn’t been able to get 
others—has solved its problem in 
this way. Early in the morning, 
the service man tears down all 
machines in for major jobs. He 
then works outside on service con- 
tract calls during the day. The 
manager, who isn’t a service man, 
washes the machines and has 
them ready for mechanical work 
by evening when the service man 
again comes into the shop. 


Typowniter Rentals. Planned. 


TO FILL FIRM'’S "NEW SALES" GAP 
Repairs Pay Shop Exponse— Rentals Jake (are of Overhead 


E PLAN to stay in business 

for the war period. We are 
a retail typewriter firm and we 
intend to remain that. We aren’t 
looking for any side lines, nor do 
we want any for we believe that 
typewriter needs of business and 
government are just as strong 
and necessary today as they have 
ever been. The only change, as 
we see it, is that these needs must 
be met differently today: First, 
to keep the customer’s typewriting 
needs met; Second, to keep our- 
selves in business as a typewriter 
specialty firm. 

In the first six months follow- 
ing Pearl Harbor, we planned, 
tested and approved our present 
program. Certainly, we _ realize 
that new conditions may force us 
to change our methods of oper- 
ation, but we believe basically 
they can carry us through the war 
period. 

Our first consideration was the 
cutting down of overhead. In pre- 
war days we carried a large sales 
force, maintained two retail sales 
offices and featured many special 
services. We also advertised widely 
in the sales field to the broad 
market. This was profitable then 
because anyone with the price 


By L. H. WOOD 


Sales Manager, 
Midwest Typewriter Company, 
Kansas City, Mo. 
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could buy a typewriter. Today 
our market has become special- 
ized and must be merchandised 
as such. 

Therefore, our first considera- 
tion was rigidly to limit overhead. 
This meant getting all of our 
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equipment into one office and 
closing the other to limit rent and 
utility costs as well as the other 
expenses encountered in this type 
of operation. We then cut our 
sales force to one man, in addi- 
tion to my father and myself, and 
put this man on various of our 
outside contact necessities. 

Next we turned our attention to 
our shop. At the time a great 
many companies all over the coun- 
try were making an all-out effort 
to expand their repair and shop 
trade in an effort to make this 
source “carry the whole works.” 
Frankly, our experience doesn’t 
lead us to believe that the shop 
can do much more than carry it- 
self since it must take on con- 
siderable non-profit work on our 
own rental equipment. 

Then too, shop expansion means 
more space, more tools, more men 
at a time when these men are at 
a premium. It is very easy to 
take a loss on an expanded shop 
that can’t be kept operating at 
full capacity. In this considera- 
tion we decided to keep the status 
of our shop the same as always, to 
seek only enough additional re- 
pair trade to keep it at capacity 
and to lay out its operation in 
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such a way that most of its jobs 
could be “booked” and planned 
several days in advance. 

We did practically the same 
thing with our external service 
work. We kept our immediate 
area, the downtown business sec- 
tion on a daily service basis, but 
arranged outlying districts’ (in- 
cluding the residential district) 
service calls on a route basis. In 
other words we make pick-ups 
and deliveries in distant areas 
only once or twice a week, ex- 
plaining to the customers that we 
must do this to keep our costs 
down and thus save them money 
too. 

Faced with the realization that 
the shop would carry only the 
shop, we knew our only two re- 
maining sources of income for 
office and administrative ex- 
penses lay in rentals and sales to 
customers with rationing orders. 
There was a strong tendency, fol- 
lowing the rationing order, 
for typewriter firms to take the 
healthy mark-ups the market 
offered them, particularly on their 
late model machines. But, as I 
said before, we were planning to 
stay in the business for the war 
period and passed up these often 
100 per cent profits to keep our 
late-model stock intact. 

For some years prior to the war, 
we had thrown much of our 
weight into the rental brackets 
and we felt the value of our ma- 
chines in this market increased. 
It was for this reason that we 
turned to rentals to gain the 
profits necessary to meet our 
office overhead and administra- 


tive expenses. And, to date, this 
program has proved out. 

Except in very unusual cases 
today, we do not sell any of our 
late model machines. Even be- 
fore the war we handled only 
portables in the new machines 
and thus we had no interests in 
sales to Army and Navy offices. 
Today our sales are limited almost 
entirely to old model typewriters 
to rationing order customers, and 
the vast majority of our income is 
derived from the rentals to com- 
mercial customers. 

It is to this market that we de- 
vote most of our attention. Sell- 
ing it is highly specialized. It is 
entirely a matter of personalized 
contact, of having the type of ma- 
chines that will give the type of 
service the customers want and 
keeping the machines in that 
operating condition. 


Two Broad Divisions in Rental 
Market 


Our market is divided as are our 
rental prices. Our single largest 
customer is the government. This, 
also, is the market that we keep 
in closest contact with, for its 
needs are large and can thus be 
most economically serviced. Many 
of these government agencies are 
temporary in nature though most 
of them appear slated to remain 
in some form or other for the 
war period. 

Our price to these agencies is 
$3.00 per machine per month, re- 
gardless of the number they rent 
from us, but it is not unusual for 
them to take twenty or thirty at 
a time. 


To commercial customers the 
price is $4.00 per machine per 
month, regardless of the number 
of machines they rent from us. 
In both cases we stand the ex- 
pense of delivery and pick-up, as 
well as keeping the machine in 
good working order with fresh 
ribbons. 

At the present time our most 
extreme shortage is elite-type ma- 
chines because these are de- 
manded for government work. Our 
advertising has been greatly 
curbed, except for our regular 
contacts with volume rental pros- 
pects, but we plan to use news- 
paper advertising in the back-to- 
school period to gain the student 
rental trade. 


As we go along we are trying 
to keep up our stock of late model 
typewriters as well as possible, but 
we charge just as much rental 
for the older models as we do for 
the newer ones. We have prac- 
tically cut down all types of de- 
livery and make no special de- 
liveries except in our immediate 
downtown area. Except in rare 
cases most deliveries and pick-ups 
are planned one to two days in 
advance, which has resulted in a 
further savings for us. 


In fact, it has been our experi- 
ence in the first six months of the 
war, that the typewriter firm that 
has an ample stock of late model 
typewriters can at least meet its 
expenses if it realizes that its 
markets have been remade and 
shifts its merchandising to these 
new conditions and brings over- 
head into direct balance with 
them. 


Smuth Sells Smith — 
RESULT IS GOOD PUBLICITY 


N UNUSUAL name coincidence recently earned C. R. Smith, service manager 
for the Glendale Typewriter Exchange, Glendale, Calif., a sizable immediate 
order and some valuable newspaper publicity. 
One Saturday morning, Mr. Smith went in to call on the president of Amer- 
ican Airlines. The gentleman was out and only one of the offices seemed to be 
open. It happened to be the company’s publicity department. 
Mr. Smith left a card and said he’d call back the first of the week. When he 
got back to the store, he found an urgent telephone call from the airline com- 


pany—they wanted him to come back there immediately. 


On arrival at the airline office, the typewriter man found the explanation of 
the sudden call. It happened that the Mr. Smith who was president of Amer- 
ican Airlines was also C. R. Smith. An alert publicity man who noticed that 
the two names were the same sensed a good story. 

He had pictures taken of the two Smiths standing in the doorway of an 
American Airlines plane holding a typewriter that’s part of the ship’s equipment. 
The story of the coincidence and how the “Typewriter Smith” sold a good sized 
order of machines to the “Airline Smith’ was used by several newspapers. 
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fieaching the Ribbon and Carbon Market 
UNDER PRIORITIES AND SHORTAGES 


OW DO we sell carbon paper 
and ribbons under present 
priorities and restrictions? 

We have been affected a lot less 
by these than one would think. 
During the six years we have been 
in business the volume of our Car- 
bon and ribbon business has in- 
creased steadily, but the increase 
is more than normal this year. 
The reason for this is that carbon 
paper and ribbons are not spe- 
cialty items with us. We have al- 
ways avoided demonstrations that 
tend to emphasize special features, 
and built our sales entirely on the 
quality and uniformity of our 
merchandise—and its long range 
economy. What we impress on the 
user is that we have a good car- 
bon with which he can do his best 
work year in and year out; and 
that he can always get exactly 
what he wants. 

Standard items have been least 
affected so far, and the chances 
are that they will continue to be 
least affected. Our customers will 
continue to get materials to turn 
out their top work. It is a sales 
talk to which they continue being 
responsive. 

As to inside selling, our store is 
laid out to emphasize self-service. 
Our ribbons are graded in sub- 


By ARCH HOWARD 


Howard Office Supply Company, 
Phoenix, Ariz. 
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Stantial steel drawers and our 
carbon is arranged in graded 
stacks on shelves. And after six 
years’ experimenting we have 
learned something about how to 
do this so as to push items that 
build turn-over. Self-service im- 
presses customers with the fact 
that no part of their money is 
going to pay for super-service; 
and they also buy with the feeling 
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that no salesman is persuading 
them to buy more than they want 
or to take a little higher priced 
item than they require. They can 
see for themselves that we have 
a complete stock in several price 
ranges—and in increasing num- 
bers they select quality merchan- 
dise. 

Correct Display Aids Customer 


Selection 


We firmly believe that if a dis- 
play is arranged right the average 
customer will select quality mer- 
chandise, if he can use it to ad- 
vantage. This is doubly true now. 
Buying power—even after deduct- 
ing taxes and war bonds—is defi- 
nitely up. And the buying public 
is value conscious, i.e., they de- 
mand solid worth for their money. 

One noticeable change in sales 
because of the war is an increase 
in the broken box, package carbon 
paper business. Individuals are 
doing more typing now than be- 
fore. So we are stocking and dis- 
playing more packets of carbon, 
and graded packets to accord 
ladies the privilege of choice. We 
are also displaying more colored 
ribbons for the same reason. 

In selling outside the store we 





General View of the Howard Office Supply Company Store.—Carbon paper and rib- 
bons are located in the back. Standard office supplies are systematically arranged 


from the back to the front of the store. 


On the theory that customers will walk 


back to buy specialty items such as pens, personal stationery, zipper cases, desk 
pads, etc., such lines are displayed from the front to the back. Displays are open, 
prices clearly marked and customers are encouraged to make their own selections. 
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have consistently tried to avoid 
the specialty attitude and empha- 
size quality and uniformity. Our 
kit contains a goodly number of 
sheets of medium weight medium 
finish carbon, and other sheets to 
take care of the special require- 
ments of noiseless machines, man- 
ifolding, and billing. As I have 
stated previously we avoid em- 
phasizing special features, men- 


Can 


tion that more than ninety per 
cent of our business is on the 
standard sheet, and that for more 
than ninety per cent of office 
work this sheet is the right one. 

One reason for so much stress 
on standard items in the past is 
that Phoenix is a rapidly growing 
town and we are continually con- 
tacting new businesses and new 
personnel. We want first of all to 
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reassure them that they can get 
merchandise of the same grade 
they used before coming here. It 
is also a tourist town, and we 
want people to know they can get 
the same merchandise at home. 

Now, it almost appears that the 
war program with its elimination 
of special items is adopting our 
policy. We have not had to un- 
tell any sales talk. 


Dealers Compete With 


RIBBON AND CARBON SPECIALISTS? 


O THE query in the heading, 

we say, “Yes,” from our own 
experience. 

Salesmen who sell ribbons and 
carbons will do well to take a “tip” 
from the fellow who calls on their 
customers two or three times a 
year from the “factory.” You 
represent a local firm, you know 
your customers better than any 
“factory” man. Your big job is to 
convince them you know ribbons 
and carbons as well as the fellow 
from out of town, who comes in 
with a complete line of samples 
and quite often some premiums 
for the secretary, stenographer or 
office manager who buys this 
line. 

It is true that a big volume of 
this business goes out of town, 
but it may be possible to keep 
all the business at home. 

The factory representative has 
one advantage—he sells nothing 
else. He also carries enough sam- 
ples to give the stenographer or 
secretary actual sheets to test. 
Finally, she finds a sheet she likes 
and buys from one to a dozen 


By W. L. McFARLING 


Wallender-Pennington Company, 
Decatur, Ill. 
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boxes, due to the immediate pres- 
sure of selling or to secure the 
premium that is promised. 

Once the factory representative 
secures the carbon order he has 
convinced the buyer that he has 
the merchandise that he or she 
wants and quite often the ribbon 
order is just a question of asking 
for it. 

Can’t we do everything he has 
done to get the business? 

Certainly we can give the cus- 
tomer samples of carbons or an 
actual ribbon to try out. We can, 
also, if we are alert, show that 
we are furnishing ribbons and 
carbons to others in her line by 
using the names of individuals or 
firms that are familiar. It isn’t 
necessary to wait two or three 
days or a week for a ribbon or 
box of carbon, as we carry a large 
local stock for our customers’ 


convenience. We can also supply 
coupon books and we don’t be- 
lieve that the customer can buy a 
product of equal quality out of 
town at a better price. 

If you are willing to go after 
the business, your factory or your 
firm can make up the same type 
of sample kit so that you can give 
the customer or prospect actual 
samples for test before they are 
asked to place an order. You have 
the advantage of knowing your 
prospects and customers more 
intimately; you represent a local 
firm; you carry a complete stock 
and you are as near as your tele- 
phone. 

The “average” salesman is sur- 
prised at the size of the order 
the factory man can sell, and how 
small his own orders are by com- 
parison. Don’t be just an “aver- 
age” salesman. Be a “specialist,” 
at least while you are fighting for 
that ribbon and carbon business. 
You have every advantage in your 
favor if you'll only realize it and 
few factories will fail to codperate 
once they know you are sincere. 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 
BEYOND THE LIMIT 


eC API T AL—capital, all my money for enough capital to swing that one deal,” the president 


of the Top Appliance Company assured himself. 


"And I’m not going to let it slip 


without a try, I'll go over to the River Bank and see what they’re willing to do.” 
“The amount you want to borrow is over and above the limit which the state law says we 
may lend to any one customer.” 
“Well, I suppose that is that. There goes my profit.” 
"No, I would not say that. If you could give us your note for the required amount and 


the Sand Bank across the street would take it and give four or five of their own customers’ 
notes for smaller amounts to cover it, we could put it through and not fall foul of the law.” 

And the Sand Bank when approached, was very agreeable, the scheme went through, but 
it was a term of the understanding that either bank could cancel the arrangement whenever 
it so pleased, and three months later the Sand Bank presented the Top Appliance Company 
note to the River Bank, and demanded its own notes in return. 

“Our answer is “No’:” the River Bank announced. 

“We'll get a court injunction to stop you from collecting on our notes which you hold.” 

“Our answer is still ‘No.’ And if you start anything the court will inform you that we 
are both engaged in an unlawful transaction to evade the state law, and will therefore kick 
both of us out of court, which means that we win.” 

When consulted, the attorney for the Sand Bank said, “There’s a case in the West Vir- 
ginia Supreme Court reported in 130 Southeastern Reporter, 476, that’s dead against you.” 





General Manager 


CHARLES P. GARVIN 








E. B. HEALY 
President 


Jhvty-Seventh Annual (Convention to Ba Jermed. 


WARCOUNCIL AND WAREXHIBIT 
Scheduled for Palmer House, Chicago, October 5, 6 and 7 


NLESS something unforeseen 
develops to prevent, the 
Thirty-Seventh Annual Conven- 
tion of the National Stationers 
Association will be held as sched- 
uled, October 5, 6 and 7, at the 
Palmer House, Chicago. The War 
Production Board urges that con- 
ventions be held only by indus- 
tries directly concerned with the 
national war effort. Certainly the 
commercial stationery field fits 
into the category of the essential 
for its contribution to the conduct 
of the business aspect of war. 
The theme of this year’s con- 
vention, indicated by the title 
Jartime Council,” centers around 


the idea of organizing to con- 
tribute more completely to the 
program of war _ production. 


Quoting a recent N. S. A. release 
sent out by General Manager 
Charles P. Garvin, “A good idea is 
a thought that has been tried out 
and works. We have a big idea 
and it is backed by actual experi- 


ence. In our armed services 
Army, Navy, Marine and Aijr 
Corps, Maritime Commission, as 


well as Lend-Lease and other gov- 
ernment war agencies—there are 
thousands of spots where applica- 
tion of expert knowledge and pro- 
vision of the right thing for the 
right job smooth the way for 


speed and labor-saving. We have 
been smoothing out some of these 
spots and have offered to do this 
work wherever we are requested 
or permitted to do it. 

“Now—to our NATIONAL WAR- 
COUNCIL at Chicago, we are in- 


viting government men from all 
services and agencies to come and 
see what we have on display and 
to present their problems to the 
proper people in our membership. 

We're going to have a central 
headquarters in the WAR- 
EXHIBIT and also private rooms 
for conference. 

“For the first time I know of, 
a trade association offers needed 
facilities to any department of 
the war effort that can use them. 
We can uncork bottlenecks, 
smooth out jams, save labor, sup- 
ply speed and serve the Services 
in a big way.” 





ARMED SERVICES ARE 
INVITED TO STUMP THE 
EXPERTS OF N.S. A. 


National Stationers Association 
pioneers the way for a real 
contribution to the war effort. 

A headquarters for government 
men at N.S. A.’s War exhibit. 

Key men from all government 
departments invited not only 
to see what is available, but 
to talk to experts inevery line 
who will be on the job. 

A fast way for a government 
de partment— 

To uncork bottlenecks, 
To loosen jams, 
To save labor by systematiz- 


ing. 

The armed services are invited 
to try to stump N. S. A.’s 
experts. 





From another angle, the con- 
vention program is going to in- 
clude several government men as 
speakers so that everyone in the 
industry may be given a definite 
understanding of what the objec- 
tives of the Office of Price Admin- 
istration are in setting price 
ceilings and establishing other 
controls; what the Reconstruction 
Finance Corporation is endeavor- 
ing to do in the field of install- 
ment sales and credit business; 
what the latest story is on priori- 
ties, allocations and other factors 
that have to do with the procure- 
ment of goods. 

Other coverage will involve the 
picture of what’s happening to 
sales organizations and what can 
be done by salesmen in these 
troublous times; an exhibition of 
merchandise to show that there 
are still many things essential to 
public and business use that can 
be procured and sold, offering a 
central place where government 
representatives can see the things 
the industry has that will help in 
the prosecution of the war. Mr. 
Garvin reports that a number of 
government officials, including 
Army and Navy men have already 
expressed a desire to attend the 


convention and see what is 
available. 
Quoting the general manager 


again, the conclave will be “a con- 
vention devoted to the public in- 
terest and the perpetuation of the 
industry’s ability to serve not only 
for defense and war, but also the 
great American economy.” 
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THE FEDERAL WAGE AND HOUR LAW 


MAJOR proportion of the 

office appliance man’s activ- 
ity has to do with simplifying 
record keeping in business. Office 
furniture such as desks, bookcases, 
chairs, and the like, possibly ac- 
count for the heavier space re- 
quirements in an office supply 
warehouse, but it is a fairly safe 
bet that if every individual sales 
transaction over a period of a 
year were analyzed, by far the 
great majority would turn out to 
include record keeping equipment 
and supplies. 

The dealer’s own business rec- 
ords usually are fairly complete, 
insofar as he can check the mate- 
rials furnished three years ago, 
say, to the XYZ Milling Company, 
or what he paid in 1938 for a cer- 
tain item of office equipment. 

Regardless of this, however, it 
is a fact that inspectors of the 
Wage and Hour Division, U. S. 
Department of Labor, report that 
the employment records of many 
office supply houses are greatly 
inadequate with regard to infor- 
mation required under the Fair 
Labor Standards Act. Simple as 
the official record keeping re- 
quirements are, it is no exaggera- 
tion to say that the great major- 
ity of employers engaged in inter- 
state commerce or the production 
of goods for interstate commerce, 
and therefore generally covered 
by this Wage and Hour Law, have 
not Kept the simple records re- 
quired by the act. 


Large and Smali Firms Negligent 


This negligence is not confined 
to small, out-of-the-way firms, 
nor does it necessarily represent 
an attempt by employers to evade 
Wage-Hour standards. In a sur- 
prisingly large number of cases 
employers had only the sketchiest 
records covering their labor costs. 

Section 11(c) of the Fair Labor 
Standards Act authorizes the ad- 
ministrator to require “every em- 
ployer subject to any provision 
of the act to make, keep, 
and preserve certain records in 
regard to employment and to sub- 
mit such reports on those records 
as the administrator may find 
necessary or appropriate for en- 
forcement of the act. 


Prepared Expressly for 
Publication in Office 
Appliances by the Wage 
and Hour Division of the 
U. S. Department of Labor, 
New York, N. Y. 
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In practice the division has 
never required employers to use 
any specified form or follow any 
particular order in keeping rec- 
ords. Usually the necessary in- 
formation becomes easily avail- 
able under any good system of 
bookkeeping. The official regula- 
tions on how to keep Wage and 
Hour records were revised and 
simplified a short time ago. Offi- 
cially known as Title 29, Chap- 
ter V, Code of Federal Regula- 
tions, Part 516, copies of the 
regulations, together with an ex- 
planatory bulletin, may be ob- 
tained without charge at any 
Wage-Hour office or district or 
from the Division’s national office 
at 165 West Forty-sixth street, 
New York, N. Y. Other helpful 
publications on the act also are 
available. 


Provisions of the Law Are 
Familiar 


Readers of OFFICE APPLIANCES 
by now are familiar with the basic 
provisions of the Fair Labor 
Standards Act, which requires 
that employees engaged in inter- 
state commerce or in the produc- 
tion of goods for interstate com- 
merce be paid at least thirty 
cents an hour, and not less than 
one and one-half times (time and 
a half) their regular rate of pay 
for all hours worked in excess of 
forty in any work week. 

In nearly forty industries, spe- 
cial wage orders calling for mini- 
mum hourly rates up to forty 
cents have been issued by the 
administrator following recom- 
mendations of appropriate indus- 
try committees. These committees 
comprise in equal number repre- 
sentatives of employers and em- 
ployees in the affected industries, 
and of the public. 

Under the Wood Furniture 
Manufacturing Industry Wage 
Order employees engaged in the 


manufacture of wooden office and 
other furniture must be paid not 
less than forty cents an hour. 

Wage orders have been issued 
for the converted paper products 
field. These are: folding paper 
boxes and twenty-two other prod- 
ucts, forty cents; paper bags and 
two other specified products, 
thirty-eight cents; set-up boxes 
and five other products, thirty-six 
cents. Employees engaged in the 
manufacture of pulp and primary 
paper products must receive at 
least forty cents an hour. Copies 
of any of these orders may be 
had on request. 

A Graphic Arts Industry Com- 
mittee is to be appointed in the 
near future. 

The required records, if cor- 
rectly kept, will show whether 
covered employees have been paid 
in accordance with the basic pro- 
visions of the act. The majority 
of employers in the field will be 
particularly interested in Section 
516.2 of the regulations, which de- 
tails the records required for em- 
ployees who are covered by both 
the minimum wage and the over- 
time provisions of the law. These 
records must show: 

Employee’s full name, home ad- 
dress, and date of birth if under 
nineteen; occupation; time of day 
and day of the week on which 
employee’s work week begins; 
total hours worked each work 
week; total additions to or de- 
ductions from wages paid each 
pay period; total wages paid each 
pay period; date of payment and 
the pay period covered by pay- 
ment. Nothing more need be re- 
corded unless overtime is worked. 

For an employee who works 
more than forty hours a week, 
the records must show in addition 
to the above: The regular hourly 
rate of pay and basis on which 
wages are paid (this may be 
shown as “50c hr.” “$3.20, 8-hr. 
day,” “$15.00, 40-hr. wk.” “$150 
mo.,” etc.); hours worked each 
work day and total hours worked 
each work week; total daily or 
weekly straight-time earnings or 
wages; total weekly overtime ex- 
cess compensation, that is, the 
amount paid solely as overtime 
above all straight-time earnings. 

(Turn to page 54, please) 
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Permanent Model Office for Doctors 
BUILDS “PROFESSIONAL” BUSINESS 


N AVERAGE of eight sales 
Nesey totaling approxi- 
mately three thousand dollars per 
month, are being made to doctors 
and dentists as a result of a per- 
manent model display which 
Parke-James & Company, San 
Francisco office furnishings dealer, 
installed in the city’s largest med- 
ical and dental building. 

The idea was developed by Mr. 
Winters, one of the firm’s sales- 
men, according to James McCor- 
mick, president of Parke-James. 
This has proved the most effective 
way of reaching professional men. 
An outstanding factor in the pro- 
motion is its low cost, made pos- 
sible through enlisting the co- 
operation of various firms in sup- 
plying materials for the perma- 
nent model display. 

The first step was to interest 
the medical and dental building 
in installing a model display of 
this character. Once approached, 
it was found that the building 
manager was eager to cooperate 
by providing a suite of six rooms 
rent free. This arrangement en- 
ables him to improve his oc- 
cupancy by being able to show a 
completely furnished suite rather 
than a bare suite of rooms, thus 
considerably adding to the ap- 
pearance of the suite for the 
prospective tenant. 

In addition, the model office 
affords a demonstration in ar- 
_ rangement which is important in 
forestalling complaints from ten- 


By A. R. CARTER 
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ants who do not know how to 
make the most of their office 
space. 


Others Cooperate 

One of the city’s leading surgi- 
cal supply and equipment houses 
was found to be keenly interested 
in taking care of the technical 
end of the display suite, a local 
lighting firm installed proper 
lighting fixtures for the profes- 
sional man’s office, a sound-proof- 
ing firm put its materials into 
function. 


After the model office had been 
installed each participating firm 
invested fifteen dollars in a direct 
mail campaign, inviting every 
doctor and dentist in the city to 
visit the model display. In addi- 
tion, there is a sign in each 
elevator of the building which 
directs attention to the model 
suite and invites anyone to 
visit it. 

The response was immediate, 
Mr. McCormick reports, showing 
the interest of the medical and 
and dental profession in new 
offices and equipment. The fact 
that they could visit a complete 
display without involving them- 
selves was another persuasive fac- 
tor, it is felt, since most profes- 
sional men are constantly being 


besieged by all kinds of sales- 
men. 

A “Guest Book” is an important 
feature of the permanent display. 
Each person is asked to sign the 
book and make a few remarks 
after his or her name about the 
display. Such remarks as “four 
stars plus,’ “makes you want to 
move right in,” and “thanks for 
the ideas you have given me” 
testify to the effectiveness of the 
display. 

The salesman for Parke-James 
who conceived this ingenious 
idea is of course reaping the ben- 
efits of it. He stays in the model 
office each day between the hours 
of eleven and one—when most of 
the professional men pay their 
visits—and makes his contacts. 
The rest of the time he spends 
in the field, following up original 
contacts, calling on professional 
men who have not yet visited 
the display and urging them to do 
so, and otherwise working “full 
time”’ in this field. 


That fact, comments Mr. Mc- 
Cormick, shows the potentials of 
such a permanent display de- 
signed especially for a single pro- 
fession. When it requires one full 
time salesman merely to cover a 
single field that is generally re- 
garded as a rather limited one, 
it can be seen that results are 
being obtained. 

“Perhaps the fact that this field 


has not been worked so thor- 
oughly is another reason why re- 
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sults are being obtained,” he con- 
tinues. “Doctors and dentists are 
hard people to see during their 
office hours and consequently will 
seldom talk to a salesman about 
office furnishings. But with an 
arrangement of this sort the ice 
is broken—easily and effectively.” 

The model suite consists of six 


small rooms, two of which are 
examination and treatment rooms. 
Parke-James completely furnished 
the others—a reception room in 
cool gray, a waiting room in 
bright “home-type” furnishings, 
the doctor’s private office, and a 
small dressing room in blue. 
Even when it is not possible to 
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sell a complete remodeling job or 
a single new desk or chair as a 
result of the display, it is pos- 
sible to sell systems—for the model 
office is also equipped with a sug- 
gested filing and record system 
for the professional man. “It’s 
the best sales idea we have 
found,” Mr. McCormick concludes. 


OFFICE PICTURES CAN STILL BE SOLD! 


NE thing office outfitters can 

still get behind (at least as 
this is written) is pictures for 
office walls. In Los Angeles, the 
office furniture department of 
Barker Bros., through consistent 
display, suggestion and follow-up 
work has developed a big business 
in this line, making complete pic- 
ture installations in a great many 
large executive offices, and many 
smaller offices, too. 

Varied complete office setups 
are arranged all around the four 
walls of the Barker office furni- 
ture display room. And with every 
office layout goes a carefully 
selected picture. These are 
changed every time the floor is 
rearranged, every effort being 
made to harmonize the individual 
picture with a particular set of 
furnishings. 

To provide for complete color 
harmony in the decorative 
scheme, varied colors are used on 
walls. Some sections are painted 
buff, some cream, some a light 
green, etc. Furniture and pictures 
in each case are placed against 


Barker Brothers, Los Angeles, 
Calif., Have Developed a 
Profitable Market 


o 


whatever wall section is needed 
where the best general appear- 
ance effect is obtained. 


This careful attention to color 
harmony also creates extra busi- 
ness in office drapes. 


Inclusion of Pictures Assumed 


In selling the complete office, 
Barker salesmen take it for 
granted that a man wants at least 
one or two appropriate office pic- 
tures. If he decides on a model 
room, just as set up, the salesman 
inquires whether he’d like the 
picture shown or would prefer 
another one. Ordinarily, this 
positive approach quickly over- 
comes any sales resistance; if it 
doesn’t the salesman brings out 
illustrations of other well-ap- 
pointed offices, emphasizing the 
part pictures play in creating a 
favorable impression on visitors. 


If a customer fails to decide on 
a picture at the store, the sales- 
man usually follows up with a 
personal call. Taking along a 
good selection of pictures he asks 
permission to hang them, one at 
a time, in the actual office. Gen- 
erally, this demonstration proves 
to the customer that an office just 
isn’t completely furnished with- 
out suitable pictures and results 
in immediate extra sales. 

Recently, a Barker salesman en- 
countered a professional man 
very determined not to have any 
pictures in his office. The office 
was a modern one, with a wide red 
feature strip in the linoleum on 
the floor. The salesman waited 
until the man had moved in, then 
took down several colorful pic- 
tures in which red was predomin- 
ant. Hanging one in the reception 
room he invited the customer out 
to have a look. The man was so 
taken with the improved appear- 
ance of the room, he not only 
bought the picture the salesman 
had but ordered pictures for all 
of the inside offices. 


When "Soft" Woods Are Hard 


F THE terms “hard” and “soft” wood confuse you, do not be dismayed. They 
have confused the experts! Generally speaking, the soft woods are the needle 


leafed or evergreen trees. The woods of the broad leafed trees are, also generally 
speaking, heavy and hard. White oak is a typical American hard wood, while 
white pine is a typical soft wood. Hard woods are for the most part used in 
cabinet work. The soft woods go largely into building construction. 

But there are interesting exceptions to this classification. Balsa, the softest 
wood in the world, is a hard wood! Mahogany, the best known tropical hard 
wood, is an evergreen! Cypress and larch are needle leaved soft woods but 
they are not evergreen. Magnolia is a hard wood that is an evergreen. Southern 
longleaf pine, a soft wood, may be heavier and harder than live oak, one of this 
country’s heaviest hard woods! 

In the scale of weight and hardness, it is the medium weight woods that are 
the finest cabinet woods. These have sufficient strength without excessive 
hardness and weight. Mahogany, with a dry weight of fifty to sixty per cent 
of that of water, has been long considered an ideal cabinet wood. It has not 
only the ideal weight, strength and hardness, but also offers great beauty and 
unusual stability. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


OU’LL want to clip out and 

use the two lead-off PEPPER- 
UPPERS in this July 1942 release 
of your BUSINESS BUILDERS ... 
yes SIR-E! . we’ will bank on 
that; and what is decidedly singu- 
lar, they came to us in Uncle 
Sam’s mail bag the same day and 
from diagonally opposite corners 
of our nation, believe it or not, 
from Maine and California! 
here they are in all their pertness 
and pointedness: Number 1 on 
this month’s Hit Parade: 


T-H-A-T S-O-M-E-T-H-I-N-G 
TO BRING CUSTOMERS 
BACK AGAIN 


A little bit of quality 
Will always make ‘em smile; 
A little bit of courtesy 
Will bring ’em in a mile, 
A little bit of friendliness 
Will tickle ’em, ‘t is plain 
A little bit of service 
WILL BRING ’EM BACK 
AGAIN! 
(The last word truly reads, 
“A GAIN!”) 


Number 2 is really Number 1 
Twin, as it rates equal importance 
and real timeliness. BUSINESS 
BUILDERS contributor from 
sunny California credits the au- 
thorship to Charles F. Steel. He 
further states it is and has been 
for the decade or more he has 
kept this clipping, of immense 
help when he gets to worrying 
over debts in general and his in 
particular and even the national 
debt of which we have heard as 
he has so much of late. It is cap- 
tioned: “What’s Wealth”: 


A calm devotion to one’s native 
sod, 
That’s wealth. 
A faith implicit in the Living God, 
That’s wealth. 
A few choice friends that feel 
life’s fuller meaning, 
Who sense reality yet prize the 
dreaming, 
Who from the skies see knowledge 
ever streaming, 
That’s wealth. 


A body sparkling with the health 
of youth, 
That’s wealth. 
A mind serenely poised, restrained 
by truth, 
That’s wealth. 
An eye that feeds on flowers and 
fields and skies, 
That sees the heaven in a baby’s 
eyes, 
That finds in life the door to 
Paradise, 
That’s wealth. 
A home among the trees, the blue 
above, 
That’s wealth. 
The perfect goodness of a wom- 
an’s love, 
That’s wealth. 
The sense to grin when all the 
world looks wrong. 
To take defeat with gameness and 
a song, 
To smile a mile when worry comes 
along, 
That’s wealth. 
a * * 
ADVERTISING to-day is a mer- 
chandising problem to solve. To 
get the most out of the least it is 
necessary for the merchandising 
analyst to have an abundance of 
ideas. There should be no 
element of chance in his methods. 
His campaign should be sure 
DIRECT. 
From: “Selling Service with the 
Goods” 
By Woodward and Fredericks 
oa * * 
The independent salesman—he 
takes orders from nobody. 


* +* * 


Work your imagination, yes.... 

But also work! 
* * ¥ 

Last month on the suggestion of 
a southern office furniture outfit- 
ter we set up his idea for a new 
department of BUSINESS BUILD- 
ERS as follows: 
IDEA EXCHANGE of the MONTH 
(To start it off, we suggested 
this theme for the first edition, 
“Sales letter ideas for the office 
furniture dealer,’ and from hill 
and dale in every mail did they 
come; space does not permit 
printing all at this time, but be 
assured we have them on file and 
will use them, each and every 
one, eventually, so thanks again 
Mr. and Mrs. OFFICE EQUIPPERS 
everywhere.) 

. “I think every letter should 
be a sales letter; I know this idea 
is not particularly new, but it is 
not put into action enough. Make 
each letter carry a full sales load 
—even your collection letters; and 
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even your letters to your competi- 
tors; because you and they have 
much need to buy, sell, and swap 
one with the other, these mer- 
chandise-scarcity days of 1942. 

“It has been my earnest 
endeavor to write all quotation 
letters on office furniture subjects 
as if I were personally waiting 
on the recipient-to-be of my typed 
message—and it has brought me 
practical results in not only direct 
sales, but good natured comments 
that have built for steady busi- 
ness and genuine good will. 

. “Clear, clean, concise, com- 
plete, correct, and courteous com- 
pose to my way of thinking the 
sum total of good business cor- 
respondence, and we of our firm 
use that as our Big Six Rule in 
the direct mail promotion part of 
our office furniture work. You 
have heard it stated that ‘well 
written correspondence denotes 
your worth just as much as care- 
ful dress betokens the gentleman.’ 
: “You've perhaps read this 
thought, but have you taken ad- 
vantage of it and tested it out to 
your full satisfaction: ‘Put your 
own name on your mailing list; 
and surely you'll see better ways 
of getting your office furniture 
promotion ideas across to more 
people more often.’ Therefore, try 
it; we have—it works. 

... “Don’t overlook tucking choice 
sales building thoughts in your 
acknowledgments. 
... “Give a thought to changing 
your business stationery regularly; 
ask your printer to help you and 
keep out of that rut of sameness 
in your office furniture sales 
efforts. 
... “Re-form and REFORM your 
form letters; new twists are the 
sparks that set into action your 
prospects check and order books.” 

* * * 
From now on we will try to let 
you choose your own subjects for 
the IDEA EXCHANGE of the 
MONTH, keeping them to office 
furniture promotions largely or 
related topics and KEEP ‘EM 
MAILING to the co-ordinator of 
this page, addressing same Box 
2153, care of Shaw & Borden 
Company, Spokane, Wash. 

* * * 

Keep in GOOD BUSINESS 
TRIM; do your part, THUS HELP 
FOR VICTORY WITH A VIM! 

Ralph B. Ortel 


Lc 
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AT RIGHT.—Faster reference to a list of 
more than 150,000 customer cards resulted 
after this Shaw-Walker Space-Saver Ex- 
pandex was installed in the offices of the 
United Business Service, Boston. Even dis- 
tribution of the guides and cards aided the 
speed up. The system was sold and in- 
stalled by Shaw-Walker’s Boston branch. 


ABOVE.—Two photographs of an installation of Gunlocke chairs 
made at the Pioneer bank, Chattanooga, Tenn. The chairs, manu- 
factured by the W. H. Gunlocke Chair Company, are the Nos. 2206 
and 2207 and are distinguished by a pleated back with form fit- 
ting contours. Both pictures well illustrate the exceptionally 
attractive lines of the chairs by which they harmonize with any 
type or style of office suite. The installation was made by the 
T. H. Payne Company 
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ABOVE.—Super-Filers, manufactured by the General Fireproofing 
Company, were recently made standard equipment in the filing 
department of the Fidelity Mutual Life Insurance Company and the 
Franklin Fire Insurance Company, both of Philadelphia, Pa. In the 
case of the latter firm (lower picture) the installation saved more 
than 400 feet of floor space and provided room for fourteen addi- 
tional desk workers. Records formerly housed in 122 cabinets were 
transferred to eighty Super-Filers and total number of drawers in 
active use was reduced from 545 to 460. This installation was made 
by W. W. Thornley of the GF Philadelphia branch, L. W. Miller, 
cooperating in making a preliminary survey. 








EDITORIAL 


Attend N.T.O.M.D.A. Convention 


@& PROBABLY no convention in the history of 
the typewriter and office machine industry has 
ever been held at a more opportune time than 
the seventeenth annual convention of the Na- 
tional Typewriter and Office Machine Dealers 
Association, which will be held on July 20 and 
21 at Pittsburgh, Pa. 

The typewriter and office machine dealer is 
striving for existence under more than the bur- 
dens familiar to most retailers of today. Not 
only must he meet increased taxes, higher oper- 
ating costs, and conform to the new regulations 
on price levels for merchandise and services, 
but he must practically revamp his merchandis- 
ing program. He is confronted with a famine 
of new machines for an indefinite period; hence, 
even to sell the few available he must shift 
his sales efforts to selection of customers who 
classify within strict priority requirements. 

He must, therefore, deal largely in used 
machines, the supply of which is limited and 
on which priority restrictions are also in effect. 
Then, he must devise means of increasing his 
business in supplies, repairs, and service. While 
these have always been important, supplies and 
service have, for most dealers, been a secondary 
source of dollar volume because of their com- 
parative small unit of sale. 

At the Pittsburgh convention the various as- 
pects of the foregoing and other problems will 
be given discussion by successful dealers and 
government representatives. Presence of the 
OPA and WPB Officers will be especially helpful, 
as they have been close to the industry in con- 
nection with orders now in effect. They are 
expected also to throw some light on probable 
future orders. The highly commendable work 
done by the N.T.O.M.D.A. leaders in behalf of 
the industry will be reviewed and further plans 
made. 

Every dealer in the trade who is able to 
attend should be present to benefit from this 
important and timely conclave of his industry. 


—-_---- 


Keeping Informed Essential 


@¢ REPORTS of cases of inadequate knowl- 
edge of government regulations prompts us 
again to emphasize the importance of keeping 
informed. Never has this meant more:to every- 
one in business. To help its readers, OFFICE 


APPLIANCES presents special articles each month; 
such as that on page 21 on “Record Keeping 
Requirements of the Federal Wage and Hour 


Law.” The department on pages 28 and 29 is 
devoted exclusively to government and industry 
wartime information. Alert attention will help 
avoid unintended conflict with the law, as well as 
prevent missing of opportunities. For instance, 
aided by the information at the bottom of page 
29, a dealer may win a customer’s favor by help- 
ing him secure a priority certificate for a type- 
writer which he previously could not obtain. 


—_eo-- 


Price Ceiling on Consumer Services 


4 ON July 1 the Maximum Price Regulation 
for Consumer Services became effective, fixing 
ceilings generally at service charges as of 
March 1. 

A consumer service is defined by the regula- 
tion as a service rendered in connection with 
a commodity for the ultimate consumer. But 
consumer service does not include an industrial 
or commercial service, the ceiling prices for 
which were set by the General Price Regulation 
which became effective May 11. 

Stationers and office equipment dealers en- 
gaged in various maintenance and repair serv- 
ices apparently are under the jurisdiction of 
both price ceiling laws if they sell both commer- 
cial and consumer services; such as on type- 
writers and office machines, fountain pens, etc. 

However, preliminary information from OPA 
indicates that an establishment is not required 
to prepare two statements of ceiling prices to 
satisfy the requirements of each regulation, 
providing one statement is furnished containing 
all information required by the two regulations. 


_—_~eo-- 


New Price Maximums on Typewriters 


#4 ATTENTION is called to the change in 
price ceiling regulations on used typewriters 
which became effective on July 1. This order, 
Maximum Price Regulation No. 162, supersedes 
the temporary Regulation No. 9, which set ceil- 
ings at each dealer’s highest prices in effect dur- 
ing March 1 to 5. 

The new order, establishing ceilings at levels 
of last October 1 to 15, defines lower maximums 
and is considered more equitable to the majority 
of dealers. A government survey had revealed 
a very wide spread among dealer prices for iden- 
tical machines, due to the fact that prior to 
March 5 many had not instituted price advances 
comparable to increased costs and as a result 
their prices were frozen at unprofitable levels. 


Another point of difference is that the new 
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top levels for used typewriters are fixed at spe- 
cific amounts in dollars and cents, and all deal- 
ers have the same maximums, instead of levels 
based on individual dealer prices of the indi- 
cated period. Substance of the new regulation 


HERE AND THERE 


SPROTT AND POUNSFORD 
SALVATION ARMY OFFICIALS 


J. §S. Sprott, president, The 
Globe-Wernicke Co., last month was 
elected chairman of the advisory 
board of the Salvation Army for 
Cincinnati and Hamilton County. 
At the same time Harry G. Pouns- 
ford, well-known Cincinnati sta 
tioner, and member of the board for 
the past years, was 
elected vice-chairman. 

Both Mr. Sprott and Mr. Pouns 
ford have been interested in Salva 
tion Army work for a number of 
years. 


twenty-five 





MILWAUKEE MAN EXPERT AT 
ARTISTIC TYPEWRITING 


Willard J. Kinast, 925 South 
Eighth street, Milwaukee, Wis., a 
stenographer of the Milwaukee Rail- 
road, is the national champion ar 
tistic typist and developed this work 
as a hobby for many years. 


Artistic typewriting is the. skilfu 


manipulation of the keys producing 
a design, 
a variety of characters of 


TE 


or a life-like portrait from 
the type 











A TYPEWRITTEN PICTURE AND ITS 
MAKER.—(Top) Willard J. Kinast and 
(lower) drawing depicting the sign- 
ing of the Declaration of Independ- 


ence. 
writer, making the portrait so exact 
that there will pe nom stakina a TC 
the identity of the subject peing 
Typed. 
Mr. Kinast, in working out h 


tures, usually gets a good draw 


ing of his subject. Then he traces 
the outline and features on blank 
paper using carbons (extra copies 
for practicing). After the tracing is 
completed, he selects some letter 
or character that tends to form a 
heavy mass. Starting at the top of 
the rough pencil draft, he fills in the 
space as closely between the next 
line of writing, that is, by rolling 
the cylinder slightly off the regular 
line of writing.—NPS 





JOE ROLLER GOES FISHING 


Joe Roller of the Roller Office 
Supply Company, Grand Forks 
N. D., and a friend, Dr. Goehl of 
the same city, went on a fishing 
expedition recently to White Bay 
Narrows in Ontario. The results were 
excellent as the illustration plainly 





THEY GROW ’EM BIG IN ONTARIO. 

—Joe Roller (right) and a friend 

proudly exhibit catch made on recent 
fishing trip. 


shows. In order to convince the 
doubters they engaged the services 
f a third person to use the camera. 
Joe is the man at the right of the 
picture. 





MR. AND MRS. HERB FALL AT 
THE ROSE BOWL 


On a recent trip to California 
Herb Fall of Japs-Olson Company 
Minneapolis, and Mrs. Fall included 
Pasadena in their itinerary and paid 
a visit to the famous Rose Bowl, 
scene of many classic football 
games. 

Upon being questioned as to why 
he and Mrs. Fall went to the Rose 
Bowl without any special attraction 
Herb remarked that he was waiting 
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will be found on page 28 of this issue. Read- 
ers will recall that Price Regulation No. 15, 
covering new typewriter price ceilings, was re- 
voked when the General Maximum Retail Price 
Regulation went into effect on May 18. 


for the Minnesota team to engage 
the champions of the Pacific Coast. 
Since the beginning of the football 
season is more than two months 
away it is likely that the benches 





THERE’S NOTHING LIKE BEING ON 

TIME!—'Tis early June and the Herb 

Falls are waiting patiently in the 

Rose Bowl for the football season to 

begin. Hey. boy. a couple of 
cushions, please. 


will be much too hard long before 
any football player is in uniform. 

Herb is a consistent rooter for 
Gopher elevens. 








ne ad 


DON’T LOOK NOW, FOLKS, but the 
gent in the snappy ensemble is Ted 
Kaufmann, general manager of the 
Reliance Pencil Corporation. As re- 
ported elsewhere in this issue Ted 
has joined the Army where we see 
him learning how to manicure a lot 
of open space with a broom, and 
being a grand sport about it. 
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WOOD FILE CABINET MANUFACTURE PERMITTED 


Wood filing cabinets containing not more than two 
pounds of essential steel hardware for each drawer 
have been removed from the limitations of the Metal 
Furniture Order, L-13-a. 

This change is made by Amendment No. 2 to the 
order, effective June 1. The wooden cabinets are 
expected to be widely substituted for metal ones. 

Order L-13-a required that production of most 
types of metal office equipment and furniture cease 
on May 31. o 


PRICE CEILINGS CHANGED ON TYPEWRITERS 


Maximum prices for the sale and rental of used 
typewriters, at levels considerably lower than those 
which prevailed during March, 1942, are established 
in specific dollars and cents figures for all makes and 
models in Maximum Price Regulation No. 162, an- 
nounced June 12 by Price Administrator Leon Hender- 
son. The regulation became effective July 1. 

The ceiling prices set forth in the order for second- 
hand typewriters, demand for which has increased 
rapidly since the production of new machines has 
been restricted and earmarked for military needs by 
the War Production Board, reflect price levels which 
existed October 1-15, 1941, adjusted for reconditioning 
and rebuilding costs charged in March, 1942. Resulting 
retail top prices are about 4.3 per cent less than 
March, 1942 prices and about 3.5 per cent above 
October, 1941 prices. Rental rates fixed by the regula- 
tion are generally those existent during October 1-15, 
1941, but don’t include pick-up and delivery charges. 

The new regulation fixes specific top prices for 
“rough” or “as is,” “reconditioned” and “rebuilt” type- 
writers according to the age, make and model of the 
machine. This is accomplished by grouping accord- 
ing to serial numbers (on the machines) paralleling 
those used in manufacturers’ trade-in allowance 
classifications. In the sale of second-hand machines 
with carriages wider than ten or eleven inches, the 
regulation provides specific amounts which may be 
added to the maximum prices. Portable typewriters 
are classified according to construction features. 

Generally, the price of a reconditioned three year 
old machine under the regulation is about sixty per 
cent of the original list price, and prices gradually 
decline according to the age of the machine so that 
the maximum price for an eighteen year old type- 
writer is about twenty ver cent of its list price. In 
effect, wholesale prices actually paid by the dealers 
for rough machines in October form the base for 
the prices set forth in the regulation. An additional 
$10 has been added where the machine has been 
reconditioned and $15 where it has been rebuilt. A 
mark-up of fifty per cent customary with trade prac- 
tice, has been allowed to determine retail prices. 

Noiseless machines which have been reconditioned 
and rebuilt can be sold for $3.75 more at retail than 
standard machines in the same trade-in allowance 
classification, although their price ceiling is the same 
if sold “as is.” 

As defined by the regulation a rebuilt typewriter is 
one which has been dismantled, cleaned, realigned, 
adjusted, reassembled and has had its main frame 
refinished and imperfect type and worn parts re- 
placed by new type and parts. 

A reconditioned typewriter is one which has been 
cleaned, realigned, adjusted, and its imperfect type 


and worn parts replaced. A “rough” typewriter or 
“as is” machine is one which has not been rebuilt or 
reconditioned for delivery to a purchaser. 


The maximum prices which can be charged for 
second-hand machines are presented in the following 
table. The regulation, however, is more specific and 
the age groups referred to in the following table are 
clearly defined in the regulation according to serial 
numbers. Sellers of used typewriters are required to 
post the price lists contained in the regulation to 
serve as a guide for consumers. Each dealer will 
receive a copy of the regulation from OPA. 


Maximum Retail Sales Prices for Standard 
of Used Office Typewriters 


Makes 


Age Rough Reconditioned Rebuilt 
15 and 16 yrs. $23.50 $38.50 $46.00 
13 and 14 “* 26.50 41.50 49.00 
ll'and 12 “ 28.75 43.75 51.25 
9 and 10 36.50 51.50 59.00 
Tand 8 * 40.00 55.00 62.50 
6 yrs. 43.50 58.50 66.00 
ae. 48.00 63.00 70.50 
3 and 4 yrs. 54.25 69.25 76.75 
2. 9Ts. 69.25 84.25 91.75 


If the typewriter has a carriage wider than ten or 
eleven inches, regardless of whether it is rough, re- 
conditioned, or rebuilt, there may be added to the 
maximum price $2.50 for a twelve inch carriage, $5 
for a fourteen inch carriage, $10 for typewriters with 
sixteen, eighteen, or twenty inch carriages, and $15 
for machines with carriages of more than twenty 
inches. 

Shopworn typewriters, described in the regulation 
as those which have been in the physical possession 
of a user for a period of less than ninety days, shall 
be sold at not over eighty per cent of the manufac- 
turer’s list price, for a machine of the same carriage 
width. 

However, no amounts may be added because a type- 
writer is equipped with forty-four or forty-six type 
bars, special keyboard, special type style, key-set or 
five, six, or ten hand or key set tabulators, or a pitch 
other than ten or twelve. If a new special attach- 
ment has been installed by the seller, an amount 
equal to the list price for the attachment may be 
added, while fifty per cent of the list price may be 
added if the attachment is a second-hand one. 

Maximum prices for portable typewriters, of any 
make or model, are $27.50 for “rough,” $38.00 for re- 
conditioned, and $42.50 for rebuilt machines if they 
are equipped with four rows of keys, upper and lower 
case type, two color ribbon device, back spacer, right 
and left hand margin stops and full carriage tabulator 
mechanism. 

If equipped with the same features referred to in 
the preceding paragraph except for the full carriage 
tabulator mechanism, the maximum price for such 
portables is $19.50 for “rough,” $30.00 for reconditioned, 
and $34.50 for rebuilt. The order establishes a top 
price of $12.50 for “rough.” $23.00 for the reconditioned, 
and $27.50 for the rebuilt portables which lack any 
one or more of such features as four rows of keys, 
upper and lower case type, two color ribbon device, 
back spacer, and right and left hand margin stops. 

The maximum price for the sale at wholesale of a 
used typewriter is two-thirds of its maximum retail 
price. 

Rental Rates 

In effect the regulation establishes rental rates 
which are the same as those which prevailed during 
October 1-15, 1941. The regulation establishes these 
maximum rental rates in two rate tables which are 


presented on the following page: 
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(1) Typewriters Manufactured Since January 1, 1935 


Civil Service 


Examination 
1-3 Days or Less One Half 
(whether or not a Month One Three 
stand is supplied or Less Month Months 
Office Size Typewriters 
14 in. carriage or under.$2.00 $2.25 $3.50 $ 8.75 
16 in. carriage 2.00 3.25 5.50 13.75 
Over 20 in. carriage 2.00 5.25 9.50 23.75 
Portable Typewriters 2.00 2.00 3.00 7.50 
(2) Typewriters Manufactured Prior to January 1, 
1935 
eaniiaciies 
1-3 Days or Less One Half 
whether or not a Vonth One Three 
stand is supplied) or Less Vonth Months 
Office Size Typewriters 
14 in. carriage or under..$2.00 $2.00 $3.00 $ 7.50 
16 in. carriage 2.00 3.00 5.00 12.50 
Over 20 in. carriage 2.00 5.00 9.00 22.50 
Portable Typewriters 2.00 2.00 3.00 7.50 


(3) If the rental is for a period of more than three 
months, the rental rate may not exceed the three- 
month rate set forth in paragraphs (1) and (2). 

The rates set forth in the order do not include 
pick-up and delivery service charges. These charges 
ordinarily were included in the quoted rental rate 
but the imminent shortage of gasoline and delivery 
facilities has increased the costs and may even bring 
an end to such services. Under the order, a reason- 
able charge for delivery service, which in October 
was estimated at fifty cents, may be added to the 
maximum rental rates. This charge, if made, must 
be posted conspicuously so that the consumer or 
renter of the typewriter has knowledge of it at the 
time he rents the machine. Persons renting a machine 
must not be refused the right to arrange for delivery 
of the machine from and to the dealers’ place of 
business. 

The age of the typewriter is to be determined by its 
serial and model number. Remingtons, Royals, L. C. 
Smiths, Underwoods, and Woodstocks, manufactured 
since January 1, 1935, have serial numbers higher 
than the following; machines manufactured prior to 
January 1, 1935, have serial numbers lower than the 
following: 


Highest serial number of 
a Machine manufactured 


Make Model prior to January 1, 1935 
1. Remington Std. 11 Not manufactured prior 
to January 1, 1935 
Remington Std. 12, 20, 30 Z-333,500 
Remington Std. 16 Z-479,000 
Remington Std. 17 Not manufactured prior 
to January 1, 1935 
Remington (or 
Smith Premier) 
Standard 50, 60 W -134,500 
Remington (or 
Monarch) Noiseless 6 X-240,500 
Remington (or 
Monarch) Noiseless 16 X-332,.500 
2. Royal All models 1,715,000 
3. L. C. Smith Std. & Silent 1,135,000 
4. Underwood Standard 1,300,000 
Underwood Noiseless 3,924,000 
5. Woodstock 5 100,000 


The regulation prohibits decreasing cash discounts, 
trade-in allowances, rental credits on purchases, or 
quantity purchase discounts below those available or 
in effect during the October 1-15, 1941 period. Nor 
can charges for deferred payments, installments, time 
payments or credit accounts be increased above those 
which were in effect during that period and the period 
of guarantee or warranty of performance or of main- 
tenance of repair service cannot be decreased. Charges 
for repair service must remain at or below the level 
existing during the October 1-15 period. Misrepresent- 
ing the state of repair of a used typewriter is con- 
sidered a violation of the provisions of the regulation. 

Every person offering to rent or sell typewriters must 
preserve for two years accurate and complete records 
concerning inventories and sales or rentals of used 
typewriters including the use to which a rented type- 
writer is put. 

Sellers and those who rent used typewriters, accord- 
ing to provisions of the regulation, must post con- 
spicuously, in their places of business, a notice which 
completely sets forth legibly “Appendix A (Section 
1398.83)” of the regulation together with a statement 
that lower prices may be charged. The appendix lists 
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the dollars and cents prices at which the various 
makes and models may be rented and sold, and serves 
as an accurate guide for consumers and dealers. 

In addition, those offering to rent used typewriters 
must add to the notice a statement that the customer, 
if he chooses, may arrange for transportation to and 
from the dealer’s place of business, in which event the 
dealer may not charge any amount for delivery and 
return of the typewriter. He must also post the charges 
made for delivery and return of the typewriter if the 
customer chooses the dealer to arrange delivery. 


o 


TYPEWRITER PRODUCTION CONTINUED 
THROUGH JULY 

The War Production Board, in an effort to hasten 
stockpiling of typewriters for essential military and 
civilian needs and conversion of the industry 100 per 
cent to war work, authorized manufacturers to main- 
tain their present rates of production during June 
and July. 

It is expected that typewriter production will be dis- 
continued early this fall. Meanwhile, it is necessary 
to build up a supply to take care of essential require- 
ments up to July, 1944. 

Under Amendment No. 2 to Conversion Order L-54-a 
and under Supplementary Conversion Order L-54-a-l, 
manufacturers will be permitted to produce non- 
portable typewriters this month and next at the same 
rate as permitted during May. 

The orders mean that the largest manufacturers— 
Underwood, Remington-Rand, Royal, L. C. Smith & 
Corona, and International Business Machines—may 
produce during June and July up to seventy-five per 
cent of their average monthly sales of non-portable 
typewriters during 1941. The Woodstock Typewriter 
Company, during the same period, may produce up to 
ninety per cent of its average monthly sales last 
year. The industry is now operating at approximately 
thirty-five per cent below the level of its non-portable 
operations during the first part of this year, when 
non-portable production was at a boom rate. 

No change has been made in the production rates 
for portable typewriters. The four manufacturers of 
this type of machine—Underwood, Remington-Rand, 
Royal, and L. C. Smith & Corona—are pe:mitted 
during June and July to manufacture up to eleven 
per cent of their average monthly sales of portables 
in 1941. 
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QUALIFICATIONS TO BUY TYPEWRITERS EASED 

An amendment broadening the classification of 
those eligible to acquire both new and used typewriters 
and alleviating certain hardships that have arisen 
under the typewriter rationing program was an- 
nounced June 2 by the Office of Price Administration. 

Under the amendment No. 2 to Revised Rationing 
Order No. 4, the most widely affected groups are 
purchasers of used office machines. 

Declared eligible to obtain certain used office 
machines without rationing certificates after June 4 
are: (1) persons who buy or otherwise acquire a 
business or manufacturing concern for the purpose 
of continuing the enterprise at the same location; 
(2) persons who had traded in typewriters to manu- 
facturers, wholesalers, or dealers and had failed to 
obtain new machines because of the general freeze 
order of March 6. 

The new amendment, it was pointed out, includes 
both reconditioned and rebuilt models in the posses- 
sion of the seller of a business. In the instance of 
trade-ins, manufacturers are permitted to substitute 
a comparable type or model if the original typewriter 
has been disposed of. Only persons who had con- 
summated the deal before March 6 come under the 
amendment. 

Two groups were added to those eligible to purchase 
used office machines upon presentation of a rationing 
certificate: accredited representatives and official 
missions of the governments of the United Nations 
for official use in the United States, its territories, and 
possessions; Army Exchanges and Ship’s Service 
Stores for their official use. 

Portables may also now be obtained by persons who 
are blind, near blind, or otherwise physically handi- 

(Turn to page TT, please) 
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NSA Wartime Conference Held in Atlantic City 


Meeting Held During Coast Dim-out—Program Covers 
Many War Problems—Banquet Concludes Conference 


TLANTIC City presented a far different picture to 

Stationers and manufacturers who attended 
N.S.A.’s Eastern Wartime Conference for the three 
days of June 18, 19, 20 at the Traymore hotel. To the 
brilliantly lighted boardwalk familiar to millions the 
country over, the dim-out presents a weird contrast. 
To some who hailed from inland towns this was their 
first real contact with war as it is known on both 
coasts. 

During the twelve months between this meeting and 
that of a year ago many vital changes had occurred. 
Doing business then was a breeze compared to what it 
is today. So, dealers and manufacturers both were 
there for serious study in the hope of obtaining in- 
formation on the many perplexing problems of the 
day. This was a serious conference during which 
meetings were very well attended—during which lis- 
teners paid careful attention to speakers — during 
which pertinent, vital subjects were discussed—and in 
which the audience participated in free discussion. 
The program was carefully and well prepared. Speak- 
ers presented intelligent discourses in business man’s 
language. From Washington came experts to help 
these dealers and manufacturers with their problems. 
It was the kind of a meeting which gives you a 
thrill, for here were a group of conscientious, deter- 
mined men working together in the democratic Amer- 
ican way to preserve the home front while the boys 
put the finishing touches on the Axis. 

On Thursday, June 18, a manufacturers’ session 
began with a luncheon. Here for several hours manu- 
facturers listened and discussed those difficult prob- 
lems of survival. As in the combined session of the 
following day, this session was alive, interesting and 
informative. 

Promptly at 10 a.m. on Friday, June 19, the gavel 
wielded by President E. B. (Dick) Healy (Santa Fe 
Book & Stationery Company, Santa Fe, N. M.) called 
the meeting to order. In doing so, he expressed his 
extreme pleasure in being able to attend. 


W.H. Patterson (Johnstown Office Supply Company, 
Johnstown, Penn.), governor of District No. 3, was 
introduced and welcomed the group. He said that he 
had been given the job of extending the “Key of the 
City” to the conference but from his own observation 
he believed that it had already been obtained as 
everybody he had met seemed to be right at home. 
The speaker was gratified to observe the fine repre- 
sentation in these times when travel is definitely 
restricted—when going anywhere requires considerable 
planning and arrangement. In closing, he expressed 
the hope that all might experience both pleasure and 
profit. 


Charles P. Garvin, general manager of the National 
Stationers Association, was introduced and in turn 
asked everybody to rise and introduce himself indi- 
vidually. 

In introducing the next speaker, President Healy 
paid tribute to his popularity by saying he was some- 

(Turn to page 101, please) 


ON OPPOSITE PAGE.—Ladies and gentlemen at the Atlantic City 
Wartime Conference. 


1. William Hoge and William Foster, The General Fireproofing Co.; 
E. A. Keelin Art Metal Construction Co. Standing: Harold J. 
Hampton, In ianapolis Office Supply Co., Indianapolis, Ind. 

2. Ed. Conlon, Rockwell-Barnes Co.; J. Kip Edwards, manufacturers’ 
representative. ; 

3. _ Rif Office cote Co., Louisville, Ky.; A. W. Gill, 

Gill Co., Trenton, N. 

4. alli Bill Fletcher, Carter's Ink Co.; Harry Cox, Thos. H. Cox & 
Son, Newark, N. J.; H. B. Van Dorn, Joseph Dixon Crucible Co. 
Standing: Russ Stevens, Carter's Ink ‘i Frank R. Curtiss, F. R. 


Curtiss Co.; Jerry Savage. Carter's Ink 
5. Ed Little, Wabash Cabinet Co.; G. Fred Callie. principal business 
adviser, 


P. Garvin, treasurer; Dave Price. 
Kip Edwards, first vice-president, 
Seng- 


6. Penn Mar Va Officers. Chas. 
Eagle Pencil Co., president; 
manufacturer's agent; W. F. Vogel, second vice-president, 
busch Self-Closing Inkstand Co. 

7. C. B. Hammen, moderator, business analyst, Paper & Pulp Division, 
OPA; Hector Lazo, chief, Trade Relations Section, OPA. 

8. Sam S. Clayton, Koh-I-Noor Pencil Co.; E. R. Ashley. Ashley- 
McCormick Co., Bridgeton, N. J.; F. H. Caswell. F. S. Webster Co. 
Standing: E. B. Rogers, Koh-I-Noor Pencil Co. 

9. Seated, left to right: E. B. ™ s president NSA, Santa Fe Book 
& Staty. Co., Santa Fe, N. M.; Patterson, governor, Regional 
No. 3, Johnstown Office Supply "Co.. Johnstown, Pa.; Charles P. 
Garvin, general manager NSA. Standing: Harold J. Hampton. 
= president NSA, Indianapolis Office Supply Co., Indianapolis. 


10. George Harscheid, National Blank Book Co.; Dan Smith, Smith 
Ptg. Co., Williamsport, Pa.; C. Hammen, OPA. Standing: Irwin 
Berman, National Stationers. Philadelphia, Pa.; Wallace H. Lovett. 
Standard Diary Co. 

ll. Stanley Woodruff. Weis Mig. Co. 

12. Dick Pomerantz, A. Pomerantz & Co., 
Manning. Stein Bros. Mig. Co.; O. 
Cumberland, Md. 

13. Walter P. Nichols, Weis Mig. Co. 

14. Ed A. Knapp, Victor Safe & Equipment Co.; George Bonney, E. L. 
Freeman Co., Providence, R. I.; Elmer Pape. Adkins Prtg. Co., New 
Britain, Conn. Standing: John B. Dwyer, Acco Products, Inc. 

15. William G. Hintz, William G. Hintz Co., Reading. Pa.; J. Kip 
Edwards, manufacturer's representative: Tom Stagg. Hoskins Co., 
Philadelphia, Pa. Standing: M. H. Jackson, Joseph Dixon Crucible 
Co.; John Link, Lucas Bros., Baltimore, 

16. F. W. Weber and J. W. Tschudin, F. Weber Co.; Fred Reader, 
A. Pomerantz & Co., Philadelphia, Pa. Standing: Robert N. Wood 
and W. T. Ridgeway. Esterbrook Steel Pen Co. 

17. Frank Carroll, F. R. Curtiss Co.; Ralph Henriques, Bates Mig. Co.; 
Frank May. J. L. May Co.; W. P. Corbett. manufacturer's agent: 
Fred G. Reader, A. Pomerantz & Co., Philadelphia, Pa. 

18. Ben Wachtel. Parker Pen Co.; Oscar Wilkerson, Jr., Security Steel 
Equipment Co.; Tom Stagg. Hoskins, Inc., Philadelphia, Pa.; George 
Wustner, William F. Murphy & Son, Philadelphia, Pa.; Hal Tough, 
Security Steel Equipment Co. 

19. Seated: Harry Ferry, National Blank Book Co.; 


Philadelphia. Pa.; E. R. 
Marquis. Ankeney Co., 


Mortimer Chute, 


Bainbridge, Kimpton & Haupt, Inc.; Elmer Pape, Adkins Prtg. Co.. 
werd _— Conn. Standing: George Harscheid, National Blank 
ook Co 


20. — P. Garvin, general manager NSA; E. B. Healy. president, 


21. Charles W. Lipman, Geo. B. Graff Co.; Rose Cushman, NSA; 


Reinhardt, A. amecnnte & Co., Philadelphia, Pa. Standing: Ante 
B. Baxter, Diebold Safe & Lock Co.; 
representative. 


W. P. Corbett, manufacturer's 
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NEW WOOD FILE BY GENERAL FIREPROOFING 

The General Fireproofing Company, Youngstown, 
Ohio, has announced a new line of wood furniture, 
of which the file illustrated here is a member. It is 
listed as the No. W-54L. 

The file is available in both letter and cap size, 
with or without lock, and is finished to harmonize 





THE W-54L GF FILE 


with the GF metal equipment. Throughout the entire 
line, which includes tables and desks, such critical 
materials as bronze and aluminum have been elim- 
inated entirely and steel is used only where necessary 
to provide durability and ease of operation. 

The finish is the standard GF olive green and trim 
is of plastic closely resembling aluminum in appear- 
ance. 

oe © 
ART METAL ANNOUNCES ARTWOOD 
DESK LINE 

The Art Metal Construction Company, Jamestown, 

N. Y., has announced a new series of wood desks 





THE ARTWOOD WOOD DESK 


under the trade name of the Artwood “1000 line.” 
Included in the series are two flat top desks, two 
typewriter desks (“fixed bed’’) and one table. 

Each unit is of hardwood construction throughout 









with attractive plastic drawer pulls and footings. 
Desk tops are of resilient and smooth linoleum. Four 
box drawers are equipped with adjustable partitions 
for spacing for two sizes of cards, and the lower right 
hand drawer has follower for cross filing of letters 
or cap sheets. Kneespace drawer has convenient tray, 
rear hood and center partition. This drawer also 
automatically locks all other drawers. 

Dimensions in inches of the various units are as 
follows: Flat tops: 60 by 30% by 34, and 45 by 304 
by 34. Typewriter desks: Same dimensions. Table: 60 
by 301% by 34. 

cl aa a 
PREFIXT SECOND SHEETS AND CARBON 
THRIFT FORM ITEMS ANNOUNCED 


The Newport News Forms Company, Inc., 814-20 
Twenty-fifth street, Newport News, Va., has announced 
two new items for the stationery trade. They are the 
Prefixt second sheet and the Carbon Thrift form. 

The Prefixt system consists of a series of carbons 
and second sheets pre-fixed together in one form 
and made in a variety of sizes for business houses 
requiring anywhere from one to four or more copies. 
Where one copy is required the form consists of five 
second sheets and a single carbon, the second sheets 
being perforated so that each may be easily snapped 





METHOD OF SHEET SEPARATING 


out, thereby permitting the writing of five letters 
from the one form. In the two-copy form the arrange- 
ment permits the writing of two different letters with 
two copies of each, the second sheets being a different 
color. 

For two, three, four or more copies the system con- 
sists of pre-fixed units of three second sheets and 
carbons properly interleaved. As in the other systems 
the second sheets are offset in such a manner that 
the operator can snap them out of the form in an 
instant. The systems completely eliminate the need 
for assembling or separating the various second sheets 
and carbons. 

The Carbon Thrift Form is so arranged that the user 
can make two sets of forms by using one set of car- 
bons. The operator merely inserts the form in a 
typewriter and makes out one set of forms. All of 
these are offset and being perforated can be snapped 
out. The unit is then re-inserted in the machine 
and the second form made out on the leaves which 
remain after the first form is snapped out. This item 
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is available made up for one or two copies, the latter 
being of different colors for filing purposes if desired. 
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OXFORD READIES “WAR MODEL” FILES 

Without waiting for Uncle Sam to issue a limitation 
order, the Oxford Filing Supply Company, 340 Morgan 
avenue, Brooklyn, is voluntarily stripping its Steel- 
Clad line of files of the steel used on the drawer 
front and the steel trim on the back of the drawer. 
The new “War model” will replace the regular model 
as the supply of steel parts for various sizes runs out. 
In some sizes, the stock of drawer fronts on hand 
is sufficient for many months. In other sizes, the 
“War model” will be introduced at once. 

The new model has an attractive drawer front made 
of the same green fibreboard as now used for the 
shell. In the larger sizes, these drawer fronts are 
reinforced inside with plastic hardwood. No other 
changes were made. There is the same ease of 
assembly. 


The shell which bears all of the stacking 





THE OXFORD “WAR MODEL” FILE 


load in any file, is as sturdy as ever, and the saving 
in steel cost is being passed along as a ten percent 
reduction in price. 
- —- © 
NEW CARBON LINE BY U. S. RIBBON 

A new line of carbon papers, trade-named Dream 
and embodying a number of important features, has 
been armounced to the trade by the U. S. Typewriter 
Ribbon Manufacturing Company, Filbert at Tenth 
street, Philadelphia. 

In perfecting the line the manufacturers used as a 
basis for the carbons its recent findings in the 
development of the Dri-Rite ribbon ink. As a result, 
it is claimed, the new carbon manifolds unusually 
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CONTAINER FOR “DREAM” CARBON PAPERS 


well, without smearing or curling and has an ex- 
ceptionally long life. 

The Dream line is complete, being made in heavy, 
standard, medium and light weights and in the fol- 
lowing finishes: Hard, medium-hard, medium, intense 
and extra-intense. In addition to these finishes all 
of which are for standard typewriters, the line is 


made in special finishes for noiseless typewriters. 
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There is also a series of “Universal” finishes which 
will work equally well on either style of typewriter. 
—-) 

NEW STENO BOOK BY ROCKWELL-BARNES 
The Rockwell-Barnes Company, 1511 West Thirty- 
eighth street, Chicago, has announced a new line of 

















THE WIRELESS NOTEBOOK 


stenographers’ notebooks, a feature of which is a pat- 
ented non-skid edge which keeps the unit in any 
desired position. 

Named the Wireless Non-Skid Easel notebook, the 
item has all the advantages of a wire-bound book and 
is available in all standard sizes and rulings. Further 
details will be supplied by the company on request. 

—>-—————— 
NEW INGREDIENT FOR PARKER’S QUINK 

Chemists of the Parker Pen Company, Janesville, 
Wis., have announced the discovery of a new ink in- 





PARKER’S QUINK BOTTLE AND NEW CARTON 


gredient which is now being added to the Parker line 
of Quink, the company’s ink, and has been trade- 
named Solv-X. 

According to the fountain pen manufacturing firm 
Solv-X is a material possessing the ability to dissolve 
deposits, gum and sediment and prevent rubber rot. 
It is claimed that Solv-X in a series of tests has been 
able to overcome sixty-five per cent of pen ills. 

oa « ~ 
STAEDTLER ANNOUNCES “MARS” DRAWING 
PENCIL 

J. S. Staedtler, Inc., 53-55 Worth street, New York, 
N. Y., has announced a new drawing pencil which is 
available in seventeen degrees of hardness and is 
trade-named Mars. 

The new pencil is the result of two years of ex- 
perimenting and testing, the object of which was to 
develop a type of drawing pencil needed by men now 
engaged in vital war industries such as engineers, 
draftsmen, designers and others. The unit is beauti- 
fully finished and packaged and sells for fifteen cents. 





NEW WOOD FILE BY BENTSON ANNOUNCED 
The Bentson Manufacturing Company, Aurora, II1., 
has announced a new series of wood files under the 





THE VOLUNTEER FILE 


trade name of Volunteer. The units are the No. 4, a 
four-drawer letter file, and the No. 6, a four-drawer 
legal file. 

A special feature of the file is the all-wood sus- 
pension slide which is impregnated with paraffin 
for smooth operation. The construction is so sturdy 
that the drawer will remain in a horizontal position 
when fully extended. 

The case is of kiln-dried, selected hardwood, back 
and end panel three ply, and top and drawer front 
five ply. Drawer sides and back are of oak and slide 
members of hard maple. Cross rails front and back 
are tenoned into ends and tenons locked with cross 
dowel. Positive locking and easily adjustable follower 
block are embodied. 

Dimensions for the No. 4 are: Cabinet outside, 16 
by 525g by 28 inches. Drawer inside: width, 1214; 
height, 10144; depth, 25% inches. For the No. 6 the 
figures respectively are: 19 by 525g by 28, and 1514 
by 1014 by 251% inches. Finish is olive-green. 
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RELIANCE ANNOUNCES NEW PENCIL LINE 


The Reliance Pencil Corporation, Mount Vernon, 
N. Y., has announced a new pencil specially created 
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for manifold carbon copying. It is available in three 


grades and is listed as the No. 700 Durolead Multiple 
Carbon Copy Pencil. 

The new pencil is capable of making an impression 
through five or six carbons without cutting or mutilat- 
ing the top one and is of black-graphite manufacture 
to provide clear writing and easy erasing, and to 
eliminate smudging. 
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NEW COMBINATION FORM BY HANO 

Designed to save time and errors in the preparation 
of multiple business forms, a new Combination Form 
has been introduced by the Philip Hano Company, 
Inc., of Holyoke, Mass. 

Combining into a single operation the writing of 
invoices, duplicate invoices, audit copies, sales copies, 
file copies, shop orders, packing lists and bills of lading 
the Combination forms are made in both continuous 
and single set snap-a-part styles and may be had 
with one-time carbon paper. 

Frequently the forms are made in two sections. A 
sectional installation permits the user to type com- 
plete the name of the purchaser, quantities ordered, 
prices and commissions, and similar initial writing 
data. The two sections are then separated and one 
section containing shop orders, packing lists, label 




















THE COMBINATION FORM 


and shipping notices are distributed to the factory. 
The other section is retained, intact, awaiting the 
return of the shipping notice from the factory. 

The shipping notice, filled in by the factory, is then 
returned to the office showing the quantities shipped, 
quantities back-ordered and shipping routing. This 
information is then filled in on the second section 
and the data appears on all copies. This second sec- 
tion is then distributed. 
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GOES’ PATRIOTIC SPECIALTIES 
The Goes Lithographing Company, 42 





The 


Flag 








PLIOGE TD TM 


West Sixty-first street, Chicago, has an- 
nounced a series of seventeen patriotic 
specialties including pictures, flags, verses, 
victory shields, etc. 

The pictures, two of which are reproduced 
here, are full color reproductions of famous 
paintings and are mounted upon rich India 
tint mats. They are made to fit practically 
every decorative scheme and are items the 
stationer can sell to offices, stores, clubs 
and societies for an organization’s personal 
use or for redistribution to customers. 
Sheet pictures are also available. 























TWO SAMPLES OF GOES’ PATRIOTIC PICTURES 





The company has arranged a deal where- 
by a stationer may secure a selling kit, 
large window displays, several sets of matted 
and sheet pictures and a sample book with 
his initial order for merchandise. 


Prices furnished on request to company. 





JULY, 1942 


The Guest Book 


Homer Weber of Lakewood, Ohio, salesman for 
Cooke & Cobb Company, called at the office of this 
journal June 10. Homer entered the stationery field 
in Chicago, operated his own stationery business, and 
traveled out of Chicago before moving further east. 
He has many friends in the middle west, a fact which 
partially explains his presence in Chicago for one 
week. 

William D. Fox of Toledo, signed the Guest Book 
June 11. For many years connected with George E. 
Fox & Company, in recent years he has been other- 
wise occupied. His trip to Chicago, his old home, was 
for business purposes. 

L. R. Maxon, operator of an office supply business 
in Erie, Pa., signed the Guest Book June 12. First 
with Library Bureau, then a retailer in his own right, 
Mr. Maxon has been in the industry for something 
over thirty years. Prior to that for a short time he 
was connected with this journal working out of the 
New York office. The purpose of his western trip was 
to participate in a meeting put on by The Shaw- 
Walker Company, a concern whose wares he sells as 
local dealer. 

James A. Wallace of Jasper Office Furniture Com- 
pany, Jasper, Ind., affixed his name to the Guest 
Book June 16. Coming to Chicago for two days of 
important business, he finished up the second day’s 
work in a hurry and found time to inspect the new 
quarters of this publication before starting the home- 
ward journey. His trip was strictly business and 
judging from his smiles, was accomplished as planned. 
He was optimistic about solving current production 
problems. 

Joe Hildreth, representative of Esterbrook Pen Com- 
pany until his retirement about eight years ago, and 
W. E. “Bill” Smith of Ace Fastener Corporation, paid 
a visit to the offices of this journal on June 17. Joe 
and Bill traveled together for twenty-five years and 
see each other whenever an opportunity is presented. 
One of Bill’s tasks is to always look after the welfare 
of “father.” Joe responds by dropping words of wis- 
dom for his “son” Willie. Mr. and Mrs. Hildreth spent 
the month of June in Chicago following a winter at 


w 
on 


their home in Florida. Their plan was to leave at the 
end of the month for California where Mr. Hildreth 
has relatives. Probably the principal reason that Bill 
doesn’t accompany them is the fact that California 
is outside his territory. 

Armand V. Breard, Monroe Office Equipment Com- 
pany, Monroe, La., paused so briefly for a call on 
June 20 that he barely had time to sign the Guest 
Book. He had arrived in Chicago the day before, 
coming from Cleveland where he had attended the 
annual convention of Kiwanis International. Having 
“about seventeen different business calls to make,” 
including Associated Stationers Supply Company and 
the National Blank Book Company, time was at a pre- 
mium. We are happy and complimented that he 
managed to save a few minutes to call before rushing 
to the Union Station to board a train for home. 


E. B. “Dick” Healy, NSA president and proprietor 
of the Santa Fe Book & Stationery Company, Santa Fe, 
N. M., registered in the Guest Book by phone on June 
22. He and Mrs. Healy were on their way home from 
Atlantic City where they had attended the Eastern 
Conference of the National Stationers Association 
June 18 to 20. With about an hour between trains, 
Mrs. Healy planned to do some shopping. As first 
assistant shopper, Dick went along to carry bundles, 
hold gloves, handbags, etc. Despite the handicaps 
of brevity and the telephone, the visit was refreshing, 
stimulating, as usual. 
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ZELLERS BECOMES RUSSIAN RELIEF OFFICIAL 

The election of John Zellers, vice-president of Rem- 
ington Rand Inc., Buffalo, N. Y., as chairman of the 
office supplies industries division of the New York 
fund-raising campaign of Russian War Relief, Inc., 
was announced last month by Allen Wardwell, chair- 
man of the New York campaign committee. 


At the same time it was announced that Mr. Zellers 
was completing organization of a committee which is 
to conduct an intensive campaign for contributions. 

Russian War Relief is holding a national drive for 
$6,000,000 for its 1942 relief work and reported that 
on June 1 it had already spent more than $1,250,000 
in the United States for supplies for Russia. 





CLEGG WINDOW BOOSTS SALE OF DEFENSE BONDS AND STAMPS.—The Clegg 
Company, San Antonio, Tex., recently set a fine example to other businesses in the 
office equipment and supply industry by devoting an entire window to boost the sale 


of United States defense bonds and stamps. 


The window featured a figure of a 


soldier equipped with ‘’tin hat,’ gas mask and rifle while standing behind a section 


of trenchworks. 


There were also several pieces of Army equipment including a 


machine gun, blanket, mess kit and modern rifle. 








EXTERIOR OF SPEED-O-PRINT’S NEW BUILDING 


SPEED-O-PRINT IN NEW HOME 

With the completion of the task of moving vast 
quantities of supplies, furniture and other equip- 
ment, the Speed-O-Print Corporation last month was 
installed in its new home at 161 East Grand avenue, 
Chicago. 

To those familiar with Chicago the new location of 
the well-known duplicator manufacturing concern will 
be recognized as being on the Windy City’s near North 
side, within a stone’s throw of the Tribune Tower, 
the Wrigley building and other famous landmarks of 
that area. 

The Speed-O-Print building is just a few doors 
East of Chicago’s famous Michigan avenue and the 
firm’s name, lettered across the side of the four- 
story building, is visible to pedestrians and auto- 
mobile drivers for many blocks. 

The reception space is unusually inviting, the visitor 
entering a room which is oval in shape. On each 
side of the information desk are two recessed and 
floodlighted display windows. The general office is 
large and spacious while to the left of it is a series 
of private offices. The company occupies all four 


floors. 
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UTILITY TO OPEN ANOTHER LOOP STORE 


The fourth unit in the string of Chicago Loop retail 
stores will be opened by the Utility Supply Company 
at the northeast corner of Monroe and LaSalle streets 
about July 15. A fully equipped commercial stationery 
store will be on the street level, occupying 1500 square 
feet. The basement area of 3000 square feet will be 
devoted to an office furniture department. It is being 
completely remodeled to form one large display room 
Both floors will be effectively lighted with fluorescent 
units. 

The location was checked for pedestrian traffic and 
it proved to be one of the busiest corners in the Loop. 
Two streams of traffic—one on Monroe street and one 
on LaSalle—will be exposed to displays in five large 
windows. The entrance is at the corner, which is being 
remodeled to allow larger space for customers enter- 
ing and leaving the store. Situated in the financial 
district of Chicago, company executives anticipate a 


developing trade among business people requiring 
quantities of commercial stationery products and 
supplies. 


The same streamlined type of display fixtures and 
decorative scheme will be followed as in the Madison 
street store. False ceilings are being installed both 
on the street level and in the basement to permit 
concealed or 


cove lighting. 
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ABOVE.—Wide passageways and aisles, attractive flooring 

and a battery of modern light units are features of the interior 

of the new building. Working quarters are airy, with plenty 
of space between desks. 





THE RECEPTION ROOM.—Recessed and floodlighted dis- 

plays are one of the attractions of this reception room. Com- 

fortable chairs, good lighting and a quantity of Speed-O- 

Print products to inspect make this an ideal space for visitors 
who are awaiting appointments. 


QUALITY PARK MOVES CHICAGO OFFICE 

Despite the fact that the Quality Park Envelope 
Company held a lease on its quarters in the Merchan- 
dise Mart, Chicago—its home since 1930—until 1945, 
the firm was obliged to move to a new address at 564 
West Monroe street last month when the U. S. Army 
took over a large section of the Mart. 

“Colonel” Harry Balch, who heads the Chicago of- 
fices, announced the move, at the same time explain- 
ing that in the new home his company will be close to 
a number of firms prominent in the office equipment 
industry, including the National Blank Book Company, 
Southworth Paper Company, Horder’s, Inc., and others. 

In addition, Manager Balch said, the new quarters 
afford increased floor space, better facilities for service 


and greater convenience in handling small deliveries 
o ~<— « 


BRAINARD ON VICTORY FUND COMMITTEES 

George C. Brainard, president of The General Fire- 
proofing Company, and chairman of the Fourth Fed- 
eral Reserve bank, has been named Youngstown 
representative on the Federal Reserve District’s vic- 
tory fund committee. Veree J. Wilson, president of 


the Union National Bank, will serve as alternate 
for Mr. Brainard, who is with the War Production 
Board in Washington.—AK 
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THE DICTAPHONE WINNERS.—These young ladies and the schools they represented are (L to R) Theresa 

Rusniak, Harrison; Eileen Drueen, Harper; Tillie Wasz. Wright Junior; Dorothy Kasten, Lindblom; Virginia 

Jansen, Lake View; Patricia Ingebretsen, Marshall; Florence Szymanski, Harrison; Marie Morris, Harper; Mary 
Douglas, Calumet; Elizabeth Cline, Hyde Park. 


DICTAPHONE STAGES CHICAGO CONTEST FOR 
HIGH SCHOOL GIRL GRADUATES 

One hundred and nineteen girl graduates of Chicago 
high schools participated in a transcription contest 
on June 12 at the Chicago offices of the Dictaphone 
Corporation. These young ladies took part in the 
event after a number of elimination try-outs reduced 
the aspiring champions to this total. 

The purpose of the event, as explained by Chicago 
Branch Manager Arthur E. Blackstone, was to get 
together graduating students of the commercial de- 
partments of the local high schools and give them an 





TOP.—Judges of the contest (L to R) 
Myron Hilb, W. A. Alexander Co.; F. F. 
Threadgold, Hibbard-Spencer- Bartlett; 
Paul Manning, Ritt Products Corp.; John 
Gilbert, Office Appliances. (Lower) 
Men and women in charge of the con- 
test: H. H. Cross, assistant manager; 
T. G. Foster, Educational Service divi- 
sion; Mrs. Agnes A. Carl, Chicago 
school director; Arthur E. Blackstone, 
Chicago district manager; Geneva 
Boehringer, Chicago survey division; 
H. A. Hanlon, Chicago Educational 
Division. 


THE CONTEST IN FULL SWING.—These 
four views show one of the six groups 
which competed for the prizes awarded 
by Dictaphone at the Chicago contest. 


opportunity to get some practice on Dictaphone equip- 
ment and, incidentally, win valuable prizes if their 
efficiency stood the test. 

When the smoke of battle had cleared away the 
winners and their prizes were as follows: 

Patricia Ingebretsen, $100 war savings bond; Vir- 
ginia Jansen, $50 bond; Dorothy Kasten, $25 bond; 
Marie Morris, $12.50 war s&vings stamps; Theresa 
Rusniak, $10 in stamps; Tillie Wasz, $7.50 in stamps; 
Eileen Drueen, $6.00 in stamps; Florence Szymanski, 
$5.00 in stamps; Elizabeth Cline, $4.00 in stamps; 
Mary Douglas, $3.50 in stamps. 

After the event was over the judge’s decision dis- 
closed the following impressive standing of the ten 
winners (as given above) in lines per hour and errors 
made: 

First, 220/17; second, 210/15; third, 205/7; fourth, 
205/13; fifth, 195/7 (3114 strokes); sixth, 195/7 (3075 
strokes); seventh, 195/9; eighth, 185/6; ninth, 185/8; 
tenth, 180/6. 

The judges were Paul Manning, Ritt Products 
Corporation; Myron Hilb, W. A. Alexander Company; 
F. F. Threadgold, Hibbard-Spencer-Bartlett; John A. 
Gilbert, OFFICE APPLIANCES. 

Another prize, which went to all contestants whose 
scoring was 125 lines or better, was a Dictaphone 
Proficiency Certificate. The girls were informed that 
the certificates would help them, through the com- 
pany’s employment service, to obtain interviews with 
employers seeking Dictaphone operators. 

Members of the Dictaphone staff who were asso- 
ciated with Mr. Blackstone in the contest were H. H. 
Cross, assistant manager; T. G. Foster, educational 
service; Mrs. Agnes A. Carl, local school director; 
Geneva Boehringer, local survey division, and H. A. 
Hanlon, local educational division. 
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DIEBOLD STOCKHOLDERS RE-ELECT OFFICERS 

Confidence of stockholders in the present officers of 
the Diebold Safe & Lock Company, Canton, Ohio, was 
exemplified last month when the annual meeting was 











RALPH K. REX 


held and the executives re-elected. The men and their 
positions are: 

Chairman of the board, R. K. Rex; president and 
general manager, A. J. Roos; vice-president in charge 
of sales, H. A. Noble; vice-president in charge of sales 
engineering, W. C. Miller; vice-president in charge 

















A. J. ROOS H. C. WEIBLE 


of purchasing, G. H. Bockius, and secretary-treasurer, 
H. C. Weible. 

The directors elected for the ensuing year were: 
Messrs. Rex, Roos, Weible, Bockius, L. V. Bockius, L. E. 





Souers, Stanley Boyd, A. M. Dueber and Lloyd O. 
Birchard. 

Mr. Rex, as chairman of the board, gave the stock- 
holders a picture of the company’s present activities 
and the part it is playing in defense measures. He 
said Diebold is one of the largest fabricators of case- 
hardened light armor plate for airplanes, tanks, guns 
and scout cars. 

The Diebold organization was founded in 1859 and 
throughout the years has become one of the largest 
manufacturers of fire-resistant and burglary-resistant 
products as well as bank vault equipment in the 
country. In addition the company manufactures the 
Cardineer and Reveldex rotary file, units well-known 
in the office equipment and supply field. 

—-> 
FUCCI URGES U. S. TO BUY TYPEWRITER STOCK 

A suggestion that the government buy typewriters 
already manufactured and adorning the shelves of 
dealer stores instead of directing manufacturers to 
“chew up” additional raw material, was made last 
month by Nicholas H. Fucci, president of the Office 
Machine Dealers Association of New York. 

Mr. Fucci, who asked the federal government to 
discontinue rationing or “buy up” retail inventories 
through the RFC or similar organizations, made his 
suggestion in a letter addressed to Harvey C. Mans- 
field, unit chief of the office machines and equipment 
section, Office of Price Administration. At the same 
time he voiced the belief that “manufacturers are 
being favored at the expense of dealers whose stocks 
are virtually frozen under the rationing system,” 
according to a news report which appeared in the 
June 14 issue of the New York Times. 

According to the same source Mr. Fucci estimated 
that there are nearly 1,000,000 new and used machines 
on dealer shelves throughout the country. Twenty- 
five per cent of these, he declared, are recent models 
in good condition which could be used instead of 
machines now in process of manufacture. 

The remaining seventy-five per cent he said are old 
typewriters of little use to the government and should, 
therefore, be released entirely. 

—- © 

OLD TOWN PLANT VISITORS REQUIRE PASS 

Because of the firm’s heavy schedule of war orders 
it was announced last month that all visitors to the 
Brooklyn plant of the Old Town Ribbon & Carbon 
Company, Inc., will be required to obtain special 
passes before gaining admittance. At the same time 
the company reported that every employee of the 
plant had been required to be finger-printed, for the 
same reason as that necessitating the visitor pass. 
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PLIMPTON’S BRISTOL STORE IN NEW QUARTERS 
The Bristol, Conn., store of Plimpton’s, commercial 
stationery firm of Hartford, has been moved into new 
quarters at 11 North Main street. The previous loca- 
tion was 5 North Main street. 
The modernistic front of chocolate and gray stone 
is topped with a large neon sign suspended over the 
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PLIMPTON’S PRIDE.—Plimpton’s, commercial stationery firm 

of Hartford, Conn., is mighty proud of its Bristol (Conn.) store 

recently moved into a new location. (Top) Exterior of the 

store at 11 North Main street, and (lower) the modern and 
well-arranged interior. 


doorway. Extra large windows permit practically any 
kind of display from individual items to an entire 
office suite. 

Inside walls are in light cream color and floors are 
covered with a mottled gray-green linoleum. New 
fluorescent lighting fixtures of the latest design are 
installed throughout. The store also has a basement 
in which are display departments for a great number 
of commercial stationery items, including filing cabi- 
nets, blank books, etc. 

Robert Flannery is manager of the Bristol store. 

<-> 


HALLING AND GILL END EASTERN TRIP 

George Halling and Mark Gill, general manager and 
secretary-treasurer, respectively, of the J. K. Gill Com- 
pany, Portland, Ore., recently returned home after an 
eastern trip which lasted thirty days. The two men 
made a survey of market conditions and conferred 
with government officials regarding federal business 
and visited Chicago, Cincinnati, Washington, D. C., 
New York, Boston and Springfield, Mass. 

><> 
YMCA ELECTS BENDER TRUSTEE 

Walter Bender, vice-president of The General Fire- 
proofing Company, Youngstown, Ohio, last month was 
elected a trustee of the local YMCA for a three- 
year term.—AK 





39 


VICTOR ANNOUNCES THREE EXECUTIVE 
CHANGES 

Three important changes in its executive line-up 
has been announced by the Victor Adding Machine 
Company, Chicago. The men involved are F. G. Hul- 
burd, J. A. Proven and Kurt Vasen. 

Mr. Hulburd, for the past few years director of 
advertising and sales promotion, becomes assistant to 
the president in charge of the Washington, D. C., 
branch. He relieves L. E. Field, Washington manager 
since 1931, who has become a commissioned officer 
in the U. S. Coast Guard Cutter Service. 

E. C. Herbert, who has been assistant to Mr. Hul- 
burd in the advertising department, takes the title 





J. A. PROVEN 


F. G. HULBURD 


of assistant advertising manager and will be respon- 
sible for that division during his chief’s absence. 
Mr. Proven was West Coast regional manager at Los 
Angeles. He goes to a post in the general offices and 
factory in Chicago where he will work in connection 
with government business being conducted by Victor. 
He possesses many years of business experience and 





KURT VASEN 


an engineering skill which will stand him in good 
stead. 

Mr. Vasen, manager of Victor’s dealer division, has 
been given supervision of sales of the entire West 
Coast for the duration. His years of close association 
with the sales problems of the business machine 
industry make him well fitted to render constructive 
merchandising assistance. 





EXCUSE US, -F i. bese 


In a picture layout depicting ladies who were pres- 
ent at the fourth and ninth districts NSA meeting at 
Jackson, Miss., we inadvertently failed to record the 
name of a lady who appeared on page 90 of the June 
issue. The lady was Mrs. M. E. Yeadaker, whose hus- 
band is store manager for the Tucker Printing House, 
Jackson. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G.C. Wheeler at 418 Pershing Square bldg., Pershing Square, 42nd St. and l’ark Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New \ork are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and 
4 St. Bride Street, London, E. C. 4 


Ire la nd, 


(Ed. Note.—Owing to the uncertainty of sea travel and mail delivery the 
London Letter is not available at time of going to press.) 





PICTURES FROM HALSBY.—These photographs are presented 
this month instead of the “London Letter” which usually oc- 
cupies this space. They were sent by Halsby Company, Ltd.. 
London, and some of them show the firm’s new quarters at 
4 St. Bride street, premises which are also occupied by the 
Office Appliance Trades Association of Great Britain & 
Ireland. (Top row, left to right) St. Paul’s cathedral seen 
from Halsby’s windows. All that remains: of the former 


premises of Halsby on St. Bride street. Ludgate Circus from 
Halsby building roof. (Second row) Edgar Smith, secretary 
of the association, at his desk. Miss Goodman, secretary of 
Halsbys’ at her desk in corner. (Lower row) The company’s 
board room. The firm’s workshop. These pictures were re- 
ceived in the United States by Gilbert Owen, The Todd Com- 
pany, Rochester, New York, to whom we are indebted for 
their presentation here. 
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en Man Power’ goes to War 





We’re telling a lot of the boys good-by 
these days. Women and girls are taking 
over in ofices—with a march song on 
their lips, courage in their hearts, abil- 
ity in their hands. 

No matter who keeps it rolling, we’re 
all operating Mimeograph duplicators 
more carefully these days. We’re mak- 
ing stencils right the first try to save 
valuable time and the sheet itself. We’re 
cutting down “‘test” impressions to save 
paper. We’re doing things like those 
throughout the ofice—because Amer- 


ica is calling for Conservation. 


Mimeograph duplicator 


the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office. 


MIMEOGRAPH i 


Boy-in-Blue: 


Girl-in-Office : 


Boy-in-Blue: 


Girl-in-Office : 
Boy-in-Blue: 
Girl-in-Office: 


Boy-in-Blue: 


Girl-in-Office : 





(ex-office boy, back to say good-by) Treat her right 
while I’m gone, little girl—can’t get new ones as 
easy as we used to. 

You fellows in the Navy need duplicators more 
than we do—so that’s all right. Any instruc- 
tions before you leave, Sailor? 

Type your stencils straight, keep the machine 
oiled, and don’t shoot till—you’ve planned your 
work most efficiently. 

Aye, aye, sir—and I certainly like that uniform. 
Thanks, sister, and if they assign me to rolling 
out the work on the ship’s Mimeograph—it will 
make me think of you all. 

Well, Sailor, you can trust us girls to do every 
bit we can while you boys are winning a war. 
Do your best—and we won’t worry. 

Good luck, Sailor—you sure picked a great 
branch of the service. 


COPYRIGHT 1942, 
A. 8. CICK COMPANY 








MEETINGS—CONVENTIONS—DINNERS 





ANNUAL G. L. T. C. GOLF TOURNAMENT 


The rainy season in the Chicago territory relin- 
quished its hold temporarily on Friday, June 12, per- 
mitting the sun to shine on the fairways and greens 
of the Rolling Green Country Club near Arlington 
Heights, Ill., during the annual golf tourney of the 
Great Lakes Travelers Club. Serving once again as 
golf chairman, Harry Balch, Quality Park Envelope 
Company, found all his labors worth while because 
sixty-five were present to play golf and about twenty 
more arrived in time for dinner. 

Although no rain fell, the results of previous showers 
were quite evident in the form of pools of “casual” 
water in sand traps and on fairways. Despite these 
nandicaps, the good golfers turned in their usual 
good scores and the dubs ran true to form with total 
strokes well over the hundred mark. Some phenom- 
enal shots were reported, and a fifty foot putt by A. P. 
Franz, Franz Stationery Company, but luck and the 
Peoria system of handicapping determined the rank 
of players when it came to the awarding of prizes. 


GOLFERS AT THE GREAT LAKES TRAVELERS OUTING. 
W.d Sunde rland, lt niverem: Paper Products Co.; G. B. Tapner, Indus 
trial Tape Corp.; M. Brody, Reliable Staty. Co.; Harry Allen, Eator 
Paper Corp 


Frank and Ray Achtner, Office Staty ‘o.; Gordon Kickels 


& Equipment ¢ 


ind Ham Warnock, The Globe-Wernicke Co.; Elmer Krumwiede, G. J 
Aigner Co 
H. W. Nelson, Just & Son; Jack Johnstone, Wallace Pencil Vi 
Petrak, Just & Son 

4. Bill Dalton, stationers’ advertising 


Ollie Stevens, Stevens, Maloney & Co.; Ralph Maneval, A. W. Fa 
Inc.; John Smythe, Geyer'’s Topi 

6. Dempster Passmore, University Chicago Book Store; Ed Cor 
Rockwell-Barnes Co.; Harry Pinch, University of Chicago Book St 
Tom Gillice, Rockwell-Barnes C« 


As chief executive of G. L. T. C., Karl Kiesel, The 
Carter’s Ink Company, presided at the dinner. He 
called on Walter Snelling of Horder’s Inc., to lead in 
singing of The Star Spangled Banner. Then he turned 
the chairmanship over to Harry Balch, who announced 
that in the competition between manufacturers and 
dealers, the manufacturers won by a score of 911 
to 916. With ten men on each team, the score was 
remarkably close. 

Joe Sunderland, Paper Products Company, and Bill 
Boyd, Acco Products, Inc., were tied at eighty-four for 
low gross score. As Joe had possession of the Wis-TIIl 
trophy during the past year, he suggested that it be 
placed in the custody of Bill until the next annual 
tournament. Then the two low gross golfers made 
their choice from the several prizes arranged on a 
table behind Chairman Balch. 

Following are the names of low net winners: First 
prize, Ralph Maneval, A. W. Faber, Inc.; second, A. 
Kutock, Chandlers, Evanston, Ill.; third, Frank Giun- 
tini, Utility Supply Company, Chicago; fourth, Jack 





Rudy Janovsky, Wilson-Jones Co.; Pat Stack, Johnson-Stack Co.; A. P 


Franz, Franz Staty. Co.; Frank Giuntini, Utility Supply Co 
George Aigner, G. J. Aigner Co.; G. H. Aigner; Bob Vojta, Frank 
Mashek & Co 

9 Harry Balch, golf chairman, snapped while awarding prizes 

( se th Burras, Cless Burras Staty. Co., Oak Park, Ill.; Jerry Isadore, 


Crown Office Supply Co.; K. Wallace and Bill Whitham, Globe Furniture 


& Staty. 
rT. F.C Rate 
0. J. Poffenbarger and C. Wort! 


Dandy Supply Co.; H. C. Calvin, Wilson-Jones Co 
both of Dixie Vortex Co 


The golf committee and some GLTC officers. Lower right: Earl Collins, 
Rockwell-Barnes Co., secretary; Karl meee, The Carter's Ink Co., pres 
ident 4. Baugher, TI Carter's Ink Co., treasurer Standing: Jack 
fohnstone, Wallace Pencil Ed ¢ eer m, Rockwell-Barnes Co.; Hy 
Linden, Ace Fastener Corp., and Harry Balch, Quality Park Envelope Co. 
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Johnstone, Wallace Pencil Company; fifth, Harry 
Balch, Quality Park Envelope Company; sixth, Jerry 
Isadore, Crown Office Supply Company, Chicago; 
seventh, Warren Rogers, Victor Safe & Equipment 
Company; eighth, Karl Kiesel, The Carter’s Ink Com- 
pany; ninth, Elmer Krumwiede, G. J. Aigner Com- 
pany; tenth, Clark Roland, Marshall-Jackson Com- 
pany, Chicago; eleventh, William Weber, Ace Fastener 
Corporation; twelfth, Gordon Kickels, The Globe- 
Wernicke Co.; thirteenth, Ernie Lund, Englewood 
Blue Stationers, Chicago. 

In a special contest conducted by the professional 
of the Rolling Green Country Club, Ed Conlon of the 
Rockwell-Barnes Company, was the fortunate recipi- 
ent of a $50 set of irons. Door prizes were awarded to 
Ralph Maneval, A. W. Faber, Inc., and Hy Linden, 
Ace Fastener Corporation. 

*—- - 

INDIANAPOLIS STATIONERS ELECT OFFICERS 

The annual election of the Stationers Club of 
Indianapolis, Ind., was held on May 12 and the follow- 
ing officers selected to serve for the coming year: 


President, L. M. Ober, Stationers, Inc.; first vice- 
president, George Davis, Bank & Office Stationery 
Company; second vice-president, Everett Agnew, 


Stewart's, Inc.; secretary, Harry Shockley, Bramwood 
Press; treasurer, Frank Burst, Sentinel Printing Com- 
pany. 


°*—- 





GOLFERS AT JACKSON, MISS.—A trifle late but nevertheless 
welcome are these pictures of stationer-golfers taken at the 
fourth and ninth regional meeting at Jackson, Miss., by Jim 
Montgomery, Higgins Ink Company. (Left) A. L. Marschall, 
The Carter's Ink Co.; S. K. Jones, Standard Stationers; Ben Mc- 
Ginty. Yawman and Erbe Mfg. Co. (Right) Jim Pryor, Wilson- 
Jones Co.; Howard Dear, The Carter's Ink Co.; Fred Pitt, Wilson- 
Jones Co.; Art Pfister, Smead Mfg. Co.; Jim Montgomery, 
Higgins Ink Co. 
- °—-> 
MICHIGAN STATIONERS TO HOLD OUTING 
As this issue goes to press the annual outing of the 
Stationers Club of Michigan is scheduled to be held 
at the Lakeland Golf Club, Winants Lake, Brighton, 
Mich. It is expected that a full report of the event 
will be available for presentation in the August issue. 


EMPLOYEES HONOR JONAS ON 60TH 
ANNIVERSARY. — Forty-five employees 
of the Oxford Filing Supply Company, 
Brooklyn, N. Y., recently paid honor to 
the firm's founder, R. A. Jonas, Sr., when 
they gave a dinner in his honor and 
presented him with a testimonial of 
their loyalty and affection. All of those 
present have been with the company 
from ten to forty-three years and were 
given service pins. Mr. Jonas is seated 
fifth from left. 
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ILLINOIS RIBBON AND CARBON MEN END 
MEETINGS FOR SUMMER 

Marked by a fine turnout and a spirited vote of 
thanks to customers who have patriotically volun- 
teered to save spools for re-use, the last seasonal 
meeting of the Illinois Inked Ribbon & Carbon Paper 
Association was held in the Atlantic hotel, Chicago, on 
June 8. The next meeting will be held on the first 
Monday in September. 

President E. D. (Ed.) Roberts wielded the gavel and, 
after an excellent steak luncheon, led a general dis- 
cussion on the matter of securing the return by cus- 
tomers of typewriter ribbon spools. Mr. Roberts as 
well as several others present declared that their cus- 
tomers had exhibited a 100 per cent willingness to 
help out during the emergency by returning spools 
upon request, with little if any indication of recom- 
pense being expected or desired. 

“It appears,” Mr. Roberts told his listeners, “that 
the people are so imbued with the desire to whip our 
enemies that they are willing to use every means at 
their disposal to help business—and their country— 
in any manner.” 

Others present declared that they had found it only 
necessary to warn customers that a shortage can best 
be avoided by saving and returning spools to receive 
immediate action. In many cases, it was reported, cus- 
tomers had gone to the trouble of ordering their en- 
tire staffs to not only save spools but endeavor to keep 
them in good shape pending their return to the 
dealer. 

Before the session came to an end President Roberts 
announced that while meetings are officially closed 
during the Summer months it was likely that the 
association may hold an outing or golf tournament 
before the monthly gatherings are resumed. In which 
case, he said, members would be notified in plenty of 
time. 

*— 
DAVIS TO HEAD INDIANA STATIONERS 

The annual meeting and election of officers of the 
Commercial Stationers Club of Indiana was held in 
Lafayette on May 19 and the following slate of officers 
elected for the coming year: 

President, George Davis, Bank & Office Stationery 
Company, Indianapolis; secretary, George King, Office 
Engineers, South Bend, and treasurer, R. M. Dering, 
Gary Office Equipment Company, Gary. 

The board of directors, in addition to the officers 
named above, consists of: Art Fontaine, Decker Broth- 
ers, Anderson; Henry Chesick, Century Press, New 


Castle; L. M. Ober, Stationers, Inc., Indianapolis, and 
J. O. Henderson, of Bloomington. 

The thirty-eight members and guests at the meet- 
ing were pleasantly surprised when it was announced 
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“Maybe it’s because you’ve never been a girl! 


Girt: I can’t understand why it’s so hard for you to see 
that we’d save money by buying good carbon paper! 
Maybe it’s because you’ve never worked at a type- 
writer all day, and haven’t seen with your own eyes 
how much carbon paper we use in this office! 


Boss: Sure, we use a lot... how can we help ut? 


Girt: By buying Park Avenue* carbon paper! I can use 
a sheet of Park Avenue all day, and five o’clock it’s 
still giving me clear, legible copies! 


Boss: Well, maybe so... 


Girt: No “maybe” about it! Park Avenue is deep- 
inked .. . they soak non-bleeding ink deep down into 
the paper. And Park Avenue has an ingenious exten- 
sion edge that helps you spread the writing over the 
whole surface of the sheet, instead of pounding away 
on one spot all the time. 


Boss: Sounds O.K. But how much money would 
we save? 


Girt: Important money! The Royal Representative 
told me that if you paid $115 for a typewriter, and 
have used it five years, you have bought for it $115 
worth of carbon paper and ribbons. You can really cut 
that down by using Park Avenue carbon paper and 


Royal ribbons! 


Boss: Vou say Royal makes this Park Avenue? 
Anything they make ought to be good! 


Girt: Of course! Don’t they make the ““World’s Num- 
ber 1 Typewriter’? Royal has had years of experience 
in supplying carbon paper to all kinds of people. I 
guess that’s why Park Avenue is tops. I know it can 
help me do better work, because it doesn’t smear, off- 
set, or get my fingers dirty. And Royal ribbons are 
tops, too . . . they’re made a special way that keeps 
them writing clearly and sharply! 


Boss: (). K.—you win! Go ahead and tell the pur- 
chasing agent we'd like to use nothing but Royal 
carbon papers and ribbons from now onl 


Call your Royal representative today —he can quickly show 
you just which kind of Royal carbon paper exactly fits your 
typing needs. 


Royal Carbon Papers and Ribbons are made by the Roy. 
type* Division of the Royal Typewriter Company. 
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they were to be the guests of Howard Decker, Decker 
Brothers, Lafayette, and as such were invited to a 
dinner in the Purdue University building, later being 
taken to the country club for an evening of enter- 
tainment. 

Among the guests present were Harry Anderson, 
The Globe-Wernicke Co.; Ray Schumacher, National 
Blank Book Company; Harry Horder, Horder’s Inc., 
Chicago, and Harold Hampton, Indianapolis Office 
Supply Company, Indianapolis. 

— +o 

CHICAGO TYPEWRITER DEALERS SEE SILVER 

STARS PRESENTED 

Eighty-seven members and guests turned out for 
the June 8 meeting of the Chicago Typewriter Dealers 
Association which was held in the Hotel Sherman in 
Chicago. 

The event was a 
with a salute to the 





patriotic meeting and opened 
flag, on each side of which 





SILVER STAR WEARERS.—(Left) Bob Goldblatt, president, 
Chicago Typewriter Dealers Association, pins silver star on 
James P. (Jim) Ward, Reliable Typewriter & Adding Machine 
Company, who has a son in the service, while Elmer Young, 


Young Office Machine Company, looks on. Mr. Goldblatt is 
entitled to wear two stars and Mr. Young wears one. Stars 
denote a son or brother in the armed forces. 


stood a soldier and a sailor, guests of the association 
for the evening. Standing at attention, the guests 
followed President Robert C. (Bob) Goldblatt in 
reciting the pledge of allegiance to the American 
flag. 

A special feature of the evening was the presenta- 
tion to several present of sterling silver stars each of 
which denoted the wearer to be the father or brother 
of a man serving in the armed forces of the United 
States. Gold-plated American flag pins were given 
everyone present. 

Three lucky guests were awarded $25 war bonds 
donated for the occasion by the Shipman-Ward 
Manufacturing Company, Chicago. The bonds were 
presented by Luis de Olazarra on behalf of his com- 
pany and went to J. L. McDonough, J. L. Mason and 
Sam Fogel. 

After President Goldblatt announced that the next 
meeting, scheduled for October, will witness the an- 
nual election of officers, the meeting adjourned 
following the singing of the national anthem. 


—- © 


SHEPPARD CELEBRATES 42ND ANNIVERSARY 

In commemoration of the forty-second anniversary 
of the founding of The C. E. Sheppard Company, 
manufacturers of loose leaf and office record equip- 
ment, employees and friends of the company gathered 
at the main office and plant, 4401-29 Twenty-first 


street, Long Island City, N. Y., to celebrate both the 
the 


establishment of the organization in 1900 and 
sixty-seventh birthday of Charles E. Sheppard, its 
president. 


The double event was marked by the keen enjoy- 
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ment of all participants in the festivities, the spirit 
of good fellowship and great fun which prevailed and 
the rapidity with which the abundance of refresh- 
ments, both liquid and solid, disappeared. 

For the occasion, the main office was transformed 
into a banquet hall, decorated in timely spirit, with 
red, white and blue motif predominating. Desks, made 
into festive tables, were rearranged to provide space 
for dancing to the music of a special orchestra. Im- 
promptu entertainers displayed hitherto hidden tal- 
ents and several young Cesco charmers were hard 
put to it to match the inspired gyrations of older 
employees. 

Employees admitted to the company’s Honor Roll 
by reason of forty, thirty, twenty, ten and five years’ 
service were awarded insignia commensurate with 
their grade by John W. Sheppard, treasurer and son of 
the founder. 

One of the highest points of a memorable occasion 
was the serenading of Mr. and Mrs. C. E. Sheppard 
by all those present and the singing of congratulatory 
songs specially composed in honor of their chief. 

_—e = 


NEW YORK O. E. D. CLUB ELECTS OFFICERS 

The Office Equipment Dinner Club, New York, held 
its annual meeting and election of officers at the 
Hotel Griffon, New York City, on June 10, the fol- 
lowing men being selected to head the organization 
for the coming year: 

President, Moe Turman, Metwood Office Equipment 
Company, New York City; vice-president, R. B. Booth, 
Leopold Desk Company; vice-president, R. Fowler, 
Macey-Fowler Company, New York City; treasurer, 
James M. Glen, Manhattan Desk Company, New York 
City; secretary, Harry L. Goldman, Charles S. Nathan 
Company, New York City. 

The new directors are: 

Bernard H. Nemlich, Regan Office Furniture Com- 
pany, New York City; Irving M. Levy, Art Steel Com- 
pany, Inc.; Guy Rentsler, Remington Rand, Inc.; 
Joseph Wallace, Myrtle Desk Company; Harry Lakow, 
Samuel Lakow & Sons, Inc., New York City; George 
I. Garber, New York City; Oscar Widman, Desks, Inc., 
New York City; L. T. Bierbrier, Allen Chair Company; 
Harvey Bright, Bright Chair Company; Joe Galan, 
Peerless Steel Equipment Company; Ben Itkin, Itkin 
Bros., New York City; Claude Allen, The Globe- 
Wernicke Co.; George Driver, Driver Desk Company, 
New York City. 

; els ic 
NEW YORK O.M.D.A. MEETS 

Members of the Office Machine Dealers Association 
of New York met June 11 in the Park Central hotel 
to hear a report of a recently-appointed committee 
concerning a conference held with OPA officials in 
Washington, D. C. 

The committee is headed by Association President 
Nicholas H. Fucci and gave a clear picture of the many 
problems confronting OPA in its effort to supply 
various governmental agencies with office machines 
with which to carry on vital war work. At the same 
time Mr. Fucci announced that copies of the com- 
plete report will be distributed to all paid-up members. 

Because of present-day conditions it was decided 
to continue the regular meetings throughout the Sum- 
mer months. Those present also passed a resolution 
directing that a director be appointed to the national 
association for every twenty-five members or part 
thereof of the local organization. 

—>- —— 

MILLER WARNS AGAINST OVER-OPTIMISM 

Hitting at “over-optimism” in the war effort, 
William S. Miller, advertising manager of The General 
Fireproofing Company told the Youngstown, Ohio, 
Optimist Club that “the freedom we've enjoyed in 
the past must be bought and paid for and each of 
us must pay his part of the price.” He contended 





fULY, 1942 








ODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little space 
and can be put into desk drawer or pocket when not in use. Indis- 
pensable for vertical filing or for attaching material to a perma- 


nent card. Uses DJ340 NEVA-CLOG Staples. 





DEL B-100 STAPLING PL 


IER $5.25 


For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materials as fibre, softwood 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar 
difficult operations. Powerful leverage, durable, fool-proof. Sta- 


ples used: NEVA-CLOG B-%. 
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A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage, but 
can be used for any stapling operation within its capacity. Clog- 


proof so that it will give constant production 
A-1000 or L-1000 Staples. 
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Emphasis : 


Neva-Clog Stapling Pliers are used in sub- 
assembly of gas masks, most of the aircraft 
companies, temporary stitching on many arti- 
cles, beside office use in these plants. Many 
Army units use (and others can use) Neva-Clog 
Pliers in many places where it is essential that 
orders and other important papers be secured 
together. This is the one type of machine which 
is fully portable as it can be slipped conveniently 
in the pocket or pack and easily carried anywhere 
it is desired or needed. 

It is an important tool for all office records in 
industry, field or camp. 

If you are located where such contacts can be 
made you will find some very profitable business 


available by contacting the proper authorities. 





You as a Neva-Clog Dealer are in a favorable 
position to secure large orders for Neva-Clog 
Pliers and staples for defense needs and from 


firms engaged in Defense Production. 





BUT—we wish to stress the importance of get- 
ting priority certificates or other government au- 
thority on orders as these priority orders are 
essential in helping us to maintain our supply of 
raw materials for both machines and staples and 
thereby keep your sales of Neva-Clogs mounting. 

Today, more than ever it is essential that we all 
work more closely and help each other to the 
greatest degree possible. 

If you need any information regarding proce- 


dure just let us know and we will gladly furnish it. 


NEVA<CLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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the “over-optimism” is “Axis-inspired” and is work- 
ing to retard the American war effort and to blind 
people to the sacrifices they must make to win. 

“Hitler told us in 1933 what he was planning to 
do and then started to go ahead and do it,” Mr. 
Miller declared, “and we didn’t believe him. In 1938, 
we were on the brink of war and we made no prepa- 
rations for it. In 1939, the war started and we passed 
a law against having anything to do with it. But we’re 
in it now.” 

Mr. Miller said the “easy living we have enjoyed 
in the past is over; never again are we going to be 
able to take from our jobs or professions or industries 
sufficient to provide for the luxurious living we had 
in the past.”—AK 


=> 


CANNON TO HEAD IOWA STATIONERS 

The annual meeting and election of officers of the 
Iowa Stationers Association was held June 9 at the 
Fort Des Moines hotel, Des Moines, and the following 
men named to head the organization for the coming 
year: 

President, Wilbur F. Cannon, Fidlar & Chambers 
Company, Davenport; vice-president, D. L. Iverson, 
Reynolds & Iverson, Ames; secretary-treasurer, C. W. 
Christensen, Marshall Printing Company, Marshall- 
town. 

The meeting was one of the most successful ever 
held by the association and included an interesting 
program on which the speakers included Ray L. Ham- 
mond, National Blank Book Company; George D. 
Haskell, Office of Price Administrator; Hal Parson, 
state priority analyst, and Stanley L. Griebel, Yawman 
and Erbe Manufacturing Company. 


ee 


NEW YORK GOLFERS HOLD “LADIES DAY” 

As this issue goes to press the New York Stationers 
Golf Association is scheduled to observe “Ladies Day”’ 
at the Westchester Country Club on June 23. This is 
one of the gala events of the association’s tournaments 
and the membership, headed by President Louis H. 
Tavernier, Jr., turns out in full force. 

At last reports the standing for points of the two 
classes were as follows: 

Class A: R. B. Sainberg, 8; S. Kahn, 7.50; J. W. 
Tamany, 5; W. D. Evans, 3; J. M. Kahn, 2.50; D. A. 
Davies, 2; C. Schatzlein, 1; H. Hein, 1. 

Class B: Henry Levy, 10; Max Stuart, 8; H. W. Bow- 
man, 6.66-2/3; E. T. MacIntyre, 1.66-2/3; M. A. Dreyer, 
1.66-2/3; I. M. Levy, 1; A. J. Pfaff, 1. 

It is expected that a full report of the Westchester 
outing will be available for the August issue. 
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PITTSBURGH 0.A.M.A. ELECTS OFFICERS 


The Pittsburgh (Pa.) Office Appliance Managers 
Association held its annual election of officers on 
June 1 and the following men were selected to head 
the organization for the coming year: 

President, Frank J. Lobert, Buckeye Ribbon & Car- 
bon Company; vice-president, L. O. McMillan, McBee 
Binder Company; secretary-treasurer, W. S. Thomp- 
son, Kee-Lox Manufacturing Company. Directors are 
John R. Caldwell, The General Fireproofing Company; 
Page Young, Art Metal Construction Company; H. S. 
Bordon; Milton Wiener, Allen-Wales Adding Machine 
Agency; Charles M. Bender, Standard Register Com- 
pany; George L. Cooper, Ditto Sales & Service. 
JAG—GLTC 

-_ Oo 


ALLDERIGE ADDRESSES N. Y. STATIONERS 

More than eighty members of the Stationers Asso- 
ciation of New York turned out on June 11 to hear an 
address delivered by M. J. Allderige, unit chief of 
the Office of Price Administration. The meeting was 
held in the Hotel Abbey, 145 West Fifty-first street, 
in New York. 

Mr. Allderige, who was accompanied by Mr. Newsom 
of the same organization, spoke on price ceilings 
and answered many questions put to him by those in 
the audience. One of the factors which the speaker 
stressed and which appeared to be of special inter- 
est to those present was the necessity for keeping 
for instant inspection a record of all goods sold 
or offered by a store and the price at which they 
were sold or offered. He declared that he had a good 
idea of the amount of work involved but warned his 
listeners that “it is the law.” 

_ —2—___— 
ARNOLD TO HEAD NEW YORK S. M. C. 

At the annual meeting of the New York Sales 
Managers Club, held last month, William F. Arnold, 
general sales manager of the Underwood Elliott 
Fisher Company, New York City, was elected president. 

Herman Price, vice-president and general manager, 
Eagle Pencil Company, was elected vice-president. 
The treasurer and the secretary, who were re-elected, 
are respectively Gilbert Lloyd King, vice-president, 
Lamont Corliss Company, and John W. Johnson, sales 
manager, Dennison Manufacturing Company, Fram- 
ingham, Mass. 

This autumn the club enters its twenty-seventh 
year and has the distinction of being the oldest 
organization of its kind in the country. 

a 
PENN-MAR-VA OFFICERS ELECTED 

On Wednesday, June 17, the Penn-Mar-Va Travelers 

Club held its annual banquet and election of officers 








OFFICE EQUIPMENT DINNER CLUB OF NEW YORK HOLDS GOLF 

TOURNAMENT.—Members met on June 18 at the Seawane Club, Haw- 

lett, L. I., where these pictures were snapped by H. Clemetsen, Office 
Furniture Warehouse, New York. 

1. R. J. Freeman, manufacturers’ representative; Charles Stetler, Berry. 
Dickie & Stetler, New York; F. J. Bloempot. Sikes Co.; R. J. Berry. 
Berry, Dickie & Stetler. 

2. R. B. Booth, Leopold Co.; Mr. Devlin, Stevenson & Marsters, Inc., 
Brooklyn. 

3. I. M. Levy. Art Steel Co., Inc. 

4. B. Manookian, Monarch Desk Co., New York; Joe Wallace, Myrtle 


Desk Co. 

5. Bernard H. Nemlich, Regan Office Furniture Co., New York, retiring 
president of the club; Moe Turman, Metwood Office Equipment 
Corp.. New York, the new president. 

6. Dave Fisch and S. H. Nemlich. Regan Office Furniture Co.; Harvey 
Bright, Bright Chair Co. Low gross was turned in by Mr. Fisch. 


7. D. J. McKnight. Lackawanna Leather Co.; E. Gilbert, Metwood 
Office <a Corp., New York: J. G. Schwander, Desks, Inc., 
New York; D. H. McCree, Lackawanna Leather Co. 


8. Hugh Ward, Geyer’s Stationers; Herman Lakow, Samuel Lakow & 
Sons, Inc., New York. 
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Oxford Steel-Clad Files 
Strip for War Duty! 





Oxford Steel-Clad Files (the popular 


71 line) luntarily eliminati 
steel on drawer fronts and steel trim SELL REGULAR MODELS— 


on the backs of drawers—to further 

the War effort. As present stocks of WITH RESERVATION! 

steel parts run out, orders will be filled 

with the new “War model” in which We must reserve the right to ship whichever model 
the drawer front is made of the same we have in stock .. . as no ‘““War model” for any 


attractive green fibreboard as the 
shell and, in the larger sizes, is rein- 
forced inside with Plastic Hardwood. 


size will be available until steel parts for that size 
have run out. Therefore, unless we have notified 
you, always quote on the regular style—making 
a reservation to supply an “E”’ model if necessary, 


10% REDUCTION IN PRICE! sail bill at bade cost. Before quoting on “Ee” 


This wartime change in no way affects the sturdi files only, please make certain we are prepared to 


ness nor the handsome “Front Office” appearance supply them. 


which has always characterized Oxford Steel-Clad 


Files. And the saving in steel cost is passed along OTHER OXFORD FILES UNCHANGED 


as a 10% reduction in price! 
The Oxford Semi-Steel File (with steel front and 


steel rollers) will continue to be available on an 
REGULAR MODELS STILL AVAILABLE A-2 or better priority rating. Oxford Standard 
Each of the 12 sizes in the Steel-Clad Line will (all high-test fibreboard) and Oxford Heavy Duty 
list both the regular and “War model.” The (steel reinforced) remain unchanged . . . Sell 
changeover will be gradual, taking effect on each these strongly-constructed, neat-appearing, low-cost, 
size as the stock of steel parts for that size is used easily-assembled, highly efficient transfer and filing 
up. An “E” added to the stock number will indi- cases for many wartime uses. Help Uncle Sam 


cate the “War model,” as 71E, 72E, ete. speed Victory by conserving steel. 


OXFORD FILING SUPPLY UO. soon fe 











YUU ARE 
GOUT 
OPURTS 


YOU’VE waited patiently for Imperial 


desks and tables. You haven't com- 
plained when your shipments failed 
to reach you as promptly as usual. 

Thanks for your forbearance! 

We don’t like to make you wait for 
Imperial desks and tables. But Uncle 
Sam’s needs must come first. Most of 
the office furniture we are making 
today is for the use of the United 
States Government, or for companies 
having direct defense contracts. 

We will fill your orders as quickly 
as possible—but civilian needs will 
have to get in line behind essential 
needs, 

You're good sports for waiting— 


and good Americans, too! 
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EVANSVILLE, INDIANA 
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in the Hotel Traymore, Atlantic City. After a tasty 
dinner, which was “on the club,” the members got 
down to the serious business of electing officers for 
the coming year, the following receiving the unani- 
mous approval of those present: 

President, Dave Price, Eagle Pencil Company; first « 
vice-president, W. P. Vogel, Sengbusch Self-Closing 
Inkstand Company; second vice-president, J. Kip 
Edwards, manufacturers’ representative; secretary, 
W. H. Cravens, Walcott-Taylor Company; treasurer, 
Charles P. Garvin. 

President-elect Price has already laid the ground 
work for some important club activities to assist 
the dealers they serve. Announcement of these plans 


are to be made soon. 
et «© 


STATIONERS GUILD GIVES DINNER 

During the NSA Wartime Conference in Atlantic 
City the Stationers Guild of America gave a dinner for 
a number of guild members who were in attendance 
at the convention. After the banquet Al Williams, 
general manager of the organization, presided at an 
interesting meeting. The event was held on June 19 
in the Traymore hotel. 

oo 8 — 
GRUMET ADDRESSES N. Y. SQUARE CLUB 

New York Assistant District Attorney Jacob A. 
Grumet, prosecutor of the Madeline Webb-Shonbrun- 
Cullen case, was the guest of honor and principal 
speaker at the June 18 meeting of the Stationers 
Square Club of Greater New York. The meeting was 
held in the Greeley room of the Governor Clinton 


hotel. 
—->- ——— 


ROSSOW PRESIDENT OF WEST COMPANY 
Walter E. Rossow, for the past twenty-four years 
connected with the H. H. West Company, Milwaukee, 
Wis., last month was elected president and sales 





W. E. ROSSOW 


manager of the firm. Other new officers elected were: 
George Palm, vice-president, and Charles J. Lofye, 
secretary. Both men have also been connected with 
the company for many years. 

*—- 

BRAHAM VISITS OLD TOWN HOME OFFICES 

P. H. (Harry) Braham, director of midwestern 
marketing operations for the Old Town Ribbon & 
Carbon Company, Inc., last month paid a visit to the 
firm’s headquarters in Brooklyn, N. Y. During his 
stay Mr. Braham, who is vice-president of the Illinois 
Inked Ribbon & Carbon Paper Association, Chicago, 
conferred with Old Town officials on marketing plans 
for the balance of i942 and spent considerable time 
at the laboratory to inspect new product developments 
now in progress. He maintains headquarters in 
Chicago. 

Mr. Braham is prominently identified with the Ili- 
nois Inked Ribbon & Carbon Association in Chicago, 
having previously served that body as president and 
now serving again, this time as vice-president. 








The Straight Line to Leadership 


EKTOGRAPH and Spirit carbon volume has sky- 
rocketed. The sale of supplies for both fluid and 
gelatin process duplicating machines has become 
one of the biggest fields in the ribbon and carbon busi- 


ness. It is growing bigger every day. 


Who Is The Leader? 


Old Town is the world’s largest producer of ribbon and 
carbon products for use in hektograph and spirit process 
duplicating. Old Town’s leadership in this field is un- 
questioned. 

America’s leading corporations, agencies, institutions and 
government departments specify Old Town HI-TEST 
SPIRIT CARBON and other Old Town duplicating 


supplies. Such leadership can have but one reason. 


There is no finer line of Spirit and Hektograph sup- 
plies made anywhere at any price. 


Send for your copy of “THE SPIRIT OF AMERICA”, an illustrated catalog 
of details on Old Town supplies for spirit and hektograph duplicating. 


OLD TOWN‘ 
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Line Up With The Leader 


If you want to be the leading distributor of hektograph 
and spirit duplicating supplies in your market, get in 
touch with Old Town. In addition to identifying yourself 
with the nationally advertised trade name of the biggest 
selling line you will receive liberal profits, merchandising 
aids, specialty selling assistance and territorial protection. 
Old Town is your straight line to leadership. 


83 Leaders: 


Hi- Test Spirit Carbon (for fluid process). Hi- Test 
Hektograph Carbon (for gelatin process). Hi-Test Printed 
Master Units. Hi-Test Clean End Perfectwriter Ribbons 
(for Hektowriter or Dupliwriter Machines). Old Town 
Brand Hektograph Ribbons. Old Town 
Hermetic Hektograph Ribbons. Old 
Town Hektograph Cleansing Cream. 
Old Town Perfect Backing Sheets. 


_ 
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750 PACIFIC STREET 


IF IT’S INK ON CLOTH OR 


BROOKLYN, N. Y. 


INK ON PAPER OLD TOWN MAKES IT 








Old Town makes superior inked ribbons and carbon papers of every description. Below is a partial list of Old Town products 


DOUBLE DUTY CARBON OLD TOWN BRAND CARBON OLD TOWN BRAND RIBBONS 
SABLE CARBON OLD TOWN HERMETIC RIBBONS NOTACK PENCIL CARBON 


Carbons and Ribbons especially designed for Multilith Process. 


DAWN CURLPROOF CARBON 
STRATOSPHERE CARBON 











AMERICA needs Planes 


Planes are made of metal. Office equipment 
made of metal is not as important as the weapons 
of the air. But business can still have the advan- 


tages of GF office equipment... made of wood. 


AMERICA needs Lanks 


Metal has gone to war. And in American Tanks 
this metal means strength, driving power, endur- 
ance. Business desks made of wood release 
vital materials for the war effort ... and provide 


business with efficient tools. 


AMERICA needs Ships 


Ships will win the battle of distances .. . carry 
the men and materials to the enemy. Here victory 
will be won. Metal must be available to build 
these ships. The business office can now expand 


with GF wood equipment. 





















BUSINESS needs Files 


To keep war production at its peak, the business 
office must keep accurate information available 
... at all times. GF Wood Files are designed and 


built for efficient service. 


BUSINESS needs Desks 


Men are working ... men on the battle front, in 
the mines, the shops...and in the business office. 
Each duty is important. Modern planes, tanks and 
ships are vital to the fighting forces. Modern GF 
Wood Desks are equally vital to the men who 
carry on in the office. 


BUSINESS needs Lables 


Tables supplement other office equipment and 
serve their own specific duties in the business office. 
The new GF Wood Tables are matched in design 
with other GF equipment—modern, adaptable...to 


help American Business help America’s war effort. 











Ovrices everywhere are busier! More typewriters 
are tapping noisily . . . more business machines are clattering 
constantly. And that means more KIL-KLATTER prospects, more 
KIL-KLATTER sales for you than ever before . . . because this is 
the pad that really deadens sound and really cushions against 
finger shock. This is the scientific typewriter pad that outsells 
all others. 

KIL-KLATTER is made of famous OZITE ALL-HAIR Felt with 
treated top to keep machine legs from digging in, and non-skid 
bottom to prevent sliding. Size 11 x 13 in. fits all typewriters 
and many business machines. 

KIL-KLATTER is attractively packaged in individual cartons for 
eye-catching counter or window display. Feature it now for 
extra sales. 

FREE DISPLAY CARDS: With orders for a dozen or more pads we'll send 
you FREE a colorful display card and a quantity of 2-color mail enclosures 
imprinted with your name. 


FREE SAMPLE PAD FOR DEALERS ONLY will be sent, if the coupon below 
is attached to your letterhead. 








Smartly Packaged 
for Counter Display 






FITS ALL 
TYPEWRITERS 
RETAUS AT 





AMERICAN HAIR & 
FELT COMPANY 
Dept. D7, Merchandise Mart, Chicago. 


Send FREE sample of KIL-KLATTER Typewriter pad and information about 
a disc t 


prices and <« ounts 
FIRM NAME 


ADDRESS 
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OFFICE APPLIANCES 


FEDERAL WAGE AND HOUR LAW 
(Continued from page 12) 


Straight time and overtime should not be calculated 
together. If an employee getting $1 hourly works 
fifty hours, his time records should show fifty hours 
at $1 and ten hours at .50. 

In this connection, it might be well to point out 
that the regular hourly rate of pay for salaried work- 
ers who are paid semi-monthly or monthly usually 
can be calculated as follows: By multiplying the 
monthly salary by twelve or (twenty-four if semi- 
monthly) and dividing the result by fifty-two. This 
result is divided by the number of hours regularly 
worked each week. 

Essentially, the same method may be followed where 
employees are paid a fixed salary for a work week 
that fluctuates—which is, say, thirty-five hours one 
week and forty-five the next. In such cases, the 
regular hourly rate of pay will vary from week to 
week. Employers who are subject to the Wage and 
Hour Law cannot avoid payment of minimum wages 
or overtime by averaging either hours worked or wages 
paid over periods longer than one week of seven con- 
secutive days. 

By following these requirements employers gen- 
erally will be in full compliance with the record keep- 
ing regulations of the Wage and Hour Division. How- 
ever, the requirements are somewhat modified as to 
certain employees who are exempt from the wage and 
hour provisions. Such exempt workers may include 
among others, executive, administrative, or profes- 
sional employees, as well as those engaged in a local 
retailing capacity or in the capacity of outside sales- 
men. (For full details as to the exemption require- 
ments for these employees, refer to Title 29, Chap- 
ter V, Code of Federal Regulations, Part 541.) 

Where the above mentioned exemptions are author- 
ized, the Wage and Hour Division requires the follow- 
ing information on each exempt employee: 

Name in full, home address, and date of birth if 
under nineteen; occupation; time of day and day of 
the week on which the employee’s work week begins; 
the basis on which wages are paid (this may be shown 
as “$200 mo.” “$50 wk.” or “on fee’); total wages 
paid each pay period, date of payment, and pay period 
covered by payment. 


Complete Records a Business Aid 


Incidentally, complete and accurate records not 
only save the employer’s time during inspection by 
Wage-Hour representatives, but in addition they are 
important in helping an owner or manager to figure 
his plant’s operating costs. And interestingly enough, 
Wage-Hour inspectors have found that employers 
whose records fully conform to the requirements are 
usually in compliance with all other provisions of 
the law! 

Wage-Hour employment records must be preserved 
for at least four years. Other documents such as orders 
and invoices, bills of lading, and the like, which would 
be of value to an inspector in determining the inter- 
state character of a business, must be maintained for 
two years. They may be kept either at the place of 
employment or in some central office where such 
records are customarily kept. The necessary informa- 
tion must be readily available for inspection by repre- 
sentatives of the Wage and Hour Division. If records 
are kept in a central office, they must be made avail- 
able for inspection and transcription within seventy- 
two hours after notice has been given. 

At first glance these various record keeping reg- 
ulations may seem a little formidable, but in reality 
the information required is what every businessman 
should know. This applies to the operations of a four- 
or five-man supply house no less than to a huge indus- 
trial plant with thousands of workers. 

“In the past, a good many employers failed to keep 
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“CARBON PAPERS 


A BIG TIME-SAVER IN BUSY BUSINESSES AND INDUSTRIES 










GIVES SHARP, 
PENCIL-WRITTEN COPIES— 
SINGLE OR MULTIPLE— 
OF DETAILS, DIAGRAMS, 
SKETCHES, ete. 





A new high in producing 


bright, colorful, clean 
carbon copies IN QUANTITY 


DOES NOT STICK, SMEAR, 
SMUDGE OR OFFSET 


For full particulars, prices and free samples, write 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales & Export: 58-64 West 40th Street 
Kansas City, Mo.: Dwight Bldg. 
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Our job now is to Help— | 
WIN THIS WAR! 


‘“‘LEADERS IN THE STEEL CHAIR FIELD’’ 


THE WARTER CORPORATION, STURGIS, MICHIGAN 
NEW YOR FOURTH AVENUE. ehtcaco, 1 4 EAST KSON BLYD. EXPORT DEPT.: 1120 CHESTER AVE., CLEVELAND, cuio 
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a record of hours worked by salaried employees,” 
L. Metcalfe Walling, administrator, Wage and Hour 
Division and the Public Contracts Division, recently 
said. “That fact accounts for many of the record keep- 
ing violations found by Wage-Hour inspectors. Our 
job is to enforce the law, and as part of our enforce- 
ment, we expect employers to keep proper and com- 
plete records in the future.” 

Failure to keep records as required by the regula- 
tions is just as much a violation of the law, and 
punishable as such by fines (or imprisonment with or 
without a fine for second or subsequent convictions), 
as failure to pay the minimum wage or time and a 
half for overtime. 

“T would like to add,’ Mr. Walling said, “that this 
law is working out as congress intended it shou!d. 
The day is gone when a legitimate employer could 
be undersold by an unscrupulous competitor who based 
his low prices on starvation wages. And employees in 
interstate commerce now are assured a reasonable 
living wage in exchange for their effort. They are 
getting a fair break in other words—and a fair break 
for every citizen is one of the things for which de- 
mocracy now is fighting.” 


© 





MEET ROYAL’S SERVICETTES!—The Royal Typewriter Com- 
pany has recently begun hiring girls in some of its service 
departments “for the duration.” An example of the efficient 
and pretty young ladies who are learning all about Royal 
typewriters are the two girls shown above, Betty Smith and 
Pearl Clark. They are seen tearing down an old machine in the 
service department of the company’s Atlanta, Ga., branch, 
under the supervision of Branch Manager G. M. Spurlin. 


CANADA SETS UP DISTRIBUTION CONTROL 
SYSTEM 

The Wartime Prices and Trade Board, Montreal, 
Canada, announced last month it had set up a system 
of distribution control to ensure that only users classi- 
fied as essential may obtain various types of office 
machinery. 

Sales, deliveries and rentals of new office machinery 
must be reported monthly by manufacturers to Alan 
F. Telfer, director of office and accounting machines 
at Toronto. 

An order issued by D. P. Cruikshank, co-ordinator 
of the metals administration, contains a schedule of 
essential users. It applies to all new office machinery 
which has not been delivered to any person acquiring 
it for his own use and which was imported into Can- 
ada prior to March 2 last. 

Importations of office machinery since that date are 
regulated by the priority division of the Department 
of Munitions and Supply. 

Twelve types of office machinery are covered by the 
order: Accounting and bookkeeping machines, add- 
ing and addressing machines, billing and continuous 
forms, writing machines, calculating and computing 
machines, dictating machines, duplicating machines, 
punched card tabulating and accounting machines, 
shorthand writing machines, time clock stamp and 
time recording machines, wide carriage (eighteen 
inches or wider) typewriters—RC 
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CONVENTIONEERS 
attending the 


N.T.0O.M.D.A. 
CONVENTION 
in 
PITTSBURGH 
July 20 & 2] 


NOW IS THE TIME 
FOR ALL GOOD 
TYPEWRITER MEN 


TO 


BUY WAR BONDS 
AND STAMPS 
FOR VICTORY 





Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York — San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 






































QUALITY PARK 


EXPANDS 
FOR BETTER SERVICE 


Note Our New 
Chicago Headquarters 
and remember 


Sell Quality-Bilt 
Double-Top 


File Jackets 





EXPANDING Filing Jackets are Efficient 
and Economical for any Bulky Cor- 
respondence, Orders, Defense Contracts, 


Grouped Letters, etc. 


They expand to hold a great bulk of 
papers, yet stand erect allowing easy 
accessibility. 
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MADE IN LETTER AND LEGAL SIZES 
with 1”, 112” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 





Sell your regular customers as well as 


defense plants DOUBLE-TOP Quality- 
Bilt File Jackets. 


They do a perfect job of filing. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe St. 
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NORTHWEST TRAVELERS NOTES 


By H. J. Stephens, Correspondent 

James C. Brown, who is now doing the buying for 
the Will A. Beach Printing Company, Sioux Falls, S. D., 
reports that he and his family are very happy in the 
new home and surroundings. ... He was formerly 
with L. W. Holley & Sons, Des Moines. . . . Harold 
Graves, formerly district sales manager for the Wilson- 
Jones Company at the Kansas City branch, has been 
transferred to Elizabeth, N. J. ... Lyle Whaley, who 
was buyer for the Will A. Beach Printing Company, 
Sioux Falls, S. D., is now doing outside sales work for 
the same firm. ... Miss Martha Weis, who was secre- 
tary to R. C. Moore, secretary-treasurer of the Midwest 
Travelers Club, Kansas City, is now connected with 
the Minneapolis office of the Columbia Carbon & 
Ribbon Company... . After three weeks as a patient 
in the Woods hospital, Milwaukee, Leo J. Blied, of 
Blied’s, Inc., Madison, Wis., is now back on the job 
feeling as good as ever. ... Fred Schaefer, Sanford 
Ink Company, was a recent guest of Frank Zeller, 
buyer for Koch Bros., Des Moines, who owns a rifle 
range in the basement of his home. After giving a 
demonstration of his prowess with a gun Mr. Zeller 
invited Fred to try a shot. Fred, believe it or not, 
scored a bull’s-eye first shot. ... Herb Morgan, Asso- 
ciated Stationers Supply Company, Chicago, was on a 
recent swing through the Dakotas, Wyoming and 
Montana and the first traveler he met was Frank 
Bomlitz, sales manager for the National Lead Com- 
pany. The coincidence is that Mr. Bomlitz was the 
first traveler Herb met when on his first trip for the 
American Manufacturing Company, many, many years 
ago.... What aman! J. Ed. Conlon, Rockwell-Barnes 
Company, still had energy enough to make the re- 
gional meeting at Jackson after making the entire 
western tour with the NSA troupe... . Jim Gaffaney, 
Gaffaney’s, Fargo, N. D., made a trip into Canada for 
the purpose of getting his camp ready for summer 
and the holiday season. ... Don Missal, formerly with 
the Klipto Loose Leaf Company, Mason City, Iowa, 
is now a Clerical worker in the fingerprint division of 


the F.B.I., in Washington. ... His job with Klipto 
has been taken by Bob Sawyer, who resigned from 
the Arey-Jones Company in San Diego. ...D. J. 


Perdue, also of Klipto, visited his son, Corporal D. J. 
Perdue, Jr., who is assistant bandmaster at Camp 
Grant, Ill. The corporal was recently featured on a 
nation-wide radio hook-up as one of the best trumpet- 
ers in the United States Army. ...W. S. Merryman, 
president, Messenger Printing Company, Fort Dodge, 
Iowa, has returned from a visit to Chicago... . / As J 
(Al) Nordstrom, of Smead Manufacturing Company, 
recently escaped serious injury when his automobile 
featured in a street crash with another car. Damage 
to the machine was considerable but Al was unhurt. 
... The Holden-Kahler Company, Cedar Rapids, Iowa, 
moved to a new location on July 1. The new address 
is 309 Third avenue, S.E.... John J. (Jack) Cody, 
who was associated with his father, Cliff, and the 
C. F. Cody Company, Dubuque, Iowa, has been re- 
turned to the mainland and assigned to the officers’ 
training school of the Second Reg. Q. M., Camp Lee, 
Va. He spent seven months in Hawaii and was at 
Pearl Harbor when it was bombed. 
— he 


CLUTE TO RELIEVE KAUFMANN “FOR DURATION” 


G. Mark Clute, assistant sales manager of the Re- 
liance Pencil Corporation, Mount Vernon, N. Y., has 
been recalled to the home office where he will take 
over the duties of General Manager Ted Kaufmann 
who has enlisted in the United States Army. Mr. 
Clute was recalled from the East and Middle West 
territory where he was previously on duty for Reliance. 
A report of Mr. Kaufmann’s enlistment appears else- 
where in this issue. 


JULY, 1942 59 








Tie WILL INCREASE EFFICIENCY AND 
Z| SPEED UP WAR WORK AND VICTORY 





Office efficiency is m-i-g-h-t-y important in increasing the 


production of materials in war time and Globe-Wernicke 
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_/l P , office accessories and filing supplies help solve the problem 
ay b 0 ded of speeding up business routine during this emergency. 
° O el-ie@e e J) 
ab ola Dealers can serve their customers. . . especially those en- 
gaged in war work, by having a reasonable supply of these 
da economical and indispensable Globe-Wernicke office acces- 
Jaw ~ : ° “V. . 
FSS SS sories and filing supplies. Check your stock now! Send us 
4 SS your order today. 
e any 
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O O ejeje orto EVERYDAY FILES BOX FILES CARD INDEX TRAYS 
Several styles . . . indexed Meet most every filing require- Made of heavy binders’ board 
alphabetically, days of month, ment. Available in several dif- ...wood bottom...steel follower 
etc. Has many uses... . made ferent sizes with many styles 3 gS”, 42 6", 5" s 8", 
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im standard and legal sizes. of indexing . . . inexpensive. 6" x 9” and check file sizes 





. . . ANGULAR CELLULOID TAB GUIDES ... 
Look AT The Guide ... Not For It! 


Tabs are set at a 45° angle... . look 
you straight in the eye. They increase 
efficiency and assure greater accu- 
racy in filing and finding. 
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in our office --- 
because they re 
better products oe 


Yes—through- 


out America many office man- 
agers specify Justrite when they 
have stationery products to buy- 
ience has convinced them 
ducts bearing 
mous Justrite name alway 
top performance. always 
up, always contribute towards 
office efficiency: Perhaps the 
s a marking device, 29 
index tab, % protector, a 
d or ink—but what- 
-an be sure it 


dard you set 
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stand 


roduct i 


meets every stan 


for quality. 
Translate this brand accept- 
_ Start stocking 


an 

the Justrit d now. Full 
particulars sent uP 
THE 
MELIND co. 


Chicago 


- SAN FRA 


on request: 


Louis 


NEW YORK - * ncisco 
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UNDERWOOD’S FIRST SALESMAN HAS BIG 
TIME IN CALIFORNIA 
Spry as a cricket despite his seventy-plus years, 
George Crouch, the first salesman The Underwood 
Typewriter Company ever had, has just completed 
having the time of his life in southern California 
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ee ee cee a : Paral Z 
LEFT TO RIGHT.—J. A. Johnson, UEF branch manager at Los 
Angeles; Mrs. George Crouch; Mrs. T. L. Sloat, Los Angeles; 
George Crouch, New York. (Inset) Mr. Crouch and T. L. Sloat, 

assistant Los Angeles branch manager. 
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where he has spent several months—absolutely his 
first trip to California, believe it or not! 

Mr. Crouch who has a record such as few if any 
others in the typewriter game can boast, not so long 
ago was retired after many successful years as man- 
ager of the New York City Metropolitan branch of 
The Underwood Elliott Fisher Company and as dis- 
trict manager for New York and surrounding area. 

For a man who has spent most of his life in a big 
city hotel the vast outdoor spaces and general free- 
dom of southern California life meant a new world 
indeed. “What I have missed! What I have missed!,” 
is one thing he kept saying all winter long. He reports 
that he is going back about October to make his 
permanent home in the land of orange blossoms and 
moving picture stars. While there he drove around 
extensively with J. A. Johnson, manager of the Los 
Angeles branch, and with T. L. Sloat, assistant branch 
manager. He was accompanied by Mrs. Crouch.—JET 


sicoiteiansibhnlliaihcaccnimsiins 
O. A. M. O. OFFERS AID TO AMERICAN 
VISITORS TO ENGLAND 


Mrs. S. S. Elliott, the honorable secretary of the 
Office Appliance Trades Association of Great Britain 
and Ireland, has completed arrangements whereby 
her office will be of assistance to Americans who visit 
England on business at the conclusion of the war. 

A report from Mrs. Elliott, whose London Letter 
is a monthly feature of this department, explains 
that the association’s offices, located at 4 St. Bride 
street, London, will be headquarters for American 
members of the office equipment industry during the 
stay and there they will be aided in regard to cor- 
respondence, arranging of interviews and other 
matters. 
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MARBLE CHAIR GETS NEW U. S. CONTRACT 

The B. L. Marble Chair Company, Bedford, Ohio, 
which recently completed, six months ahead of 
schedule, its first contract with the U. S. Maritime 
Commission for chairs to equip 312 Liberty ships, 
has been awarded a second contract calling for chairs 
for 300 additional ships of the Liberty class—AK 
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Save Steel! 


Sell 


OLWooD 


THE ALL-WOOD 
FILING CABINET 


COLWOOD filing cabinets 
are made from the finest mate- 
rials available. They are fin- 
ished in olive green and are the 
same height as Columbia steel 
files. 








COLWOOD filing cabinets 
are made in four drawer letter 
and legal sizes. Each drawer 
operates on progressive suspen- 
sions, is fitted with an efficient 
follower block, and attractive 
label holder and drawer pull. 


NO PRIORITIES REQUIRED 


Write for complete information 











COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN - LIBERTY BUILDING 
PHILADELPHIA, PA. 
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CANODE 


DUPLICATING INKS 


*« fe * 


The Same HIGH Quality 
in NEW CONTAINERS! 


After exhaustive tests, we 
have decided on new 
glass containers in spe- 
cial packaging to meet 
new government regula- 
tions on curtailment of 
tin. We are glad to be 
able to cooperate with 
the war effort in this re- 
gard. 





* 


It's the same extra high quality Stencil 
Duplicating Ink that has always been 
our pride - - - in a New proven con- 
tainer. Packaged in half pounds and 
full pounds, 12 bottles to the carton. 


* 

CANODE INKS work perfectly in 
EVERY make and model of Stencil 
Duplicating Machine. Over 45 years 
experience in the manufacture of 
duplicating inks enables us to offer 
you the finest inks obtainable any- 
where. 


* 


Ask for a sample—and test it—we 
know you will be entirely satisfied. 
Write today!! 


INK SPECIALTIES CO. INC. 


531 S. LAFLIN STREET . an ©) « 1107.11 OF 1h 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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ESTERBROOK MAKES “WRITE SERVICE MAN” 
APPEAL 

The Esterbrook Pen Company, Camden, N. J., is 
sponsoring a new note in timely advertising with a 
nationwide appeal to the folks at home to keep writ- 
ing to men who are serving in the armed forces of 
the United States. 

This advertisement, which subordinates product 
advertising, will occupy a half-page in the July 11 


“The fellow in 
the next bunk got *. 


a fat letter today” 





Wovu would feel a tug at your heart if you 
looked over this boy's shoulder as he wrote 
that line 

A letter would have been something to 
cherish . . . something to re-read some- 
thing to tell the fellows about 

But there may be a letter from some- 
one tomorrow 


Will he get a lett 
h 








Eselrk Pens 











WRITE TO YOUR SERVICE MEN.—This stirring appeal is 
embodied in the clever advertisement of the Esterbrook Pen 
Company which is reproduced here. 


Collier’s, a special “Flag” issue to be distributed just 
before Independence Day. 

The theme of the announcement is “The fellow in 
the next bunk got a fat letter today.” The striking 
illustration shows the disappointed soldier who did not 
hear from home. The copy tells expressively how much 
the letters from home mean to men in the services 
who have been separated from their normal routine 
and associations and appeals to every family to write 
often to its own boys. 

The appeal, in addition to its powerful morale 
message, is effective indirect promotion for pens and 
stationery. Retail dealers will be able to utilize it with 
exceptional effect by securing the following reprint 
material which Esterbrook Pen Company has prepared. 

A heavy cardboard blow-up, 11 by 26 inches, of the 
Collier’s advertisement complete with easel for counter 
and window display; and a 3% by 6 inches miniature 
of the advertisement on coated paper suitable as an 
envelope enclosure or for use as a counter leaflet are 
available. 

ne. 

ROYAL A.E.F. RECEIVES INVITATIONS ABROAD 

Members of the American Expeditionary Forces who 
were formerly connected with the Royal Typewriter 
Company, are assured of grand entertainment abroad. 
Representatives of Royal in England, Australia and 
even in South India have promised to “take care of 
the boys” if as and when their military or naval duty 
take them to the professed entertainment zones. 

To date, Royal officials explain, the company has 
received, for forwarding to Royal’s A.E.F.s, cordial 
invitations from Addison, Luker & Company, Ltd., 
England, the same company in Madras, India, and 
Sidney Pincombe, Pty. Ltd., officials of which offer 
to do their entertaining of the American fighters in 
Sydney, Melbourne and Brisbane, Australia. 
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Now—a complete line of At 
Desks, 


You can now match your customers’ steel desks with 


ARTWOOD LINE Desks and Tables... 
to the popular, ARTWOOD LINE Files! 


ARTWOOD LINE Desks are made for Art Metal by a 
manufacturer of high grade wood furniture. Available 
in two sizes and models... flat top desks in both 60” and 
45" widths, and fixed platform, typewriter desks in the 
same sizes; office tables in the 60” width. 


companion pieces 


Construction is of hardwood throughout— with plastic 


drawer pulls and footings. Desk tops are of smooth, 
resilient linoleum. Four box drawers have adjustable 
spacing partitions—lower right drawer has follower for 


cross filing of letters or cap sheets—knee space drawer 


STEEL 


is fitted with convenience tray, center partition and rear 


ART METAL CONSTRUCTION COMPANY + JAMESTOWN, N. Y. 


» Art \atal -- 


| Below > 


0D 
Tables and Files... 








_ MADE IN WOOD , ams 
“TO SAVE STEEL ™ = 


hood. All drawers lock automatically from unit lock. 


Finish: Art Metal Olive F. 


ARTWOOD LINE Files are available in four-drawer 
letter and legal sizes. They match in height and depth 
with the Art Metal 7600 Line Steel Files...are finished 
in standard Art Metal Olive F green... 


drawer pulls, label holders and knobs. 


have plastic 


Art Metal craftsmanship is now, for the most 
part, engaged in the country’s service. With 
Artwood Desks and Files, Art Metal services 


its customers needs for the emergency. 





EQUIPMENT 
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SPECIALIZING UN er RECORD STORAGE FILING SINCE 1918 


ORIGINATORS, 





CHICAGO, ILLINOIS 


July 1, 1942 


536 SOUTH CLARK STREET 
TELEPHONE HARRISON 3577 


AN OPEN LETTER 


TO OUR DEALERS 


At a time when the demand for Liberty Record Storage Boxes 
shows no bounds = their sale limited only by the ability 

of the dealer to supply, it is wise to survey the immediate 
future to circumvent those obstacles that can be anticipated. 


At present, our ability to supply looks good, but the possi- 
bility of uninterrupted delivery looks bad. The fibre-board 
Situation has eased appreciably, and at present there seems 
to be no reason why we can't fill all orders. But the trans- 
portation situation looks uncertain to say the least. We and 
you have been warned of a possible transportation bottleneck. 
Let us not contribute any more than we must to the load rail 
and motor carriers must haul this fall and winter. Keep them 
open for men and munitions. 





Anticipate your requirements for Liberty Boxes now. Ask your 

customers to anticipate theirs. Place your orders for ship- 

ment during July and August. Take advantage of these two sum- 
mer months to build up your inventory to adequate strength for 

the bulk of fall and winter requirements. 


We are not trying to scare you and we do not want you to over 
stock, but we do ask that you be as calculating as you can in 
forecasting your requirements. Then place your orders as soon 
as you can. The future will bear out the wisdom of this program. 








With all sincerity 


WE Riis 


President 


HLF/PM 


PATENTEES AND MANUFACTURERS OF LIBERTY RECORD STORAGE BOXES 
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N.T.O.M.D.A. SEVENTEENTH ANNUAL CONVENTION 
(Continued from page 12) 


Pittsburgh has long been a splendid convention 
city and the Hotel William Penn is one of America’s 
finest with excellent facilities both for meetings and 
for the exhibit show. One feature of the exhibits this 
year will be allotment of time to each exhibitor on 
the stage of the exhibit hall. 


Pittsburghers Chairman Committees 


W. R. Shilling, as general chairman, will be ably 
assisted by the entire membership of the Pittsburgh 
Typewriter Dealers’ Association, the host local organi- 
zation. Members of the Pittsburgh association are 
chairmen of important convention committees and 
have as their committee members directors of 
NTOMDA and many other well-known typewriter 
dealers from various parts of the country as follows: 

Convention Hall and Exhibits Committee—A. N. 
Sullivan, Pittsburgh, chairman; Ernie Krampits, 
Detroit, Mich.; F. E. Klima, Cleveland, Ohio; Lee 
Holton, Kalamazoo, Mich.; F. W. McCormack, Buffalo, 
New York; Al Garrigan, Springfield, Ohio; Howard D. 
Happy, Mayfield, Ky.; T. Dorsey Rhodes, Baltimore, 
Md. 

Transportation Committee—Fred Hock, Pittsburgh, 
Pa., chairman; J. D. Doyle, Kansas City, Mo.; R. A. 
Novak, Cleveland, Ohio; W. J. Garrison, Marietta, 
Ohio; John P. Hoffman, Port Huron, Mich.; A. E. 
Peterson, Billings, Mont.; John R. Conklin, St. Peters- 
burg, Fla. 

Registration Committee—L. S. Weiss, Pittsburgh, 
chairman; F. Ketcherside, Detroit, Mich.; Wm. Purvin, 
New York City; L. B. Divelbiss, Columbus, Miss.; 
Wilber E. Walker, Wichita, Kans.; F. H. Fogg, Joplin, 
Mo.; L. M. Deans, Atlanta, Ga.; Richard Neumayer, 
Hartford, Conn. 

Hospitality Committee—C. L. Beatty, Pittsburgh, 
chairman; W. F. Clausing, Chicago; Liston Jackson, 
Ft. Worth, Texas; C. E. Gleason, San Diego, Calif.; 
W. A. Johnston, Knoxville, Tenn.; Lou Smith, San 
Francisco, Calif.; W. E. Burgher, Virginia, Minn.; C. 
L. Eicholtz, New Oxford, Pa. 


Entertainment Committee—E. J. Eggleston, Pitts- 
burgh, chairman; Luis De Olazarra, Chicago; W. A. 
Harnden, Hollywood, Calif.; A. O. Bloom, Lincoln, 
Nebr.; H. T. Schmidtman, Manitowoc, Wis.; S. B. 
Howard, Kingsport, Tenn.; O. B. Williamson, Ft. 
Smith, Ark.; W. H. Estment, Richmond, Calif. 

Signs Committee—Fred Hock, Pittsburgh, chairman; 
T. R. Patton, Mineola, N. Y.; E. E. Herman, Battle 
Creek, Mich.; J. A. Collins, Brownwood, Texas; H. J. 
Smith, Parkersburg, W. Va. 

Meeting Attendance Committee—E. A. Glassman, 
Rochester, N. Y., chairman; Sam Hutter, New York 
City; Harry Cooper, Memphis, Tenn.; H. E. McArthur, 
Lincoln, Nebr.;: Dorr B. Doane, Portland, Ore.; John 
S. Bialas, Chicago; H. G. Convery, New York City; 
I. Mercurio, Milwaukee, Wis.; Don MacDonald, Wash- 
ington, D. C. 

Sergeant at Arms—oO. D. Morrill, Ann Arbor, Mich 


Many Activities for the Ladies 


A full program of activities for the ladies is being 
worked out by Mrs. W. R. Shilling as chairman and 
Mrs. J. E. Clapper as vice-chairman. Mrs. Irwin Vin- 
cent is honorary chairman. The following well-known 
ladies of the industry are members of the committee: 

Ladies Committee—Mrs. Irwin Vincent, Topeka, 
Kans., honorary chairman; Mrs. W. R. Shilling, Pitts- 
burgh, chairman; Mrs. J. E. Clapper, Pittsburgh, vice- 
chairman; Miss Marjorie Vowell, Chicago, Ill.; Mrs. 
Jessie I. Taylor, New York City; Mrs. James P. Ward, 
Sr., Chicago, Ill.; Mrs. Robert Randazzo, Kansas City, 
Mo.; Mrs. Harry Turner, Topeka, Kans. 





What can you 
sell today? 





POLAR 


OFFICE ACCESSORIES 
is your answer! 


War is hell! It is raising havoc with your 
business. Many of the lines you de- 
pended upon for a major portion of your 
volume are out “for the duration.” Sure 
it hurts but don’t fret. Redouble your ef- 
forts on the things you can sell. 


The POLAR LINE is one answer. Here is a 
group of proiitable office accessories, long 
accepted by buyers everywhere, which 
conserves the working tools of business 
and increases their efficiency. This is real 
quality merchandise which business 
needs and for which you need offer no 
apologies. 


If your POLAR catalog has been gather- 
ing dust in your files it is time to get it out 
and set your force to selling these things 
you can sell. No priorities nor restrictions 
will bother you either. 


POLAR MANUFACTURING CO. 


323 N. 13th St., Philadelphia, Penna. 


POLAR Wood Desk Trays liong the 
favorites of many desk users—in al! 
standard finishes. 




















Platens! 


Invincible-100 Platens are new! They 
contain no rubber! They are non-hard- 
ening! They will not pit! They make 
ribbons last 500 longer! The one 
density is suitable for correspondence, 
manifolding and stencil cutting! They 


are not affected by oil or alcohol! 


Only Invincible-100 Platens have all 
of these important advantages that help 
you make more sales. Tell your cus- 
tomers about these advantages! It’s a 
sure way to increase your platen busi- 


ness now! 


AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 





115 WORTH ST. NEW YORK CITY 
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RICHARD POMERANTZ TO HEAD FIRM HIS 
FATHER FOUNDED 

Richard D. Pomerantz, son of the founder of 
A. Pomerantz & Company, Philadelphia, last month 
was elected president of the firm at the annual meet- 
ing of the board of directors. 

Other officers of the company are C. R. Thomas, 
vice-president; Ray L. Neal, treasurer; M. M. John- 


! 








R. D. POMERANTZ 
ston, assistant treasurer, and W. P. Reinhardt, secre- 
tary. 

Mr. Pomerantz in 1927 began his career with the 
store his father launched fifty-three years ago. He 
started as stock boy, then became order clerk and 
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Os 
FRONT OF POMERANTZ STORE AT 1525 CHESTNUT STREET 


eventually graduated to outside sales. For the past 
three years he has been active in directing the affairs 
of the business during his father’s illness and subse- 
quent death last January. During this period he 
initiated many improvements. 

Mr. Pomerantz is married and the father of two 
sons, one of whom is Richard, Jr. 

ce 3 


CORBETT NOW WITH MAY COMPANY 

Frank May, sales manager of the J. L. May Com- 
pany, New York City, manufacturers of tags, labels 
and tickets, last month announced that W. P. Corbett, 
manufacturers’ representative, is now selling the Maco 
line in southern New Jersey, Pennsylvania, Maryland, 
Delaware, Washington, D. C., and Virginia where he 
is calling on the dealer trade exclusively. 

- —-> _ 


SNEAD JOINS OLD TOWN STAFF 


The Old Town Ribbon & Carbon Company, Inc., last 
month announced the appointment of Thomas S. 
Snead as a factory representative. The appointment 
is in line with the firm’s program of expansion. 
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Hardy pioneers settled in this country and 
founded a civilization based on freedom and 
created by toil and self sacrifice. They did 
not resent the hardships of the moment, for 
they visioned a future of free enterprise 
such as we have enjoyed, and which today 
is being threatened. 


No less hardy are the true Americans of to- 
day who are exhibiting unusual ingenuity 
and enterprise in the operation of their busi- 
nesses in the face of devastating conditions. 


We are proud to commend our Steel-Age 
Dealers who are doing just such a job. It is 
they and Americans like them who in spite 
of the fact that they are facing what seems 
to be unsurmountable obstacles are not only 
helping to win this war, but are, at the same 
time, preparing for a sound future. 


Coya. 


CORRY, PENNSYLVANIA 
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SaTASSt tO AWAY 


F. H. JOHNSTON 
Frank H. Johnston, president of Acme Visible 
Records, Inc., Chicago, up to the time of his retirement 
four years ago, died May 26. He was in his sixty- 
third year. 
From 1900 to 1917 Mr. Johnston was connected with 
the Lamson Company, where he obtained the training 








THE LATE F. H. JOHNSTON 


which was to aid him later in the work of developing 
Acme Visible Records, at that time known as the 
Acme Card System Company. Prior to joining Lamson, 
of which firm he became district sales manager, how- 
ever, he spent two years under Mr. Patterson for the 
National Cash Register Company. 

He was born in Manchester, Iowa, in 1879, where 
he had his early schooling and met Maud Miller 
whom he married December 25, 1902. 

The Acme business was his main interest and main 
hobby although he enjoyed golf and horses and was 
a member of a number of clubs including Chicago 
Riding Club, Chicago Athletic Club, The Barrington 
Hills Country Club of which he was president for a 
time, the Lake Shore Athletic Club and the Post and 
Paddock Club. He became ill some four years ago 
and retired from active duty. 

Among his favorite books were “Acres of Diamonds,” 
Ralph Waldo Trine’s “In Tune with the Infinite,” and 
Patterson’s book on Salesmanship from which he 
drew a great deal of inspiration and passed on to his 
organization. A favorite quotation with him was “A 
mind fixed on a single purpose draws to itself out of 
the elements forces which enhance that purpose.” 

+ - of 
G. H. BAYER 

George H. Bayer, president of Stevenson & Marst- 
ers, Inc., office furniture house of Brooklyn, N. Y., 
died last month following a heart attack. He was in 
his fifty-ninth year. 

Mr. Bayer was born in Brooklyn but for the past 
twenty-four years had resided in Woodhaven. He 
joined the Stevenson & Marsters organization as an 
office boy in 1897 and in 1914 was elected vice- 
president. He became president after the death of 
Allan E. Stevenson in 1921. 

Mr. Bayer is survived by his widow, Mrs. Clara E. 
Bayer; a daughter, Doris E.; a son, George H. Jr., and 
a sister, Miss Elizabeth Bayer, all of Woodhaven. 


He ok ob 


4 4 


A. H. KASTENSMITH 
Adolph H. Kastensmith, president and founder of 
Benche, Inc., office equipment firm of Schenectady, 
N. Y., died in the Ellis hospital in the New York city 
on May 21 after an illness of only one week. 
Born in Germany Mr. Kastensmith came to America 
when in his sixteenth year. For thirty-three years he 
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WIRELESS EASEL 


Stenographic Notebook 


Wrens Non-Skid steno- 
graphic notebook answers a 
“Call to the Colors.” 


Uses NO Critical Materials in 
its manufacture—yet this steno- 
graphic notebook with the im- 
proved Non-Skid feature, has 


all the desirable qualities of a 
wire bound book. 


With Wireless Non-Skid note- 
books in your stock, sales on 
this item will climb because 
you will be offering the best 
alternate to take the place of 
notebooks made of critical ma- 
terials. 

















All standard sizes and rul- 
ings available. 


Send us your order today. 





HOCKWELL-BARNES COMPANY 





1511 WEST 38TH STREET - 
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MICHIGAN DESK COMPANY Desks & Files Now Have 


a Companion Group—‘“Michigan” Accessory Office Furniture 


Every wood office furniture need of American business may 
now be filled from our line. Bookcases announced some 
months ago, attractively complement the appearance of our \ 
executive and secretarial desks. The costumers, table and 
waste basket shown here, harmonize distinctively in both 






executive and commercial interiors. 


— 





No. 20 
Genuine Walnut — Quartered Oak 
Mahogany finish 
Molded Rubber mortised around top 
Fire-resisting bottom — Rubber Domes 
Packed 3 to a carton 


No. 10 
34 x 17 x 3% top— 134” 
tapered leg 
Stationery drawer, dictation slide 
Oak, Walnut or Mahogany finish 
Shipped K. D. 





No. 350 


No. 100 This “Michigan” group presents an extra merchan- 
72” high — 17%” Post tee: 72” high — 1 15/16” Post 
Ook — Mahogeny dising opportunity for office furniture dealers. Your Walnut or Mahogany 
Welnut finish inquiries and orders will have attention in order finish 
Packed 6 to a crate 


Packed 6 to a crate Z 
of receipt. 


MICHIGAN UESh CUMPANY 


GRAND RAPIDS, MICHIGAN 
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worked for the American Locomotive Company, re- 
signing in 1920 to open the company which he headed 
at the time of his passing. 

Mr. Kastensmith was active in the Odd Fellows 
lodge, serving three terms as noble grand of the 
Schenectady lodge. He was also past district deputy 
grand master of the fraternal organization, and a 
member of Schenectady Rebekah lodge, the Orientals, 
A.M.O.S., the order of Maccabees and the Past Grands’ 
Association. He was also an active member of the 
Union Street Methodist church. 

He is survived by his widow, Mrs. Elizabeth Whit- 
myer Kastensmith; two sons, Chester W., and Gilbert 
C. Kastensmith; two daughters, Misses Mildred C. and 
Myrtle M. Kastensmith, and four grand children. 

Gilbert and Mildred Kastensmith have been asso- 
ciated with their father’s company for a considerable 


time. 
- i 
FRED H. MARTIN, JR. 


F. H. Martin, Jr., passed away May 18 at St. Peters- 
burg, Fla. His death followed an illness of nearly 
one year’s duration. An operation last September 
brought about some relief which, however, proved to 
be temporary. Burial was in Plainfield, N. J. 

Mr. Martin was well known among typewriter men. 
In 1913 he was appointed manager of American Writ- 
ing Machine establishments in Chicago, which in- 
cluded a store on South Dearborn street and a factory 
and warehouse on West Madison street. In 1925 he 
was connected with the home office of L. C. Smith 
& Corona Typewriters, Inc., in Syracuse, transferring 
his scene of activity to New York when executive 





offices were moved to that city. In the spring of | 


1931 he left the industry but returned about two years 
later, serving the typewriter department of The Fair 
in Chicago and traveling later for International Type- 
writer Exchange, also Chicago. About three years ago 
he became affiliated with P. K. Smith & Company in 
St. Petersburg, with whom he remained until ill health 
interfered. 

Mr. Martin is survived by a son, John D. Martin of 
Chicago, and two sisters, Mrs. Florence L. Pierson of 
St. Petersburg and Mrs. Edna Ebert of Hempstead, L. I. 

+ -- 
A. S. DENNIS 


Adolphus Sylvester Dennis, noted inventor and for 
a number of years connected with the research and 
inventions department of the Friden Calculating Ma- 


chine Company, San Leandro, Calif., died May 22. He | 


was in his eighty-fifth year. 

Mr. Dennis possesses a long and interesting career 
in the calculating machine and typewriter field, his 
first patent being issued to him in 1890. This was 
to be followed by thirty-eight more, all of which cov- 
ered highly successful devices. He was the inventor 
of the Dennis Calculator, one of the first electrically 


operated machines to be built. Among the large | 


number of patents Mr. Dennis held were several cov- 
ering practical typewriter improvements. 

Joining Friden in July, 1936, Mr. Dennis was active 
up to within a few months of his passing. 

He is survived by a daughter, Miss Martha Dennis, 
of Detroit. 


’ : ud 


W. M. DAVIS 


William M. Davis, former stationery store proprietor 
and at one time an employee of the old Remington 
Typewriter Company, died last month at Kingston, 


N. Y., at the age of seventy-four years. He is survived | 


by his widow, Mrs. Elizabeth Deyo Davis. 


’ LJ LJ 
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G. W. MUNSON 


Garry W. Munson, seventy-one, founder and pres- 
ident of the Munson Supply Company, manufacturers 
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During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 
COMPANY 


900 E. 95th St. Chicago, Ill. 
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DARNELL CASTERS 
AND NOISELESS 
GLIDES 





The “roll” of Darnell Casters and Wheels 
in the great American drama ‘Produc- 
tion for Victory’ is daily increasing in 
importance. In shipyards, plane 
plants, munitions factories and 
thousands of defense in- 
dustries, you find Darnell 
Casters and Wheels play- 
ing their part quietly 
and efficiently saving 
floors, money, time 
and equipment. 


FREE MANUAL 
FOR THE 


ASKING 
* 








For Utmost 
Dependability 





DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK,N.Y 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL. 
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of rubber covers for typewriter keys, 350 Hudson street, 
New York City, died June 15 in Mountainside hospital, 
Montclair, N. J. His residence was at 202 Grove street, 
Montclair. 

Born in Huntington, Mass., Mr. Munson was a grad- 
uate of Mount Hermon school. He founded the pneu- 
matic typewriter key firm forty years ago. He had 
been a resident of Montclair for the last year. 

Surviving are his widow, Mrs. Margaret Nash Mun- 
son; three children by a former marriage; two daugh- 
ters, Mrs. Frank Swain and Mrs. Lacey Bradshaw; a 
son, Whitney Munson of East Orange, N. J.; two 
brothers, Mark of Buffalo, N. Y., and William Munson 
of Huntington, Mass., and two sisters, Mrs. Mabel 
Wood of Springfield, Mass., and Mrs. Maude Hubbard 
of San Francisco.—BJ 

+ of 


H. T. HAMILTON 
Horace T. Hamilton, well-known traveler and promi- 
nently connected with the Texas Travelers Club, died 
June 17 in Dallas, Tex., following a short illness. He 
was in his fifty-sixth year. 














THE LATE H. T. HAMILTON 


Mr. Hamilton represented the Bankers Box Com- 
pany, Reyburn Manufacturing Company, Oakville 
Company and Sainberg & Company. He was a past 
executive chairman of the Texas club. 

+ bk 
L. K. MILLER 

Lewis K. Miller, former purchasing agent and 
director of the Kee-Lox Manufacturing Company, died 
May 22 at his home in Rochester, N. Y. He was in 
his eighty-sixth year. Mr. Miller was born in Moravia, 
N. Y., where he was engaged in the brokerage business 
before becoming associated with Kee-Lox in 1895. 


+ i 


A. C. WHITE 

Pilot Officer Arthur C. White, a native of Toronto, 
Ont., who captured the world title for speed typing 
in the novice class, at the World’s Fair in New York, 
with a speed of 102 words a minute, recently lost his 
life in action in the Middle East. He was educated 
at the John Fisher School and the North Toronto 
Collegiate, and was also on the winning team in the 
typing marathon in the Canadian National Exhibition 
at Toronto, three years ago. He is the son of Mr. 
and Mrs. Sydney C. White, 23 Erskine avenue, Toronto, 
and was in his twenty-second year.—CG 


+ - 
ROBERT McGILL 
Robert McGill, partner in the firm of Mitchell & 
McGill, 67 Adelaide street west, office furniture manu- 
facturers, Toronto, Ont. died last month at his home, 
1187 Avenue road, that city, following a heart seizure. 
He was born in Toronto and was a member of the 
Progress Club. He was in his sixty-fifth year, and 
is survived by a brother, Henry A. McGill; a sister, 
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SI x Oki SHAW’S BX) 


a s 


FIGURING BOOKS 


FAMOUS FOR OVER 100 YEARS 


XK 


War TIME restrictions 
on the use of metals create new 
demands for Ruled Bound Books. 

The Shaw Line, established in 
1831, maintains its leadership of 
quality. Accurate ruling, highest 
grade binding materials and 
skilled craftsmanship are factors 


in its present day leadership. 
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WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 








Amptiing Pccowutions 
FOR HOME 


























eimmediate Sales 
eimmediate Deliveries 
e Merchandise You can Sell NOW! 


Patriotic Picetures 


Flag Pictures, Service Flag Pictures, Patriotic 
Subjects mounted on attractive Mats, or in 
sheets, for home, office or store decoration. 


B “Daly is the Demand off the Hour 





Patriotic 
Certificates 





Honor 
Rolis 


Framed and Unframed 


e You can sell them over 
the counter or through 
outside salesmen. They 
will yield you handsome 





Write today 
for samples 
and FULL information 
concerning our Patriotic 
Specialty Proposition 
Lithographing 
Company 


which includes attrac- 
interest - arousing 
Window or Counter Dis- 
plays and helpful infor- 
19 W. 6lst St.. Chicago 
53 Park Place, New York 


mative Selling Kits for 
outside salesmen. 
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Mrs. Christina McGill Collie, and a nephew, R. L. 
McGill, of Point Credit, Ont—CG 

+ | 

J. V. VANCE 

James V. Vance, owner and operator of an office 

machine store in Redding, Calif., died last month from 
injuries received in an automobile accident. He is 
survived by his widow, who, with the help of a 
mechanic, will continue the business her husband 
launched some time ago. 


ob 
KUM-KLEEN LABELS TO ALTERNATE FOR 
RUBBER BANDS 
Avery Adhesives, 431 East Third street, Los Angeles, 
Calif., has announced a new line of labels, items of 





AVERY LABELS IN USE 


which are intended to alternate for and take the 
place of rubber bands. 

Made and sold under the trade-name of Kum-Kleen, 
the new labels may be applied to blueprints, rolls of 
paper, packages, maps, etc., without moistening and 
will hold the unit closed in the same manner as does 
a rubber band. The labels can be easily removed or 
peeled off without scraping or tearing. 

I 
“BUNDLES FOR BRITAIN” CAN BE SENT 
TO O. A. T. A. IN LONDON 

The Office Appliance Trades Association Comfort 
Fund, operated by the Office Appliance Trades Asso- 
ciation of Great Britain and Ireland, has been placed 
on a list of organizations empowered to receive con- 
tributions of clothing, etc., shipped to England from 
the United States. Such materials should be addressed 
to Mrs. S. S. Elliott, honorable secretary of the 
association, at 4 St. Bride street, London, E. C. 4, 
England. 
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DISPLAY 
IDEA 









DENNISON’S NEW OFFERING.—Shown here is the cover of 
a booklet entitled “Display Ideas” recently made available 
to the trade by the Dennison Manufacturing Company, Fram- 
ingham, Mass., and fully described in the June issue of 


Office Appliances. 
ciniassol Ms << cee 


BRATTON WINS WPB PRAISE 

The War Production Board has commended the 
Bratton Corp., Columbus, Ohio, upon its present policy 
of conserving and reclaiming dictating equipment, an- 
nounced A. A. Bratton, president. The firm, founded 
in 1907, is one of the oldest distributors of dictating 
equipment in the nation. The WPB indorsement came 
after a recent visit by Mr. Bratton to Washington, 
where he outlined the “Victory Plan” his company had 
placed in effect several months ago in anticipation 
of present new equipment shortages. 

During the last war the Bratton organization orig- 
inated a number of emergency measures for assisting 
business in tiding over shortages and handicaps that 
today are affording experience beneficial in expediting 
war production with firms on ordnance work.—AK 
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THE B. L. MARBLE CHAIR COMPANY 


MANUFACTURERS OF 


BUSINESS CHAIRS 


FOR OFFICES, BANKS, LIBRARIES, SCHOOLS AND PUBLIC BUILDINGS 
BEDFORD, OHIO, U. S. A. 


Western Union Code MARBLCHAIR 


June 30th, 1942. 


To our Dealers: 


Necessities of war have taken one product after anoth- 
er off the market. After August lst, office swivel chairs (as we 
have known them) cannot be manufactured or shipped. Nevertheless, 
there will be a demand for something to take their place, 


Various non-metal devices will no doubt be offered as 
temporary substitutes for swivel chair mechanisms, If such a device 
is obtainable, and if we are convinced that it is satisfactory, we 
shall undoubtedly use it. At present we believe that no substitutes 
will be more satisfactory than the "VICTORY" chairs we will offer, 
and which can be easily moved up to and away from the desk, A fold- 
er illustrating our "VICTORY" line will be mailed to our dealers soon, 


The tremendous demand for chairs on priority orders has 
made it impossible to maintain our usual good service on regular or- 
ders, but we hope to soon build up a stock of all our best selling 
LEG chairs so we can again make prompt shipments. 


It may be of interest to our dealers to know that we 
have made and are making, chairs for all of the "Liberty" ships which 
are being rushed to completion in many shipyards on both the Atlantic 
and Pacific coasts, 


During the period when we cannot manufacture swivel 
chairs, we shall concentrate on making improvements to the swivel me- 
chanisms we have been using. These have been outstanding for their 
simplified construction, their collapse-proof and shock absorbing fea- 
tures, Yet, in spite of these advanced principles, we expect to have 
even further improvements, not only in swivel irons, but throughout 
our entire office chair line = all to be ready for our dealers and 
the public when the war is over, 


THE B. L. MARBLE CHAIR COMPANY. 


ADP:RF 


For such an intimate piece of furniture as a chair, there is no satisfactory substitute for WOOD 
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IMMEDIATE DELIVERY 


ON PRIORITY ORDERS 








No. 2712 


PRONTO UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, can- 
celled checks, catalogues, samples, tools and dies, letters. 
Olive green baked enamel finish. Plated card holders and 
handles. Adjustable steel drawer partitions available at slight 
additional cost. 


PRONTO FILE CORP., 349 Broadway, New York City 


27 DRAWERS 


$2 7° 








COLE STEEL TRANSFER CASE 





$50 
LETTER SIZE 5 


Made of a high grade steel, 20 gauge front. Can be inter- 
locked and stacked as high as the ceiling. Not to be confused 
with low priced, light gauge steel transfer cases that have 
flooded the market. Olive green, baked enamel finish, brass 
plated card holder and solid steel handle. Electrically welded 
throughout. Cabinets equipped with locks $1.50 additional. 


No, C112 No, C115 
LETTER SIZE LEGAL SIZE 
12” x 10/2” x 24” 15” x 10>” x 24” 
$5.50 $6.50 


COLE STEEL EQUIPMENT CORP. 


NEW YORK CITY 























PRONTO 


STEEL CARD CABINETS 





Single or two drawer units for all standard card 
sizes. Built of a fine grade steel. Equipped with 
rubber feet. Drawer stop prevents drawer from 
falling out. Improved spring compressor. Pronto 
build-up feature for stacking. Solid brass hard- 
ware. Olive green, grained walnut and mahog- 
any finishes. 


1 DRAWER UNITS 2 DRAWER UNITS 
$490 $335 
and up and up 


PRONTO FILE CORPORATION, NEW YORK CITY 











POOOoowenm 


PRONTO BLUE-PRINT CABINETS 






No. 4028 $5 7° 


Base 141,” high $7.75 extra 





8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy 
gauge furniture steel. Electrically welded throughout. Draw- 
ers glide smoothly and easily. A hood in the rear and a lift 
compressor in the front of each drawer keep prints and 
drawings in perfect order. 


PRONTO FILE CORPORATION 
NEW YORK CITY 
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UNDER THE EMERGENCY 





(Continued from page 29) 
capped, if these typewriters are adapted for the use of 
persons so handicapped. 

In addition, a procedure was established for obtain- 
ing specially built used machines, reconditioned or 
rebuilt, where the special features were installed or 
ordered prior to March 6. Applications may be made 
to the Office of Price Administration in Washington 
for these machines, now in manufacturers or dealers 
stocks, providing that the design is such that the 
machine is unusable except by the applicant or a 
small class of persons similarly situated and that it 


cannot be made generally usable by moderate 
alterations. 
In making the announcement OPA officials em- 


phasized that under rationing regulations, all new 
typewriters in the hands of manufacturers are ear- 
marked for use by the Army, Navy and war agencies. 

The war agencies, it was also pointed out, are at 
present acquiring most of their typewriters from used 
machine stocks. In the future it is expected that all 


typewriters obtained by the government for war 
agency use will be used machines. 
i) 


OFFICE MACHINE PRODUCTION FURTHER 
CURTAILED 

In a move to hasten conversion of the industry to 
100 per cent war work, the War Production Board has 
sharply curtailed the manufacture of various types of 
office machinery and set up a system of distribution 
control so that only essential users may obtain the 
machines produced. 

Such items as adding machines, dictating machines, 
accounting and bookkeeping machines, addressing 
machines, time recording machines and other type of 
office equipment are covered by the order, L-54-c. 
Previous orders, L-54-b and amendment thereto, had 
governed the distribution of office machinery but 
placed no restriction on production. These orders are 
now revoked. 

Production of many types of familiar office equip- 
ment, including cash registers, change making, coin 
handling, check handling and envelope handling 
machinery and autographic registers, was halted under 
the terms of the steel conservation order, M-126. 

Order L-54-c is designed to regulate production 
until the end of the year so that a sufficient stock- 
pile of essential types of machinery will be built up 
to take care of all requirements until June 30, 1944. 
Production quotas fixed for various types of machinery 
are based on a survey of estimated minimum require- 
ments of government and essential civilian users. 

The order sets up two classes of machinery. Pro- 
duction quotas for types covered in the first class 
(List A) are for the period from June 1 to November 
30, after which the manufacture of all types in this 
class must be stopped completely. Quotas for items 
in the second class (List B) are for the period from 
June 1 to December 31. 

The dollar value of each type of machinery pro- 
duced during the next six months by each manu- 
facturer of products in the first class must not exceed 
six times a specified percentage of the average 
monthly dollar value of the same types of machinery 
sold by him during 1941. These types, and the per- 
centage fixed for each are: 

Adding machines, seventy per cent; continuous 
forms handling machines, seventy-five per cent; cal- 
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AIDING AMERICA’ 


Armed Forces and 





War Industries 


"GRAND 
PRIZE 


TYPEWRITER RIBBONS 


and 


CARBON PAPER 








Tools of peace are now weapons 
of war! 50% of the production of 
Pacific Carbon and Ribbon Mfg. Co. 
now goes to help speed the tasks of 
the nation’s armed forces and the 


war industries! 


Thus, ‘Grand Prize’ Typewriter 
Ribbons and Carbon Paper do their 
bit in war as in peace... winning 
high approval for their dependable 


quality and top-performance! 


PACIFIC CARBON and 
RIBBON MFG. CO. 


J. Francis O’Connor, Pres., 
Head Office and Factory: 
1451 Harrison Street, San Francisco 
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REDUCE — 


body -fatigue 
for increased 


Wartime Office Efficiency 

















There’s more work being done in hundreds of 


CHAIR IRONS 
War Plant offices today—because of the body- 
bracing comfort of BOLENS SYNCRO-TILT 
Chair Irons on Modern “Posture” Chairs. 


With their FIVE-WAY Adjustment for per- 
fect body fit and their SYNCHRONIZED move- 
ment in chair back, seat, and arms, BOLENS 
SYNCRO-TILT Chair Action helps reduce 
FATIGUE from long hours of working—offer 
quick relaxation in tilt-back positions. They 
offer important aid to War work by protecting 
the health and efficiency of workers on every 
job—from office boy to president. 





BOLENS Chair Action UNDER the seat 
provides Working Comfort ON the seat... 


DOLE PRODUCTS GOMPRTY 


Port Washington Wisconsin 





* Modern Chair Irons for all types of Office Chairs and Stools *« 
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culating and computing machines, ninety-three per 
cent; dictating machines and collateral equipment, 
twenty-five per cent; duplicating machines, seventy- 
seven per cent; microfilm machines, sixty-seven per 
cent; shorhand writing machines, 100 per cent, and 
time stamp machines, thirty-three per cent. 

The dollar value of each type of machinery pro- 
duced during the next seven months by each manu- 
facturer of products in the second group must not 
exceed seven times a specified percentage of the 
average monthly dollar value of the same types of 
machinery sold by him during 1941. These types, 
and the percentages fixed for each, are: 

Accounting and bookkeeping machines, seventy per 
cent; addressing machines, thirty per cent; billing 
machines, seventy-five per cent; office composing 
machines, eighty per cent; payroll denominating ma- 
chines and collateral equipment, 100 per cent; punched 
ecard tabulating and accounting machines and collat- 
eral equipment, seventy per cent, and time recording 
machines (except watchmen’s clock), seventy-five 


per cent. 
et 2 


ZEPHYR-AMERICAN WINS PATENT SUIT 

The United States Circuit Court of Appeals of Phila- 
delphia has handed down a decision in favor of the 
Zephyr-American Corporation, New York, N. Y., in a 
recent suit between that organization and the Bates 
Manufacturing Company, Orange, N. J. According to 
a statement issued by Zephyr-American, the court 
ruled that “the Bates patents did not validly cover 
Autodex,” a list-finding unit manufactured and sold 
by the defendant, in the suit brought by Bates charg- 
ing patent infringement. 





A MESSAGE FROM THE WRIGHT AERONAUTICAL CORPORATION 
TO THE EMPLOYEES OF THE GLOBE-WERNICKE CO. 





office wupplies you have built for the Wright Aero 
of 


Te is everybody's wer. As never before in hie 
tory. final victory or deteq depends os much upon 
the soldiers on the home front os wpon those who 





novtical C are indisp: te ovr 
forts in the production af aircraft engines It is 


fire the guns. We both represent on importont 
port of the American Army. Al the moment, our 
port of the fight happens to be here at home 
where every one of vs must cantinve his efforts to 
incredse the flow on the production line 


You of The Glebe-Wernicke Co. ore o vital port 
of America’s wor effort Furniture and equipment 
are the guns ond planes of industry, The train 
leads of desks filing cabinets and other shop ond 


because we know thet you and other workers like 
you are behind us thot we face with’ confidence 
the toughest engine output schedule in aviation's 
history. Gnily with all ovr suppliers behind us will 


we meet it 


No one knows bette: than we the all-out effort you 
hove put inte this all-out wor, Your past perform. 
ance hos earned you America’s faith in your future 
contribution te her vinmate victory 




















THE WRIGHT AERONAUTICAL CORPORATION 55 A PIONEER AND LEADER IN THE PRODUCTION OF AIRCRAFT ENGINES. 
GLOBE -WERNICKE 1S PROUD BECAUSE OUR EQUIPMENT IS USED BY THIS WORLD-FAMOUS ORGANIZATION. 


See: a I ae ae ee RR OR UR 


FOR THE GOOD OF THE COUNTRY.—Two nationally-known 
firms, The Globe-Wernicke Co., Cincinnati, Ohio, and the 
Wright Aeronautical Corporation, got together to create this 
outstanding poster which is intended to stimulate war pro- 
duction in the G-W plant. It has been posted throughout the 
Globe-Wernicke factory and also in the great Wright plant in 
Cincinnati. In additon to increasing the war effort tempo the 
poster was also designed to educate workers so that they will 
have a better understanding of how one industry depends 
upon another. 
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FEATURE FINE WOOD FURNITURE OFFICE 
SPECIALTIES FOR RAPID SALES AND GENEROUS 


PROFITS. 


It's a battle to stay in business today. Dealers are just as 
patriotic as any class of Americans. They accept metal 
freezing orders as necessary sacrifices to beat the enemy. 
To many in the trade, the FAIR line of WOOD FURNITURE 
SPECIALTIES is proving a fortune-sent bonanza. For this 
is no hasty conversion line, but top quality items that have 
enjoyed national acceptance long before there was a War. 
Look over these items with a view 
to opening a new profit channel 
for your business. Write, wire or 
telephone for further details. 























“FURNITURE COMPANY 


NEWARK, NEW JERSEY 
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OLUNTEER 


An Up-To-Date WOOD File Now in Production 


With nearly all steel reserved for military use, as it 
should be, Bentson is introducing the VOLUNTEER, 
a wood cabinet which is well made, attractive, and 


readily saleable. 


All construction is of southern hardwood. With 
beauty in design, sturdy reenforcement, panelled 
sides, modern hardware and standard Bentson olive 
green finish, this cabinet is ideal for current market 


requirements. 


Drawer operation is on all-wood 
suspension slides, impregnated with 
paraffin for smooth operation. Draw- 
ers remain horizontal when fully ex- 
tended. Slide strength and operation 
passed 50,000 cycle laboratory test 
carrying a drawer weight of 60 
pounds with no indication of binding 





or wear. 


* ~ = 2} } 


+ + + 


Note These Specifications 


Case of carefully kiln dried, selected cabinet hardwood. 
Back and end panels three ply. 
Top and drawer fronts five ply. 
Drawer sides and backs of oak for strength and durability. 


Slide members of hard maple and beech impregnated with paraffin. 
Have passed 50,000 cycle test with 60 Ib. load. Patent applied for. 


Cross rails front and back tenoned into ends and tenons locked with 


‘ cross dowel. Could not come out even if glue failed. 


All joints glued with high grade hide glue. 

Positive locking, easily adjustable follower block. 

Drawer corners multiple tenon or dovetail joint and glued. 

Hand hole in back of drawer facilitates easy handling of drawer when 
removed from case. 

Outside cabinet height of 5258” identical to standard Bentson steel 
filing cabinets. ““VWOLUNTEER” wood cabinets will intermember with 
any installation of Bentson steel files. 

Finished in attractive olive green of standard Bentson shade to match 
existing steel cabinets. 


Packed individually in cartons. 


ORDER NOW 


Orders already are being accepted. An illustrated folder is 
ready. Write if yours has not been delivered. The VOLUNTEER 


is in actual production. 











No. 4—FOUR DRAWER LETTER FILE 
Cabinet Outside— 


Width 16’ Height 5258" Depth 28° 


Drawer Inside— 
Width 121%” Height 10%" Depth 2512” 


No. 6—FOUR DRAWER LEGAL FILE 


Cabinet Outside— 
Width 19” Height 525% ° Depth 28” 


Drawer Inside— 
Width 15%” Height 101%” Depth 2512” 


The Bentson Manufacturing Co., Aurora, Ill. 
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EATON FINDS DEALERS FAVOR RADIO 
ADVERTISING 

In a recently-conducted questioning of stationers 
throughout the country concerning the best adver- 
tising means for reaching the ultimate consumer, the 
Eaton Paper Corporation, Pittsfield, Mass., found that 
a number of dealers favor the use of the radio. 

The quizzing was done by means of a questionnaire 
which, after reminding the dealer that Eaton had a 
dramatized announcement over various air stations 
concerning its social stationery lines, asked a number 
of questions concerning the reaction of stationery 
store customers as observed by the dealer. In speak- 
ing of the result Margaret Falconer, Eaton’s adver- 
tising manager, said: 

“' . . Many dealers who responded to our question- 
naire concerning the use of radio were predominantly 
in favor of our using radio as an advertising medium 

. because radio brought customers in asking for 
merchandise by name.” 





CHARLES B. KONSELMAN, JR., recently appointed Roytype 
division general sales manager in charge of merchandis ng 
by the Royal Typewriter Company. Prior to the new appoint- 
ment he was sales promotion manager for Royal and has 
been connected with the company since 1937. 
*—- - 

WAR INDUSTRIES USE CELLULOSE PRODUCTS 

Stationers declare there is an increasing demand 
for transparent cellulose card holders according to 
reports received by the G. J. Aigner Company, Chicago. 
These card holders are selling in volume especially in 
those areas where war production is heaviest. The 
growing use of personal identification cards and plant 
passes has opened a new large market for these trans- 
parent holders which protect cards but afford perfect 
visibility. In addition to their use by war production 
industries, sales continue heavy in the established 
market for use with social security cards, automobile 
driver license cards, credit cards, club memberships, 
etc. 

eee ee 

HELMS TO HEAD DIVISION OF REPUBLIC STEEL 

R. W. Helms has been appointed general manager of 
sales of the Berger manufacturing division of the 
Republic Steel Corporation, Cleveland, with head- 
quarters at Canton, Ohio.—AK 
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OF THE WABASH 
CABINET COMPANY, WABASH. IND. 


DISPLAY CARD SENT TO DEALERS 











DESK CRAFTSMANSHIP THAT 
MAKES DEALER SALES! 





No. 146—Flat Top 
Plain Oak 





Dealers of office furniture are constantly impressed with 
the sales making possibilities of Jasper Desks. However, 
it is quite understandable in the light of our 66 years of 
wood working experience. 

No. 146 is a good example of what we mean. It is 
available in plain oak—also in mahogany and walnut finish. 
Writing bed I!/, inch, five-ply quartered oak. Made 
48-54-60 inches long. Height 30!/, inches. All corners 


rounded. 


Catalog Mailed on Request. 


Wm. H. Brown 
6708 Glenwood Ave., Chicago, II! 


fhe Office Furniture Warehouse Co. 
573 Broadway, New York, N. Y. 


The Jasper Desk 


Laompany 


JASPER INDIAN A 
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Made Under tax 
Your Own Imprint | we 








Shipped In Your Name 





Sell in your own name, under your imprint, Auto- 
graphic Register, Continuous or Snap-a-part Forms 
shipped, and quickly, too, under your labels 

. you do the invoicing. 


Get your share of this fast growing field by writing 
today for details of our dealer offer. Free design 
and quotation services assure you of complete sell- 
ing information for your every prospect. Simplified 
price lists and manuals let you price many forms. 


Our increased production has given many dealers 


and printers new profits to replace war-cut items 
. investigate. 


WRITE TODAY ... If you are located in a Mid- 


western, Southern or Southwestern area. 


PHILIP HANO COMPANY, INC. 
Holyoke, Mass. 





Busi ‘ earoras | 


Se Sk i oe SSR ORES 


Sell Time-Saving 
Printed Form 
Systems 
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HASTINGS ENTERS RETIREMENT LIST 
Herbert J. Hastings, known to a legion of friends in 
the office equipment business as “Doc,” and probably 
one of the oldest men, in point of service, on the 
West coast, has retired from the typewriter business, 
much to the regret of the manufacturers, wholesalers 


| and his associates, the typewriter dealers, who gave 


him a farewell dinner in San Francisco recently. 

For almost half a century “Doc” Hastings has la- 
bored, and with much success, in the industry. Born a 
native son of California, he entered the employ of 
Wyckoff, Seaman & Benedict at San Francisco in the 
early spring of 1900. He was during the earlier years 
of his life’s work a close friend and associate of the 
late George H. Patterson, founder of OFFICE APPLI- 
ANCES, who also was in the employ of Wyckoff, Seaman 
& Benedict at San Francisco. 

For seventeen and one-half years Mr. Hastings was 
employed by Wyckoff, Seaman & Benedict, and the 
Remington Typewriter Company, their successors, in 
San Francisco. During the years 1918 to 1921 inclu- 
sive, he was manager of the Noiseless Typewriter Dis- 
tributor Company, a subsidiary of the Remington 
Typewriter Company, also in San Francisco. Then 
followed three years as assistant manager of the local 
branch of the Underwood Typewriter Company at San 
Francisco, and in 1924 Mr. Hastings bought the San 
Francisco Typewriter Exchange from the Noiseless 
Typewriter Distributor Company and has operated 
same continuously until a few days ago when he 
sold out to F. A. Mielke, for fifteen years a typewriter 
salesman for Remington and then Royal in San Fran- 
cisco. 





STEPPED UP BY ROYAL.—Charles Grayson, connected with 

the Royal Typewriter Company since 1912, has been appointed 

manager of the firm's branch at Houston, Tex. In addition to 

being a salesman in New York and Philadelphia Mr. Grayson 

has done special work under Eastern Sales Manager Andrew 
C. Kienly and Western Manager A. W. Barlow. 
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EATON ANNOUNCES MANUALS FOR 
STATIONERY WORKERS 

Wartime has brought a greater range of employ- 
ment opportunities to young women in the ages 
most often employed in retail selling. The frequent 
changes in sales personnel that have resulted from 
this fact present department managers with added 
responsibilities for educating new help quickly and 
thoroughly so that sales and profits will not fall off 
due to inadequate sales preparation. 

To lighten this new burden upon stationery depart- 
ment managers, the Eaton Paper Corporation is dis- 
tributing a series of educational booklets which 
retailers will distribute to their sales staff. 

As many of the new help in stationery departments 
are learning about stationery from “scratch,” the 
first of this series is quite properly, “A Dictionary 
of Stationery Terms.” Every term in use in the 
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PARK BRAND 
MANILA FOLDERS 


PRINTED and BLANK 
MANILA GUIDES 


PRINTED and BLANK 
PRESSBOARD GUIDES 


TRIANGULAR 
CELLULOID 
PRESSBOARD GUIDES 


BLANK CARD 
INDEX GUIDES 


INDEX CARDS 


IMPERIAL ROLL 
FOLDER LABELS 








A GREEN LIGHT ON 
FILING SUPPLIES! 


Now you can actively GO 
after this profitable busi- 
ness in your town. Dealers 
... harassed by lack of 
goods to sell. . . will wel- 
come the announcement 
that Imperial filing sup- 
plies may be secured with- 
out delay. Our stocks are 
complete . . . your orders 
will be shipped at once. 
Imperial’s complete line is 


described in Catalog No. 


44. Send for it today. 








GENERAL 
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Compared with present day equipment the tools of busi- 
ness 100 years ago were crude and awkward. Probably no 
other field in a span of 100 years has shown such tremen- 
dous advances in the creation of efficiency devices as that 
of business equipment-——-the modern ring books, post 
binders, loose leaf devices are products of a constant 
search for faster and better business tools. 


In the development of time saving business supplies 
over the past 100 years, Boorum & Pease Company has 
naturally taken a leading position. For one hundred years 
it has been our honor to pace the industry in the attainment 
of today’s great efficiency in blank books and loose leaf. 


BOORUM & PEASE COMPANY 


OFFICES: 84 HUDSON AVE., BROOKLYN, 


ST. LOUIS: 115 SO. 8th ST. . . .. =. =. . CHICAGO: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM: 349 BROADWAY, N. Y. 
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stationery retailing world is defined simply and | RRR KNIK AR EKREAAAR EAR EES S| 
precisely—as far as possible in words that the sales- 
person can “lift” for use in over-the-counter con- 
versation. One of the services performed by Eaton’s | 
“Dictionary” is to point out those words which are 
trade-parlance only and which, when used with the 
consumer, mean nothing to her, serving only to con- 
fuse her and take her mind off the merchandise 
being shown. In these instances the Eaton booklet 


SAVE Filing SPACE 
suggests customer selling-language to use instead of 
the trade terms. 


- 
This manual is small in size—made to fit con- if you sell them— 


veniently into a handbag—so that it can be carried 
home and read on busses and subways. The contents | * 


manuals to follow in this series will be in the same * BARKLEY 72422 TAB INDEXES: 


format. 


+ +e + & + + 


* 


* 
++ + + + + +  F 





RELIANCE PENCIL EQUIPPED WITH PLASTIC FERRULE.—The 
above illustration shows the difference in appearance of a 
pencil formerly equipped with brass ferrule and the new 
offering of the Reliance Pencil Company, Mount Vernon, N. Y., 
which has an attractive and smooth ferrule of plastic. The 
new pencil was fully described on page 35 of the June issue. 





— — «© - 
GUNN CIRCULAR TELLS COMPANY WAR ca eer 
EFFORTS TO WORKERS ers are looking to 
The Gunn Furniture Company, Grand Rapids, you Mr. Dealer for 
Mich., has recently issued to its employees an attrac- sound ideas and 


tive circular which is an inspiring message for “all 
out” endeavor toward winning the war. 
With an American flag in colors in the upper left 


products to proper- 
ly carry them thru 


hand corner of the circular, and a heading which these hectic busi- 
reads “This is About You,’ the message tells the ness days. 
workers of the large part their efforts have played 

to furnish supplies to the fighting forces of Uncle By showing them 


Sam. It concludes: 
“We knew you would be interested to know that 
ninety per cent of our entire production goes to 


these new Plastic 
TABS you will be 


helping win the war. We knew you'd be interested rendering a real 
because we're like that, we Americans. We want to service to your cus- 
fight and while were not carrying a gun, in this tomers and your 
factory, we’re fighting shoulder to shoulder, side by inien tn 
side with the armed forces in doing our best for ' Y FULL 
quick production of good merchandise.” \ " 
eile Real advantages . oe RANCE 
BENTSON INJURED IN AUTOMOBILE ACCIDENT are embodied in VISIBILITY 
Henry G. Bentson, president Bentson Manufacturing BARKLEY Plastic 
Company, suffered a broken kneecap in an automobile TABS among which 


accident on North Lake street, Aurora, Ill., June 15. 
He was taken to the Copley hospital in that city where 
he expected to remain for several weeks or until 


are Magnified Visi- 
bility at least 35% 


such time as the knee could be put into a cast. In - - Angled Inserts allow 45% reading angle - - - No 
the meantime he is in frequent telephone communica- Cuts or Scratches, smooth edges - - - Relieves eye strain. 


tion with his office directing affairs, as it were, by 
remote control. 
— : SEND FOR COMPLETE 
WEBSTER OPENS WOODSTOCK STORE INFORMATION AND SAMPLES! 
Wilfrid G. Webster, prominent Western Ontario 
Y.M.C.A. worker of Woodstock, has opened an office 
supplies and stationery business of his own in the 
Royal Theatre building, 609 Dundas street, Wood- C. L. BARKLEY & Co. 
stock. Mr. Webster was a travelling salesman for % 
the L. D. S. Paper Company of Woodstock, until that Manufacture? 








of Filins 
firm ceased business a few weeks ago.—CG 517 S. JEFFERSON STREET CHICAGO. ILL. 
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Thanks a Million! 


Our sincere thanks are extended to the 
many dealers from coast to coast and Can- 
ada who re- 
sponded so en- 
thusiastically 
to the first an- 
nouncement of 
our new plastic 
safes in this 
journal. We 
are doing ev- 
erything possi- 
ble to speed 
delivery of this 
new equip- 
ment. 


Sherwin Moulded 
Plastic Safe 


Better than 100% substitute 


Years of research have enabled us to perfect a 
moulded plastic safe which is more fireproof than 
an ordinary steel safe of the same size. Here is a 
product perfect for today’s market, and tomorrow's, 
too. It is attractive, thoroughly secure, definitely 
endurable, and best of all it is available. No con- 
sumer priorities necessary. It bears the closest scru- 
tiny. It offers dealers excellent sales opportunities. 


NOTE THESE SPECIAL FEATURES 





Heat Resistance . . . Better than one hour test. 
a “ea Strength . . . When cold 1200 pounds per square 
inch. 


Two and a half inch walls. 

Moulded in one piece . . . NO BOLTS OR SCREWS USED. 
Buried Hinges . . . All way casters with locking device. 
HEAVIER than the steel safe of the same size. 

Finished in Dark Olive Green, Streamlined in Design. 


Interior . . . Cash drawer with secret lock. Ample room 
for books. 

HOME GUARD MODEL... For home and small business. 
Approximate weight 200 pounds. 

DEFENDER MODEL... For business. Approximate weight 
300 pounds. 


Larger sizes on special order. 


For literature and dealer 
discounts, write 


SHERWIN PLASTIC 
PRODUCTS COMPANY 


169 MARSHALL STREET 


SYRACUSE NEW YORK, U. S. A. 





| 
| 





OFFICE APPLIANCES 


Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


4i O TRICK to sell; the trick, if any, is to buy!” 

That was the word this month from all lead- 
ing stationery and office equipment stores in Los 
Angeles. Another difficulty, naturally enough, lies in 
the number of trained salesmen going into the armed 


| services of the country. One major store has given 
| about twelve trained men to the service. Typewriter 


agencies and factory branches are all increasing their 
mechanical departments as best they can with so 
many mechanics going into defense work and the 
real volume in re-building and repairing of type- 
writers is now beginning to come in. 

There is a definite lack of pessimism and an obvious 


| determination to ride through the storm. One man, 


for many years a real estate broker but born in the 
office appliance business, has started a good size store 
satisfied that he can make good money in used office 
furniture. Incidentally while he is picking up office 
furniture of this kind for re-sale he does not hesitate 
to grab all the books—fiction, mystery, biography, 
history, pictorial—that he can get at a bargain. These 


he sells three for a dollar and finds a good market. 


No one here has lost heart. All are out to win with 


| a long-pull look in their eyes. 


* * . 


Jack Agnew Dies.—John M. Agnew, fifty, affection- 
ately Known among office supply people in Los Angeles 
as Jack Agnew, supersalesman for L. C. Smith and 
Corona Typewriters, Inc., passed away early in June 
after a long illness. Knight Templar services were 
held at Edwards Brothers Colonial Funeral Home in 
Los Angeles. Interment was private. Mr. Agnew lived 
at 3983 South Harvard boulevard. Besides his widow 
he leaves a brother, James M. Agnew. 


* a + 


Desk Company Has Fire.—Fire which started in the 
lacquer room of the warehouse of the United Desk 
Company at 214 West Twelfth street on Wednesday 
afternoon, June 10, destroyed a large quantity both 


| of finished and unfinished furniture and severely 


damaged the building. Herman Schiorman, proprietor, 
did not state the amount of the fire loss but it is 
considerable as the warehouse was a large one and 
was well filled. No adjacent buildings nor the display 
building of this company were damaged. 


* * . 


New Store Doing Well.—Arthur Holtzman, who 
opened a new store April 1 at 940 South Los Angeles 
street, Los Angeles, where he deals almost exclusively 
in used office furniture and equipment, states that 
business to date has been very satisfactory. He says 
he has been able to secure ample stocks of equipment 
and has been able to sell it. He also makes it a point 
to buy all the worthwhile books offered for sale and 
he sells these out at a lump price usually three for 
a dollar. The store has a new and neat appearing 
front, is 50 feet wide and 150 feet deep. Mr. Holtzman 
was born in the office equipment business but has 
also spent many years as a real estate broker. 

* > * 


Adds Warehouse.—The General Office Furniture 
Company with its main store at 1047 South Los 
Angeles street, Los Angeles, has added a warehouse 
at 927 South Los Angeles street. This gives 30,000 
square feet of additional floor space and boosts the 
total to 60,000 square feet. A. L. Segal, general man- 
ager, states that the company’s business is now about 
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WOOD CABINETS 


PAT RIOT 


CABINETS OFFER 
ADDED PROFITS 


Storage Cabinet. Equipped with 4 ad- 
justable shelves made of Masonite, rein- 
forced with heavy wood frames. Olive 
green enamel finish. 


@ Now the PATRIOT line includes cabinets 
as well as files. With storage, wardrobe and 
combination wood cabinets, you can meet the 
cabinet needs of a// your customers. Sell these 


well-designed cabinets to the huge market 





Wardrobe Cabinet 
trated) has hat shelf, coat hanger 
rod and 2 hooks. 


Combination Cabinet. Equipped with 
full width hat shelf, coat hanger rod of 
wood, vertical partition and 4 adjustable 
half shelves. Olive green finish. 


(not  illus- 


the good looks of their steel predecessors. Two 
ends, top, base and shelves are constructed of 
Masonite—the back is of plywood. The imper- 
vious nature of Masonite and a dense three-coat 
finish assure a smooth appearance. Handsome 





which cannot extend preference rat- 
ings. Not only do PATRIOT wood 
the 


storage problem but they make it 


(m= 


cabinets solve wardrobe and 
possible to save steel for the vital 


needs of the armed forces. 





ae 






"y hardware has brilliant metallic finish. 
Cabinets are constructed for quick 

and easy assembly. 
This is a money-making oppor- 


tunity you can’t afford to miss. It 





enables you to sell new customers— 


a 


These cabinets are standard size 
with outside dimensions of 78” high, 
36” wide and 18” deep. In appear- 


ance, PATRIOT wood cabinets have 





PATRIOT WOOD FILES. 
Made in two grades— 
PATRIOT (suspension 
drawers) and PATRIOT 
Junior. Sturdy and dur- 
able... easy to oper- 
ate. (Non-suspension 
grade). Save steel for 
Victory. Meet ALL cus- 
tomer’s file needs. 


hold old ones—and build profits, too. 
Send for catalog pages, price list, 
and learn about the attractive dis- 


count. Write today.. 


ALL-STEEL-EQUIP COMPANY, INC. 


JOHN STREET 


6 Il 


AURORA, ILL. 











88 





OFFICE APPLIANCES 








Your Best Service 
to Victory! 


is Essential 








In support of mighty armies 
and great fleets upon the sea 
and in the air, Uncle Sam 
brings all his resources and 
powers into action. These in- 
clude many industrial areas 
where war production con- 
tractors are going from scratch 
into full speed ahead in the 
shortest possible space of time. 
Their record keeping and filing 
of data are to provide much of 
the basis for future decisions 
and action. How to keep it 
safely and readily referable is 
a question the office equipment 
dealer is ideally equipped by 
training and experience to deal 
with. 


Among other good services, 
recommend JASPER CHAIR 
CO. office chairs. Bodily com- 
fort and working convenience 
mean much to the entire staff 
from the general manager to 
the junior clerk. Handsomely 
designed and finished, they 
add distinction to any office 
interior. More important is the 
variety of design and scientific 
support that assures comfort- 
able posture for all, a feature 
included both in all wood and 
upholstered chairs. 


The chairs illustrated here 
are produced in quartered oak 
and in birch finished walnut or 
mahogany and are also avail- 
able with turned posts. Our 


AAS PER CHAIR 








600 and 800 series in the Bank 
of England design are made in 
quartered white oak, in birch 
and in solid American walnut. 


For your present needs and 
future sales campaigns, we rec- 
ommend that you apply first to 
JASPER CHAIR COMPANY for 
“The Right Chair at the Right 
Price.” 

















JASPER IN DIANA 





REPRESENTATIVES: 


E. W. Thomas, (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


James S. Fowls, (Southern) 
P. O. Box 1118, 
St. Petersburg, Fla. Phone 


Geo. A. Litchfield, Sales Mar 
W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg 
ROGers Park 3644) Seattle, Wash 


R. J. Freeman, (Eastern 
383 Madison Ave. 
New York, N. Y. 
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ninety per cent defense business. A new 171-page 
catalog has just been issued. The Super-Cold Corpora- 
tion, located at 1020 East Fifty-ninth street, owned 
by N. A. Kessler who is a partner of Mr. Segal in The 
General Office Furniture Company, has been turned 
over entirely to defense work. 

* ~ ~ 

Used Safes Still in Demand.—The Southern Cali- 
fornia Safe Company, 400 South Los Angeles street, 
Los Angeles, is now concentrating very definitely on 
used safes and maintaining only a skeleton stock of 
new safes to fill priority sales as they arise. A. D. 
Cooper, one of the two proprietors, states that there 
is a reasonably good supply and a reasonably good 
demand for used safes. The other partner is H. A. 
Biddle. The store has been in operation for twenty- 
seven years. 

Holman Visits Home Country.—Douglas H. Holman, 
proprietor of The Los Angeles Desk Company at 1335 
South Los Angeles street, has returned from a seven- 
teen-day trip that took him back to his old home 
town of Winnipeg, Manitoba, and to other Canadian 


points. He visited Calgary, Lethbridge, the Waterton 
Lake district and did some fishing as occasion 
afforded. Unaccustomed to mosquitoes in southern 


California for so many years he found them a bit 
troublesome. The bookkeeper in this company, Cecil 
Burge, formerly of Madison, Wis., has joined the 
service making a gap in the office ranks. Business, 
Mr. Holman states, is O.K. 


* = * 


Make Bowling Record.—The bowling team of The 
Los Angeles Stamp & Stationery Company, 1500 South 
Los Angeles street, has come out victorious in The 
Sunset Bowling Center Scratch League. Twenty teams 
competed over a period of thirty-eight weeks. Jack 
Koch of the rubber stamp department acted as cap- 
tain. The boys are proud of their record. Frank 
Heylek, vice president of this company, was due back 
July 6 from a long automobile trip that took him to 
Grand Canyon and other places of scenic interest. 
He left Los Angeles June 19. 

* * “« 

Flowers Takes Trip.—John M. Flowers, manager of 
the local branch of The Comptometer Company in 
The Chamber of Commerce building, reports classes 
in the school conducted in his offices larger than 
usual due to the demand for experienced help of this 
kind. Mr. Flowers was gone part of June on a trip 
to Las Vegas. 

* * * 

Miller Makes Chicago Trip.—Herman F. Miller, head 
of the Stenotype Company of California with head- 
quarters in the Chamber of Commerce building where 
the Certified Stenotype school is carried on, spent two 
weeks in Chicago in June leaving Los Angeles on 
Thursday, June 18. Sales of machines from this 
branch are crowding the top and the number wishing 
to take the course is the largest on record due to 
the demand in government official circles for girls 
with this kind of training. 

* * * 

Lane Paper Company Moves.—The Lane Paper Com- 
pany has completed house moving from 1145 Wall 
street where it has been located for some years to a 
new location at 222 San Pedro street. Floor space is 
practically doubled. Walter Lane heads the company. 

+* . ” 

Means More Concentration.—Representatives of the 
Victor Adding Machine Company here report that 
with force curtailed and outlets limited concentration 
and day-before planning are the things on which the 
salesman must depend to get his quota. A salesman 
must rely more than ever on ingenuity in picking up 
leads and making contacts. He must work harder, 
keep fresher, make more and more calls, and keep 
eyes and ears open at all times. If he does all these 


89 





SMOOTH SAILING 
or Rough... 


In the constant evolution of a Nation or 
a Business there are certain times when the 
going gets tough. When on a canoeing 
trip or fishing vacation, the smooth rowing 
on quiet waters changes to sweat and foil 
on the portage. 


Our Nation has reached the toil period 
now. Americans in every walk of life are 
sweating and toiling as our forefathers did 
of old, helping to keep burning the torch 
of freedom. 


This company, like hundreds of others, 
is working and toiling in our common cause. 
Our manufacturing facilities, which we so 
carefully developed in past years are 
shelved for the duration and we are now 
operating 100%, for defense. 


But this situation is only temporary—we 
are going to win this WAR and again set- 
tle down and make even finer office equip- 
ment. 


The American Spirit can never die. 


DERSON-MicKkEY G. 


Inc. , 
GENEVA y 
ILLINOIS 


«ap grit 



































“KILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


Syracuse, New York 





1728-1736 Burnet Avenue 














No. F3066 


E 
Chippenda e — 


You can swing the executive inclination your way if 
you can ascertain and provide preponderance in service 
and design features. The Jackson Chippendale design 
appeals to an unusually large number. An extra excel- 
lence in carving and fitting of parts, matching and con- 
trasting of woods, and the superb dull rubbed finish, 
draw forth executive approval. 





TH 


The quality and economy of this fine desk pays a good 
return upon purchase and in years to come—place 
your order for Jackson Chippendale. 


Investment in the war effort also pays a good return... 
BUY U. S. DEFENSE BONDS AND STAMPS. 


Jasper Uffice Furniture Co 


JASPER, INDIANA 
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things he can still do business. That is the story. 

Incidentally this company finds its service and repair 

department growing nicely. 
. _ . 

Cashier Gone.—G. J. Baker, who has been cashier 
for The Royal Typewriter Company for some time, 
has joined the United States Army. Joe Staller, 
manager of the Roytype supplies department, has for 
the time being at least taken over the cashier’s work. 

* a * 

Brookshire in New Job.—J. W. Brookshire who has 
been a city salesman for The Royal Typewriter Com- 
pany, has joined the sales force of The Envelope 
Manufacturing Company, 786 Ceres avenue. 

* * * 

Prenter Finds Store Pays.—Sam Prenter, salesman 
for The West Coast Stationery and Printing Company, 
1144 South Broadway, who opened a store of his own 
as a side issue a few months ago at 150 West Twelfth 
street, a store specializing in used office equipment, 
reports that the venture has worked out well and is 
constantly getting better. 

* a * 

Travelers Have Dance.—The Golden State Travelers 
Club had its regular dinner dance at The Mayflower 
hotel, Los Angeles, on Tuesday, June 30. One hundred 
couples were present. The committee in charge was 
Al Knox, Carter’s Ink Company; Jerry Horton, Wilson- 
Jones Company, and Ernie Daniels, Eversharp, Inc. 

+. * . 

Grimes-Stassforth Lose Several.—The Grimes-Stass- 
forth Stationery Company has contributed a total of 
twelve active men to the service since the war started. 
C. E. Kemper who went some little time ago is now a 
major attached to the Provost office and is in com- 
mand of The Corps of Military Police at Camp Roberts, 
Calif. He was formerly a city salesman. William F. 
Whitaker is now a captain in charge of the naval 
prison at Mare Island. Another outside salesman 
recently contributed to the service is Fred W. Wood, 
now assigned to a camp in Utah with the rank of 
first lieutenant. R. T. Pratt and Paul Reichle, sales- 
men, were mentioned last month as having joined the 
air corps as cadets. To these may be added Bob 
Christensen and Jack Westeyn. All are now flying 
planes in active practice. Employed during the month 
as salesman was C. P. Stevens who was with this 
company for several years prior to 1936 when he went 
with a local duplicator company. He has been identi- 
fied with the industry for more than ten years. 
Another added was H. Defenbaugh, a man with twenty 
years experience in the office equipment field in Los 
Angeles. 


* cl * 


Pomona Man Goes to Washington.—George Dom- 
asch, in charge of The Underwood Elliott Fisher 
Company agency at Pomona, thirty miles east of Los 
Angeles, has gone to Washington, D. C. where he 
becomes a typewriter mechanic for the United States 


government. 
+ * * 


Schaffer Returns to L. A.—Lee Schaffer who was 
employed for several years by The Schwabacher-Frey 
Company, but who has been foreman of the repair 
service for The Parker Pen Company at Janesville, 
Wis., for some little time has returned to Los Angeles 
to become manager of the pen department in the 
Schwabacher-Frey store. 

* * * 

Salesmen’s Outing.—The annual outing for indoor 
and outdoor salesmen connected with The Schwa- 
bacher-Frey Company, was held at the Miera Monte 
hotel in Santa Barbara, Saturday and Sunday, June 
6 and 7, with sixty present. The annual banquet was 
held at the Santa Barbara Country Club where more 
than $600 in cash won in sales contests during the 
year was distributed by the company. Bill Reynolds, 
crack salesman and former actor, walked off with a 





- 
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HELP THE RAILROADS AND YOU HELP 
THE NATION’S WAR EFFORT 


By Fall, America’s war production will reach a new peak, shelves next Fall will cause you to lose thousands 
and the railroads will be greatly taxed in shipping these vital of dollars of valuable business—plus the good will of 
materials to embarkation points. The steady flow of guns, your customers who will need and want prompt 
tanks, shells, ete., will grow in importance and may prove delivery of their requirements. 
to be a major factor in bringing about an Allied Victory. Get behind the railroads—give them a kelping 
One of the ways you can help to bring this Victory about hand toward Victory—and keep your customers 
is by easing the strain on our Nation’s transportation supplied from stock. Holders of the “Y & E” fran- 
systems. Look ahead—anticipate your requirements for chise will benefit from our complete selling program 
“Y and E” filing supplies for the next six months—and of which prompt delivery is only a part. 


place your orders with us now for shipment during the 
summer months. A well stocked inventory of “Y and E” 











filing supplies is always a good investment, and will prove 
doubly so before the year is out. 

Check your current stock of ““Y and E” folders, guides, 
cards and miscellaneous supplies—see what items and 
quantities you will need to fill your orders for the balance 
of the year and send us your complete order at once. Empty 


YAWMAN AND ERBE MFG. CO. 





1099 JAY STREET + ROCHESTER, N. Y. 
R © Mo? oes I Sr: oe 
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(fu pave Go-/ 
YS UNCLE SAM, 


SA 


ee 


Real Quality doesn’t need fancy ( 
trimmings .... THAT’S WHY IT 
PAYS DEALERS TO PUSH 


PEERLESS-IMPERIAL 
Ribbons & Carthens 


@ The Era of Wonderful Nonsense is gone—possibly never to come back. 






@ And thus a whole industry is slowly adopting a policy that has always been the creed of 
PEERLESS KEY-IMPERIAL. 

@ We put all our effort in quality ribbons and carbons. Fancy furbelows were never part of 
our merchandising. 

@ Result — we built up a national family of Dealerships which offered a superior line, a stream- 
lined line of inked ribbons and carbons without penalty or premium for frills. 

@ It's paying out today — this foresighted, honest policy of merchandising. Ask any PEER- 
LESS-IMPERIAL Dealer, Stationer or Specialist. 

@ If you are having trouble adjusting yourself to Uncle Sam's new edicts, join the PEERLESS 
KEY-IMPERIAL group. We will show you how to continue to make profits in this difficult war- 
time period. A postcard will do. Write now. 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
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He also made a big hit 
executives in the 


goodly share of this money. 
as an impersonator of company 
program that followed the banquet. 

Clever Window.—A clever eraser display window 
used by The Grimes-Stassforth Stationery Company 
this month drew considerable attention. The words, 
“ERASE THE AXIS” were formed on the floor of the 
window with long narrow erasers, while tanks and 
anti-aircraft guns reasonably realistic in appearance 
were built up wholly with erasers. 

a 

Sloat Captures Big Fish.—T. L. Sloat, assistant 
branch manager for Underwood Elliott Fisher Com- 
pany, Los Angeles, reports good luck in catching big 
fish in Great Bear Lake where he spent a few days 
vacation in June. 

* . * 

Good Re-Built Window.—The American Writing 
Machine Stores, 531 South Spring street, had a good 
window during June showing the wisdom of having 
the old typewriter rebuilt. There were three units in 
the window, as follows: (1) “When It Comes to Us’”- 
a dusty, rusty machine, (2) “What We do With It” 
showing a typewriter completely dismantled, and (3) 
“How We Return It’—showing a machine completely 
rebuilt and refinished, looking like a new typewriter. 


Organizes for Civilian Defense.—The Schwabacher- 
Frey Company has completed an organization for 
Civilian defense which the company expects will con- 
tinue over to meet any possible emergency for years 
after the war as well during it. About forty men 
are enrolled in the service which includes air raid 
warden service, fire control and first aid. 

<i -« - 
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GLOBE-WERNICKE DOING ITS BIT.—Like many other manu- 
facturers in the field, The Globe-Wernicke Co., Cincinnati, 
is working 100 per cent to bring the war to a successful con- 
clusion—for us! (Top) R. H. Hammer, secretary-treasurer and 
(right) J. S. Sprott, president and general manager, view 
certificate showing that ninety per cent of G-W workers have 
bought war bonds via payroll savings plan. (Lower) Three 
officials and three employees form war production drive 
committee as requested by WPB. (L to R) seated: R. H. West, 


Mr. Hammer, Mr. Sprott, C. E. Dunlap. Standing: E. Eckert, 
R. F. Foster. 
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AlL RECORDS 
ARE /NSTANTLY 
AVAILABLE 


Delays are out—as the unheard of demand on American 
industry makes it necessary to speed up—NOW. Scores of 
businesses, manufacturers and Government departments are 
handling increased volume easier and quicker with Acme 
Visible Records — because they have available at all times 
up-to-the-minute accurate data that saves precious time and 
enables them to keep pace with skyrocketing requirements. 
Acme Visible Equipment is applicable to every kind of 


record and, when applied, multiplies the value of the record 
and, in addition, effects .2 substantial savings in clerical time. 


Ask for your FREE copy of illustrated folder, ‘ACME TIME SAVING VISIBLE RECORD SYSTEMS” 


ACME VISIBLE RECORDS. INC. 


122 S. MICHIGAN AVENUE, CHICAGO, ILLINOIS 








No. 1 STAPLE 
in Furniture Depts. 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men kas supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 
. not only to serve the war winners of today, but as well, 
peace makers of tomorrow. 


the 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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OUTPUT BOOSTER 


Morale and output of help 
everywhere are boosted by 
Nev-R-Kurl Carbon Paper. Try 
it and see. 


a NEV-R-KURL 
a2 CARBON PAPER 


@ WILL NOT CURL, tree, wrinkle or 
smudge. 

@ LASTS LONGER. more copies per 
sheet. 

@ UNIVERSAL, same sheet works on 


) all typewriters. billing. bookkeep- 
} ing machines. 


























Clear Print 
WOOD STAMP PADS 


4 sizes. Won't warp or sag. Sharp, 
non-fading impressions. Ink dries in- 
stantly on paper but not in pad. 








LAPHILLIPS ae eS ee a ee 
President | On Om. ie me me eae N.Y. 





B eats competition. 

E conomically priced. 

A tractive design. 

U nique. 

T rays |, 2, 3, 4,5, or 6 high. 


Y es, write for prices now. 





Automatic File & Index Co. 
DEPT. A-103, 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 

















OFFICE APPLIANCES 


ROYAL SHIPPING CASES MAKE BOMB SHELTER 

“Somewhere in Honolulu” enemy planes will find it 
necessary to drop more than their usual load of bombs 
to do any damage owing to the ingenuity of Ben 





THE “ROYAL” BOMB SHELTER 


Ficklin of the Honolulu Paper Company, Ltd., local 
representatives of the Royal Typewriter Company. 

Mr. Ficklin, who knows what bombs can do, decided 
that in case of another raid, he should be prepared. 
And so he built the shelter shown here. It is six feet 
below ground and composed entirely of Royal shipping 
cases filled with sand and stacked one above the other. 

Mr. Ficklin has never been in a bomb shelter him- 
self but is a member of the Honolulu Police Reserve 
and plans to use the shelter for persons under his 
command during an emergency. 

en . 


MASON QUOTES “0O.A.” IN PORTABLE AD 

The Mason Typewriter Exchange, Almond, N. Y., re- 
cently quoted a report from the May issue of OFFICE 
APPLIANCES in a series of advertisements concerning 
the government’s order releasing portable typewriters 
to certain types of workers. 

The advertisement, appearing in a local paper, the 
Bolivar Breeze, and in other dailies, explained the 
release in full detail, announcing at the end that the 
subject matter appeared in the May issue of this 


| publication. 








VTEDODIIN G $ 


STOREY-BLOMGREN 
Charles E. Storey, son of Charles Storey, Storey- 
Kenworthy Company, Des Moines, was married on 
June 14 to Miss Faith Blomgren, the ceremony taking 





| place at Gowrie, Iowa. After a honeymoon the couple 


returned to Des Moines where the bridegroom is con- 
nected with his father’s firm. 
ee 
GEIGER—FLO 

Announcement has been received of the recent 
marriage of George H. Geiger and Miss Blanche Flo 
at Leavenworth, Kans. Mr. Geiger is owner and 
operator of George H. Geiger & Company, Leaven- 
worth office equipment house, while Mrs. Geiger, 
before her marriage was superintendent of the Cush- 
ing Memorial hospital at Leavenworth. 








i i DOC S$ TOR K 


Joseph Halsby, proprietor of Halsby & Company, 
Ltd., and past chairman of the Office Appliance 
Trades Association of Great Britain & Ireland, is 
celebrating the arrival of a granddaughter. The young 
lady was born on June 11, and has been given the 
charming name of Dagna. 
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TRADEMARK 


TRANSFILE 


FIBRE BOARD 


Records, records and still more records are 
demanded by our government—and no steel 
for filing cabinets. 


Will you let your customers revert back to the 
old bundle and store room method? They will 


as a last resort. 


But you won't! You will sell them TRANSFILE 
Fibre Board FILES reinforced by steel—a tried 
and successful method of filing and storing 
which many concerns have been using for 
years. Not a makeshift substitute of doubtful 
serviceability but a real filing unit of proven 


merit. 


TRANSFILE FILES are economical too, both in 
original low cost and upkeep. 


So sell TRANSFILE Fibre Board FILES to your 


customers. Now is the time. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


PreES 


and 


> 


FILING SUPPLIES 


There have been times recently 
when it has been very difficult 
to keep our dealers’ stocks suffi- 
cient to meet normal demand. 
BUT, in most cases we have 
been able to do it... because 
GUSSCO filing supplies are 
sold only through dealers. The 
entire facilities of our organiza- 
tion are always at the disposal 
of GUSSCO dealers. Our deal- 
er service is no idle boast but a 
definite reality which you, as a 
GUSSCO dealer, can turn into 
good old coin of the realm. You 
owe it to you to investigate 
this line. 
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NEW Victor Visible Books -::: 





Victor Visible Books, in brown 
and tan, pyroxylin coated, air- 
plane luggage cloth binding, 
have proved an outstanding sales 
success and a leading profit maker 
for the dealer. 


Now the NEW Victor Visible 
Books have the same attractive, 
eye-catching appearance—they 
operate with the same time con- 
serving efficiency—they have the 
same strength and ability to with- 
stand hard use—yet they contain 
no metal. 





Here is an efficient, convenient 
Visible record unit you can sell 
to every customer on your list. 
Victor Visible Books are made in 
sizes for 5 x 3,6 x 4 and 8 x 5 
cards and in capacities to suit your 
customers’ needs. 
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Combine the advantages of ef- 
fective Visible Records with the 
filing convenience of pressboard 
letter folders and you have Victor 
Recordex—the handy Visible Rec- 
ord Unit that can be indexed and 
filed in any letter drawer in desk, 
filing cabinet or safe. 


In the NEW Victor Recordex, 
all metal is eliminated without 
sacrificing essential utility. It is a 
unit that hard-pressed commercial 
firms who do not have the buying 
advantages of high priorities, will 
welcome with orders. 





and a MODERN ANGLE on Filing °° ° 





Not new, but the last word in modern filing 
supplies, is the complete line of Victor Visi- 
ble Name Angle Tab Guides and Folders. 
Victor Angle Tabs provide the filing speed 
and accuracy demanded by your customers 
today. Stock up now with Victor for your 


fall filing needs. 


Always at the correct reading angle 








ADD UP.--: to a profitable line that ALL d 





‘can sell and deliver to ANY and EVERY business 








Want more information on these non-restricted items? Write to 








THE VICTOR SAFE & EQUIPMENT CO., INC., N. Tonawanda, N. Y. 
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Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note——Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


Ted Kaufmann, general manager of the Reliance 
Pencil Corporation, Mount Vernon, N. Y., has joined 
forces with other patriotic members of the office 
equipment industry by enlisting in the Army. His 





hundreds of friends in the field wish him “the very 
best” and hope to see him safely back when the 
armistice is signed. 


Alvin Spiess, late of The Globe-Wernicke Co., sales | 
department, now rates the title of lieutenant and is | 


stationed “somewhere in the Pacific’’ where he is do- 





ing duty with Uncle Sam’s Army. Lieutenant Spiess 
is connected with an anti-aircraft battery the duty 
of which is to keep hostile aircraft at a non-bombing 
distance. 


L. E. Field, Washington, D. C., branch manager for 
the Victor Adding Machine Company, Chicago, has 
left the business world “for the duration” and is now 
a commissioned officer in the United States Coast 
Guard Cutter Service. 


Hd 
is 
W | 


Three more Globe-Wernicke men have won recog- 
nition in this column by reason of having joined 
Uncle Sam’s fighting forces. George B. Blaine, Michi- 
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VGLISH MODERNE 





A New 


* « by NIEMANN « -« 


Ne. 235 Sefa 
Style and Comfort Combined 


Custom built leather chairs and davenports for 
executive office-club-lounge. Centrally located 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 


wa Themann 


Wieman) tu con ronarets 


1848 wasetcdl Avaledt=maouwrece 
“Bay ¢ce4 Bx ee ig Aosce STv..,.CMEC AGO, ILE. 
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BOOKCASES by 
NUCBAFT 


are 
original in 
DESIGN 


CONSTRUCTION 


APPEARANCE 


VALUE 


<— No. A-30 
Size 48x30x1014,” 





A complete range of Styles and Sizes—in Genuine 
Walnut or Mahogany equipped with adjustable 


shelves and packed one per carton. 


Descriptive folder and price list covering 
our complete line of Office Furniture 
Accessories is available to the dealers. 


NUCRAFT Furniture Products 


501-505 Monroe St. N.W., Grand Rapids, Michigan 

















inlal ay 
Look Girls: ) 


Hes justas Ie “ ) 
Good as New! ~~ 


Gertie Spacebars is amazed at the wonderful service her 
old stapler is now giving her. 





Gertie is rough on stapling machines. Her idea of operating 
them is to SMACK ‘em. When they get balky, she requisitions 
a new one from the Purchasing Department. 


Her company buys from a smart stationer. So the last time, 
when the purchasing agent called him, the stationer said, 
"Maybe | can save you some money. Why not send the old 
one over here and let our repair department fix it?" 


The Stapler, a Hotchkiss Model, had been able to take the 
abuse Gertie gave it. Hotchkiss machines wear out, of course, 
but they take their time about it. So all the stationer had to 
do was to oil the Stapler and clean it. 


RESULT: Gertie continues to staple happily; purchas- 
ing agent is pleased at saving the cost of a new ma- 
chine; stationer—well, he's got something! He is call- 
ing on customers who have Staplers that are out of 
commission, repairing them and getting plenty of good- 
will and orders for staples. 


HOTCHKISS 


NORWALK, CONN., DEPT. O 
“Pioneers in all that’s best in Stapling” 

















Profit 





Serve your customers well by selling 
them our high grade upholstered chairs 
with DuPont's durable leatherette. 


Jasper Seating Company _,jAS*5*, 
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gan and northern Ohio representative, is a Naval en- 
sign and attending officers’ school in Wisconsin. 
Francis F. Braun, head of the G-W design depart- 
ment, is also an ensign in the Navy, attending officers’ 
school on the Pacific Coast. Harry McClure, engineer- 
ing department, joined the Army as an enlisted man 
a few months ago and is now attending officers’ school 
at Fort Benning, Ga. 


Don H. Davidson, of Midwest Associates, manufac- 
turers of wood filing cabinets and other units, Aurora, 
Ill., has joined the service and is now at ground school 
at Chanute Field, Rantoul, Ill. He is taking a 
mechanic’s course and expects to complete the work 
within a short time. 


The Pittsburgh office of the Underwood Elliott 
Fisher Company, reports seven of its members now 
in the armed forces of their country. The men and 
their present locations are: Captain W. W. Porter, 
Valdosta, Ga.; Lieutenant W. Lloyd Cochrane, Victoria, 
Tex.; Lieutenant Walter V. Kirkwood, Fort Story, Va.; 
Corporal James H. Lynch, Pittsburgh; Edward A. Doss, 
Camp Wheeler, Ga.; Paul R. Hough, Camp Bowie, Tex.; 
Donald W. Kay, Wahpeton, N. D. 


Francis P. Braun, head of The Globe-Wernicke Co., 


design department, Cincinnati, Ohio, has been com- 
missioned an ensign in the Navy. He will attend a 





specialist school in California before being assigned 


to duty. 


Albert C. Seitz, former Globe-Wernicke sales division 
executive, has been promoted to the rank of captain 
in the United States Army. He is at present serving 
with an anti-aircraft battery at Fort Brady, Mich. 





Captain Seitz is one of 125 men who have entered the 
country’s fighting forces from the Globe-Wernicke 
organization. 





=? 


HORDER INTENSIFIES RUBBER SALVAGE 


Horder’s, Inc., Chicago office equipment company 
which maintains a string of stores in the Loop dis- 
trict, last month announced an intensified drive for 
the collection of scrap rubber in which all stores as 
well as the firm’s headquarters are participating. 
Proceeds of the drive are donated by the company to 
the United Service Organizations. 
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THE QUALITY OF 
WOOD FILES AND 


YOUR CUSTOMERS CAN DEPEND 






GLOBE-WERNIC 
TRANSFER CAS 





These new wood “‘Recruit’’ files, transfer cases and 
card index cabinets are dependable and essential 
war-time products that save steel. They meet today’s 
requirement for economical filing and storage equip- 
ment... made of air-seasoned, properly kiln-dried 
hardwood . . . carefully selected to insure freedom 
from defects and provide uniform good quality. 
Available in attractive medium dark green finish. 


For many years Globe-Wernicke has been the 
largest manufacturer of wood filing and office 
equipment. In line with our long-established policy 
of selling our merchandise through dealers and co- 
operating with them, we will continue to do every- 
thing possible to supply you and your customers 
with dependable office equipment and accessories 
needed to speed up war work and hasten victory. 


Write for additional information and prices of 
RECRUIT wood filing and storage equipment. 














cards. 


“Recruit’’ wood card index cabi- 
nets for 3x5", 
Made in one and two- 
drawer units. Very serviceable. 


4x6" and 5x8” 










“Recruit” wood 
transfer cases may be 
loaded to capacity. 
Made in letter and 
| legal sizes. Will last 

a business lifetime. 


“Recruit” wood files are 
available in four-drawer 
letter and legal sizes. Plas- 
tic drawer pulls, label 
holders and knobs blend 
harmoniously with file. 

































Service 


and Wood ey natn 





fay Hig 


Globe= 


MAKERS OF OVER-4000 ITEMS NEEDED IN OFFICES | of 
Stee! and Wood Office He ing Filing Equipment, Pa Sp 










Cincinnati, Ohio 


braries, Schools and Public Buildings—Filing 
Sera at Vata hid Ensen Sn Su . 
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CARBON PAPER e TYPEWRITER RIBBONS e@ CARBON ROLLS e@ GELATINE SUPPLIES 


Abed FOUR VICTORY 


War-time activities demand more and better 


copies of letters, data and records. Therefore, it 


featuring 


ROCKET 
CARBON PAPER 


the pinnacle of perfection 


is significant that “Allied” products are being 
chosen in rapidly growing volume for govern- 
ment and civil organizations where only the high- 


est standards are tolerated. 
Those qualities which justify “Allied” products 


on this vital, victory work commend them to the 


consideration of al/ your customers. 


Proof of repeat sales lies in a trial order. Why 
not mail one today? 


Catalogue and sales plan on request. CARBON & RIBBON MFG.CORP 
16S DUANE STREET 
NEW YORK. N. Y. 

















Attention, Mosler Dealers! 


Now, that steel and other materials which have entered into the 
construction of Mosler Products for more than 75 years must be 
used by us in the manufacture of items for the United States 
Government and its departments, any future shipments of Insu- 
lated Record Containers and other Mosler equipment sold by 
dealers must be predicated on our receiving orders with an 
A-1-J or higher preference rating. 


If you are able to obtain orders with priorities from customers 
whose activities are vital to the war effort, please send us Priority 
Certificates with your order. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE., BOSTON CHICAGO PITTSBURGH wale es Pg c FACTORIES: 


Chandle 


NEW YORK CITY 84 Sudbury St 214 W. Jackson Bivd 395 Union Trust Bidg 1427 Eye St nN. Ww HAMILTON, OHIO 


Cincinnati, Cleveland, Covington, Ky., Dallas, Kansas City, Los Angeles, Portland, Ore. 
and Other Principal Cities in the United States 


Colombia, S. A.—Havana—Mexico—Panama—Puerto Rico—Rio de Janeiro, Brazil—Santiago, Chile—Venezuela, S. A. 


BUILDERS OF THE FAMOUS U. S. GOLD STORAGE VAULT DOORS AT FORT KNOX, KY. 
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EASTERN CONFERENCE 

(Continued from page 30) 
what embarrassed as he went about the country for 
the various regional meetings by the query, “Where 
is Harold Hampton.” 


Hampton Addresses Meeting 


Harold J. Hampton, Indianapolis Office Supply Com- 
pany, Indianapolis, Ind., past president of N.S.A. pre- 
sented stirring remarks on ‘We've Got to Stay in 
Business—And We Can.” Many people are wondering 
whether we are going to remain in business. “I 
would like to remind you that we have several good 
reasons for staying in business,” said the speaker. 
The first reason is to help speed up industry for top 
notch production. The second reason given was that 
we are forced to stay in business to finance the war. 
The third reason given was that when the war is over 
these boys who have won the fight will want to step 
right back into their old jobs and go to work. The 
business men have a definite place in this America. 
It was the business man that made this country what 
it is today. It is the business man who will keep 
the country going after the war is over. But, even 
so, the speaker recognized the fact that the business 
man has to fight to keep in business. The speaker 
contended that just because Americans did not al- 
ways agree with all the things now being done was 
not a reflection on their patriotism. To emphasize 
the present business outlook in our field he told how 
one business man to the query of “How’s business?” 
replied “twenty per cent ahead of next year.” 

Mr. Hampton indicated he thought too much time 
and effort were being consumed in talking about selling 
critical merchandise. He has heard his own salesmen 
complain about the commissions they had lost be- 
cause sufficient quantities of these critical items could 
not be obtained. The speaker recalled how he exam- 
ined the commissions with these salesmen and showed 
them that their commissions were actually way ahead 
of the same period a year ago. They agreed they 
had no cause for complaint. Mr. Hampton emphasized 
again that all were guilty of over-emphasis of critical 
merchandise and too few were spending enough time 
examining manufacturers’ catalogues and their own 
stocks to see what they could sell. He advised manu- 
facturers’ agents to examine their own catalogues 
where he suggested they would find many items they 
had forgotten about which were not on the critical 
list and could be a larger source of profit for both 
dealer and manufacturer. This he gave as one reason 
why “manufacturers have more reason to travel sales- 
men today than ever before.” Now more than ever 
do dealers need the help of the traveler. “Now is the 
time to advertise, now is the time to sell,” continued 
Mr. Hampton, stating that the returns from their 
advertising were greater today than at any time 
previous contending that if there was ever a time to 
back up salesmen with advertising, now is that time. 


No Tears Necessary 


The speaker then introduced figures to prove that 
the condition of stocks was nothing to cry about, 
that dealers were still in possession of much of the 
critical merchandise. He further stated his belief 
that customers had stocked up heavily on critical 
merchandise to take care of their needs for some 
time to come. He also reminded that substitutes 
could be offered for most jobs. He charged his 
listeners not to worry alLout the coming years but 
he did advise them that it was time to go back 
to a real, constructive selling job. He cautioned 
against heavy inventories for he is of the opinion 
that dealers are going to take an inventory loss 
after this war is over. He sweetened that with the 
thought that the two years after the war is over 
we are going to have the biggest business ever ex- 
perienced. Further he said that the average com- 
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Priorities for Wood 


* The increasing demand for vital war materials has 
sent many items “back to the woods.” The rapid 
conversions to forest products are placing wood on 
priority lists. 


* ST. JOHNS wood office tables have been designed, 
finished and constructed to meet the wartime needs of 
the army, navy and private industries, so place them 
on your priority list. 


* Write today for the new ST. JOHNS catalog showing 
this and the other distinctive wood tables in the 
ST. JOHNS Line. 


BUY WAR BONDS 





No. 28 Table Description: 


% Selected Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 1!” thick with 
extra frame underneath to Pe 
vent warping. Legs are 23 
foot length has 3!/4” legs. Draw- 
ers are dovetailed front and 













back with framed-in 3-ply bot- Sizes: 
toms. 5 and 6 foot sizes have 32 x 60 inches 
two drawers. 34 x 72 inches 


St. Johns Table Company 


New York Office, Denton Bidg., Mineola, New York 
Chicago Office, 666 Lake Shore Drive, Chicago 








Because I am taking advantage 
of this July Transfer Period, and with 


Browne-Morse 7idimg Supplies 


I am doing right well. Don't lose out. 
It's a wonderful opportunity. 
Suggest you write for New Supply Price Book. 


Browne-Morse Company 
Muskegon Michigan 
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No “CLOSED SEASON’ 
on PRECISE 


Paper Trimmers! 






Patent 
No. 2,185,985 


Spring, Summer, Fall or Winter, it’s all the same as far 
as sales for Precise Trimmers are concerned. 

It's easy to demonstrate the outstanding, patented and 
exclusive features in this quality product. Furthermore, 
there’s a size for every use from 6¥2” to 24%” at a 
price your customers expect to pay. 


+ + + + + + + + + + HF HF HF HH OH H OH H 


Send for complete information today! 


AMERICAN Puoto LABORATORIES, INC. 


28 N. Loomis St. Chicago, Ill. 





INTRODUCING the NEW 
. All Wood 


f\ OFFICE 
‘) VALET 


Here it is—new smart, compact ALL WOOD ward- 
robe fixture line by Peterson which really pro- 
vides ample room for all of the outer garments 
of six people and their overshoes and umbrellas 
: too! That keeps clothes in press, open to air and 
yy light. Replaces awkward and invariably over- 
4 loaded costumers and crowded lockers, holds twice 
as much in less than half the space. The Peterson 
S-6 office valet (2'2 feet wide) accommodates 6; 
3-U wall racks (3 persons per running foot) come 


/ any length; 


‘ : in anywhere. 
jt 
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for productive 
use. Finished in 
office green or 
walnut brown en- 
amel 
















Dealers write for 
full information 
about these fast 
selling units—be 
first to introduce 
them. 





of 
People” 
Chicago. U.S. A 


OGEL-PETERSON 
“The Checkroom 
1823 N. Wolcott Ave., 





fit | 


room floor space | 
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mercial stationer has had the most profitable year 
for some time to come. On analyzing those profits 
the average figures will indicate that thirty-six per 
cent is a buying profit and sixty-four per cent is oper- 
ating profit. The buying profit will shrink so the oper- 
ating profit must rise to maintain the same profits. 

In conclusion, Mr. Hampton reiterated that we do 
not have to apologize for wanting to stay in business 





RANDOM SHOTS AT THE EASTERN CONFERENCE. 


1. Seated: Otto Kretchmer, Peerless-Key Imperial Mig. Co.; 
Royal H. Eckert, Royal H. Eckert, Inc., Allentown, Pa.; 
Archer Gibbons, Archer Gibbons Co., Newark, N. J. Stand- 
ing: Dan Smith, Smith Ptg. Co., Williamsport, Pa. 

. Seated: Fred S. Norton, Business Equipment & Supply Co., 
Reading, Pa.; Frank R. Fargo. Frank R. Fargo Co., Bridge- 
port, Conn.; W. G. Hintz, Jr.. W. G. Hintz, Inc., Reading, Pa. 
Standing: Harry M. Shaaber, Business Equipment & Supply 


° Reading. Pa. 

. E. Goole - R. McCleod, 
Minnesota Mining & Mig. Co.: B. Kerr Co., 
Lancaster, Pa. Standing: W. W. J. A. 


Automatic Ptg. Corp., 


Acco Products, Inc.; 
te Ta lor. 
Lenz, Codo Mite. Co.; 


Snitzer, Philadelphia. 


but he recognized that the dealer had just two classes 
of customers today—war industries and civilian indus- 
tries. The latter he has found is much easier to sell 
because many dealers are spending their entire time 
on war business and not calling on civilian businesses. 
He called attention to the fact that many new war 
industries, branch factories and arsenals would not 
be operating today except for the fact that the local 
stationer had the tools of business right on the job— 
except that the local stationer was there to give 
technical service and advice. Mr. Hampton recalled 
that many items we now regard as essential to our 
business were not a part of the dealer’s stock a few 
years ago and yet, dealers prospered. So he summed 
up with the thought that critical merchandise is not 
critical if a substitute can be had and with the 
admonition to dealers to watch their stocks carefully 
because of changes in products that a great upheaval 
such as the present always brings. 

~“C> Potomac” Garvin then spoke informally on some 
of the high spots of the National Stationers Associa- 
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tion in time of war. He led off with the statement 
that the most encouraging things about these meet- 
ings is the evidence of deep thought and attention 
indicated by the questions provoked. He paid tribute 
to Mr. Hampton as a man who has a happy faculty 
of doing things while other people are still thinking 
about them. 

We have got to study our business today, was the 
speaker’s contention. We have to sell people what we 
have—we have to show people how to use what they 
have and what we have to sell. He read his “A Busi- 
ness Man’s Prayer” as a prelude to the thought that 
it is the fellows who are using and keeping their 
heads who are soaring ahead today. 


Preserve Economy 


The big job of business is to preserve the present 
economy so that when the boys come back home from 
the war they can go right back to their jobs to do a 
thorough, constructive job as surely they will if the 
opportunity is given them. Here Mr. Garvin recorded 
some of the association work with which most of our 
readers are familiar. The present attitude of our 
leaders is that we have enough radios, refrigerators, 
electrical devices, autos, typewriters, etc. to last the 
civilian economy until after the war. Somehow, we, in 
this business, must show American business how to 
use the merchandise we can sell and if we can’t some- 
body else will. Where would much of our war effort be 
now if all these branches of war industries were 
obliged to wait until their supplies could come through 
from central headquarters, he asked. It was the local 
stationer who had the stocks who put them right to 
work, educating their employers in their use. Then the 
general manager recited a list of people who were 
going to find it difficult to stay in business. 

1. Firms which do not carry stock. 

2. Firms enjoying doorway deliveries. 

3. Firms with inside buying prices who passed their 
advantage on to the user and sold only because their 
offer was cheaper. 

4. Firms which cannot sell themselves to their 
communities. 

5. Firms which are not resourceful, not adaptable. 

6. Firms which do not keep a balance between over- 
head and sales. 

7. Firms which do not maintain a close contact 
with their suppliers. 

8. Firms without business friends 

9. Firms which quit because it is easier to quit than 
stay in business. 

10. Firms which blame their troubles on everybody 
and everything but themselves. 

11. Firms which forget this business has survived 
all wars for 500 years 

12. Firms which like to go bankrupt 

13. Firms which don’t Know how to take the bumps. 

14. Firms which forget it is their patriotic duty to 
stay in business until “Johnny Comes Marching 
Home.” 

He also contended that the smart firms will: 

1. Be prepared to service all business machines and 
provide supplies. 

2. Go after the market now in possession of the 
direct sellers. 

3. Be ingenious—sell what can be supplied. 

4. Not let used furniture get into the hands of 
junk dealers. 

5. Make inventory cover as many people as possible 

6. Stay away from volume orders 

7. Not use special discounts to sell today. 

In conclusion Mr. Garvin said that the greatest 
benefit from these meetings was to be had from the 
revival of spirits and the fact that all were helping 
one another, rooting for one another. 

Opening the afternoon session Mr. Garvin intro- 
duced “Dick” Healy whom he termed as a great guy 
a great citizen and a great stationer who knows his 
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stuff. The speaker opened with the statement that 
although the program said his speech was to be a 
“Presidential Address,” he was just going to talk shop 
and suggest a few ideas which his concern had found 
helpful and which he hoped might be beneficial to 
his listeners. 


1. Man Power—try replacing men called to service 
with girls. Mr. Healy’s experience indicates they can 
be more easily trained than oJder men. 

2. Frozen Office Machinery—enlarge your service 
and repair department—sell annual service contracts 
for monthly maintenance. Bring the ailing machines 
to your shop for repair; it will be cheaper and more 
profitable. 

3. Buy tax certificates to the extent of seventy-five 
per cent of your net earnings every month to provide 
the cash to meet your 1942 taxes. 

4. Develop your social stationery department to help 


| replace volume lost by scarcity of many commercial 


lines. 

5. Don’t try to compete with drug and chain stores. 
Handle different and better merchandise. 

6. Put more responsibility on departmental heads 


and recognize in compensation outstanding jobs. 


7. Introduce a profit-sharing plan with your em- 
ployees and recognize individual good work. 
8. Learn to love people and treat people as you 


would have them treat you. 


9. Consider thoroughly the new War Risk Insurance 
plan which will be ready about July 1. 

10. Don’t carry too much inventory. 

11. Pay special attention to regulation W on credit 
control—remember that sixty days is maximum credit 
allowable. 


In closing, Mr. Healy spoke directly to dealers ad- 
vising them to discard the old time-honored thought 
that all manufacturers wear long horns. Much help 


| can be obtained from manufacturers and their sales 


representatives. He implored manufacturers not to 
curtail their travelers for now was the time dealers 
needed all the help they could possible get. 

At this point W. H. Foster, chairman of the board 
of The General Fireproofing Company, was singled 
out in the audience and introduced. 

The Wartime Panel consisting of Woodson P. Waddy, 
Everett Waddey Company, Richmond, Va.; Dan Smith, 
Smith Printing Company, Williamsport, Pa.; W. T. 
Woodhouse, Jr., Woodhouse Stationery Company, 
Washington, D. C.; H. H. Wilkinson, Office Supply 
Company, Lancaster, Pa.; Frank H. Fargo, Frank H. 
Fargo Company, Bridgeport, Conn.; Elmer Pape, 


| Adkins Printing Company, New Britain, Conn., and 
| Tom Stagg, Hoskins, Inc., Philadelphia, gave a rapid- 


fire five-minute picture of conditions in their own 
respective territories. 

Hector Lazo, chief, trade relations section, Office of 
Price Administration, was introduced and asked for 
the privilege of talking to the group “as one business 
man to another.” Prefacing his remarks with the 
suggestion that the world might be a better place 
without so much legal advice but he recognized that as 
individual rights must be upheld there must always be 


| legal advisors to assist the individual. Mr. Lazo then 


presented some of the problems faced by our govern- 
ment in the hope that his listeners might be better 
able to understand some of the workings of the 
government and understand with sympathy. 


Who’s in the OPA? 


The speaker recognized the stories that have been 
knocking around about the OPA being composed of 
college professors, communists, crackpots, etc. and 
answered the rumors by saying that the OPA, of 
course, has its share of professors but that these men 
were there because business men found themselves 
unable to leave their lucrative jobs and come to Wash- 


| ington to help. He also recognized that some embar- 
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rassment results when business men in charge of some 
governmental activities call on competitors for in- 
formation desired by the government but which if 
used competitively might result in undue advantage. 
In all his contacts he stated he had met no one who 
wanted to put any business men out of business. He 
reminded his listeners that the government has 
definite limits to the pay of employees so that only 
men who were not making as much as the government 
offered or men with a highly developed sense of 
patriotism could be expected to be in these positions. 

Mr. Lazo’s contention was that most of OPA’s prob- 
lems arise from the fact that the basic law under 
which they work is inadequate—at best a compromise 
—at worst a restriction on the privileges of every 
citizen. To give some of the background that led up 
to the law, the speaker recalled the period after 
World War I in which he claimed that our troubles 
were caused by the fact that no one gave the post 
war period thought and consideration. At this moment 
we could not stand another period of inflation so 
some good and adequate thinking is now being applied 
to this complicated problem of price control. The first 
draft of OPA law was a part of a general overall 
plan to control all the elements that go into the 
making of price but special interests soon made their 
weight felt and the resultant law comes far short 
of the desired goal. But Mr. Lazo’s contention was 
that this all was a part of the democratic process— 
the thing we are actually fighting for today. When 
we kick about the delay and red tape we kick about 
democracy for, the speaker said, that, too, was all part 
of the democratic process. “Adjourn politics for the 
duration?” the gentleman asked, “it only means ad- 
journment of representative government if you do.” 
Much criticism is leveled at Mr. Henderson, the chief 
of OPA, but the speaker held that most of it was 
caused by erroneous impressions. Mr. Henderson was 
gathering together as fine a staff as he could but in 


sO Many cases he was obliged to rely on the recom- | 


mendations of governors, congressmen, senators, etc. 
that many appointments were undoubtedly political. 


Avoid Rumors 


Don’t believe every silly rumor you read or hear was 
Mr. Lazo’s request. OPA has asked for 3300 contact 
men to assist in the instructing of uniformed retailers 
on all the ins and outs of OPA procedure. 3300 were 
asked for because there are that many counties in 
the U. S. A. The speaker gave as his firm conviction 
that nobody in OPA has an intention of keeping this 
program in operation any longer than was absolutely 
essential. He did call to mind that the government 
is now employing an army of people who could not 
be turned loose on industry all at one time and that 
it would of necessity require slow liquidation. The 
speaker also indicated that if business management 
could not absorb these people the government would 
be obliged to keep them. In Washington they have 
unbounded faith in business and its fortitude to put 
up with the difficulties of the present. “And so,” the 
speaker concluded, “when this war is over the heroes 
of this war will be 130 million Americans who have 
seen their duty and have done it.” 

The last speaker of the afternoon was C. B. Ham- 
men, moderator, business analyst, Paper and Pulp 
Division of OPA. It was Mr. Hammen’s lot to have 
the duty of explaining the various parts of the price 
ceiling program which have been discussed by many 
speakers and reported in the pages of this Journal. 
Mr. Hammen’s remarks were explanatory to Bulletins 
No. 1 and 2 issued by OPA. 


Tom Stagg Presides on Saturday Morning 


The presiding officer of the morning session, Tom 
Stagg (Hoskins Co., Inc., Philadelphia, Penna.) presi- 
dent of Philadelphia Stationers Association, intro- 
duced E. R. Manning, Stein Bros. Manufacturing Com- 
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pany of Chicago, Ill.. who spoke on “Luggage and 
Leather Goods.” 

Mr. Manning said his remarks were actually divided 
into two sections. This was neither time nor place 
for a pep talk on salesmanship. He did remind his 
listeners this was the time to take ourselves very 
seriously. The times change. Annoyances and con- 
fusion of last year is changing into an attitude of 
patience and cooperation. Business relationships are 
going through the same melting pot as human rela- 
tionships. War always means changes in lines, too. 
Under pressure of production and substitution we 
learn many new things. Work with your association 
to help it help you, he charged. 

The second part of his address consisted of a synop- 
sis of the leather goods situation which Mr. Manning 
said was nowhere near as acute as some others. He 
spoke of the difference between World War I when 
there was a shortage of leather and the government 
was urging the substitution of rubber, and this war 
when the reverse of that situation obtains. Difficulty 
is now being experienced in obtaining heavy grades 
of leather as well as the very fine smooth top grade. 
Peculiarly enough, artificial leather is harder to get 
than real leather. But shortage of other materials for 
linings, metals and zippers will require substitutions 
where possible and elimination where impossible. How- 
ever, the immediate situation is far from terrible. 

Mr. Manning suggested to retailers that leather 
is a very attractive merchandise. Placing it forward 
in the store adds tone to the establishment as well 
as increasing sales. He told of a new ruling just re- 
ceived on zipper writing portfolios. Sizes below 81% 
by 11 are not taxable; sizes above are. In closing he 
emphasized the fact that leather goods display dresses 
up the store—that even though the army of salesmen 
was decreasing a new army of engineers, technical 
men, etc. working for the government and on govern- 
ment projects was increasing. When you have diffi- 
culty keeping up your regular volume the leather goods 
department offers real opportunity. 


Garvin’s Address 


“Every Other Inch a Gentleman.” Charles P. Garvin 
then explained the title which had readers of the 
program guessing as to its intent. Some people, he 
maintained, believe all of us ought to take every- 
thing that comes along without squawking and if we 
don’t, should be branded unpatriotic. But it was 
the speaker’s contention that representative govern- 
ment allows the opportunity to complain. The speaker 
insisted that every other inch we ought to be old- 
time Americans who fight up and down the line for 
everything we have and hold to. The American people 
can be trusted to perform no matter what the emer- 
gency. Although Americans are quick to take up 
fads, they never will take up the habits of the 
ostrich—they never will allow anybody to change 
definitely and basically the American way. It’s wrong 
to attempt any important changes in our life when 
a couple million of our boys are away on the firing 
line. Among them are the leaders of tomorrow and 
when they come back they will not be denied. There 
are people, said Mr. Garvin, who even contend that we 
ought to go on short rations just out of sympathy with 
other nations who are starving. “Are sack cloth and 
ashes proper raiment for a people whose only crime 
is of building the greatest civilization on earth?” 
the speaker asked. No one will get anywhere with the 
suggestion that we lower our living standards. There 
is a pattern to our thinking in war and after— 
announced to congress by the president in the four 
freedoms which some countries may not be prepared 
to accept—in the economic agreements signed by 
America and England. Milo Perkins says there are 
changes ahead but this progress need not destroy but 
rather provide the environment wherein this industrial 
economy can strengthen itself—in that the country 
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with the least possessions is going to do the biggest 
job when the war is over. It was the speaker’s con- 
tention that government will continue to control 
business for at least a reasonable time after the 
war and that the finest brains of business are needed 
right now and in the five years to come. In closing 
he insisted that this country just can’t be licked 
because we are going to sing and smile our way 
through. 

The next speaker, E. A. Keeling, Art Metal Construc- 
tion Company, pinchhitted for one of his own men, 
Frank Link, who was detained on special work. Mr. 
Keeling spoke about the city of Jamestown in which 
their factories were situated and how the factories 
one after the other were turning to war work 100 per 
cent. Although their manufacturing must necessarily 
be curtailed on their commercial business, they are 
accepting the situation to help win the war. “But 
what to do with our salesmen on the road?” asked the 
speaker and answered by saying his company planned 
to keep all their men travelling. “We decided on 
that course so we might be certain that our dealers 
might be kept informed—that they might have the 
assistance of specialists to help them instruct their 
forces.” During this time we plan for the future 
which is bound to bring changes in styles and changes 
in materials used. After this is over we hope to have 
a better line, of more benefit to the user. At the 
moment we are using this time making a survey to 
ascertain whether our set-up is just the best we can 
make. In all these trying times we had found remark- 
able cooperation and understanding among dealers. 
As to the future, Mr. Keeling predicted that after the 
war we are going to have the largest volume of 
business for years to come for we would have to rebuild 
the world. 

“Facts and Figures” 


“Facts and figures in War Time” was next presented 
by C. J. Judkins, Chief Trade Association Section, U. S. 
Department of Commerce. Mr. Judkins presented some 
interesting charts and figures to give his listeners 
some idea as to the future. He showed how various 
retailers in groups had experienced better business 
for the past year. He showed how the growth of the 
national income related to the expenditures for war 
purposes—how the growth of government workers pre- 
sented still another problem. In closing, he told 
how his records proved that trade associations had 
been hurt badly but claimed that the movement gen- 
erally is still strong and making progress. 

After luncheon, Frank R. Curtiss delivered some well 
chosen extemporaneous remarks on selling. He, too, 
believed that we are guilty of over emphasizing the 
scarcity of critical merchandise and forgetting the 
things we can sell. He believes that dealers are 
neglecting a real selling job on the thing no one 
else has, yourself, your name, your institution, your 
store and your service to the community. He charged 
dealers to sell and wagered they would be pleasantly 
surprised at the results. 

Henry Fowler of the Chamber of Commerce was the 
next speaker and presented a graphic picture of the 
operation of the Department of Commerce. Inviting 
his listeners to use the services of the department he 
said that there are local chambers in most cities 
employing 3000 on full time basis and 2000 on part 
time basis. 

Americans Not Apathetic 


E. Fred Cullen, from the Office of Civilian Defense, 
told how he became interested in this work as a mem- 
ber of the “Aid to Britain Committee’ whose purpose 
was discarded with the passing of the Lend Lease Bill. 
He deplored the talk of the apathy of Americans 
toward the war and stated it was his belief that 
Americans are doing a typically American swell job. 
He told how 9,000,000 Americans were now enrolled in 
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a DREAM cnaar’s neat 


... AND REALLY Goop! 


A carbon paper well-named because it “works 


like a dream” 








e Unsurpassed writ- 
Inna ing qualities! 
bac as FS UL 

e Manifolding ability 


par excellent! 


e Clean handling and 


non-treeing! 





Curl proof and 





“Cuss proof’! 








Your dream of real carbon paper profits can come 


true—just write on your business letter-head for free 
samples and prices. 
Note—Many DREAM CARBON numbers are 


made in universal finishes—one finish that will work 
on either Standard or Noiseless typewriters! 


U. S. TYPEWRITER RIBBON MFG. CO. 


FILBERT AT TENTH STREET 
PHILADELPHIA, PA. 











and C holders ! 


For every tank produced to- 
day there are “tank-loads” of 
letters written about it, Letter 
production is part of War 
Production and _ necessitates 
speed and accuracy in han- 
dling. The ERROR-NO Copy- 
holder on the job insures 
rapid-fire output of today’s 
vital letters, reports, speci- 
fications and records. Sell 
ERROR-NO and Buy War 
Bonds! 


Write for today’s 


THE DAWN 
Manufacturing Corp. 


10 MT. HOPE AVENUE 
ROCHESTER, N. Y. 


delivery details. 





ERROR-NO 


Built in Seven Sizes 








os 





114 


COOPERATION 
PLEASE! 


LET’S ALL HELP 


UNCLE SAM 


e Concentrate on preferred, other Government 








and Defense Customers. 
WPB General Limitation Order No. 73 drasti- 


cally curtails production. Write us for particulars. 


USE STAPLE INSTEAD OF 
REPAIR INEFFICIENT STAPLERS 


99 times out of 100, just cleaning, adjustment or 
replacement of a minor part, will restore them to 
war time efficiency. 


Your cooperation will help build more 
PLANES—TANKS—BATTLESHIPS 


MARKWELL MFG. CO., INC.2°2%2.5* 











‘‘National’ Cases 


Mean 
Profit and 
Satisfaction 
on Back-to- 
School 


Business 






Now is the time for 
all forward-looking dealers 
to get set for their school 
supply business for the fall season. 
“National” brief cases, envelopes and ring binders are proved profit- 

eR , makers, backed by years of experience in 
knowing just what your customers need and 
want to buy. The “National” line assures you 
of advanced style, the finest leathers—and 
popular prices. If you want to be sure of 
your school supplies better get your order in 
early. 


National Brief Case Mfg. Co. 
512 S. Peoria St., Chicago, Ill. 
10 E. 34th St., New York 

1709 W. 8th St., Los Angeles 
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0.C.D. and emphasized the importance and pleaded for 
the assistance of all business men with their local 
Defense Council. The most important job they have 
is with the community who believes “it can’t happen 
here.” He indicated his belief we have a tough fight 
ahead but when the final bell is rung America will be 
the winner. Mr. Cullen read a special message to the 
conference from James M. Landis, director, Office of 
Civilian Defense, which follows: 


“Every stationer, like every other good American, is 
asking, ‘What can I do to help win the war?’ We 
in the Office of Civilian Defense believe we can help 
you answer that question. We have been learning it 
ourselves by helping over 9,000 communities work it 
out by hard trial and error. 

“You can help the war effort in three different 
capacities: as a citizen, as a retail merchant, and 
as a Stationer. 

“As a citizen, you can and should coordinate your 
efforts with those of your local Defense Council. If 
you have special ability as an organizer and admin- 
istrator, help the council plan and execute its program 
so that it will best fit the needs of your particular 
locality. If you do not have such qualifications, offer 
your services to the local office. Ask about the pro- 
tective and mobilization services. Find out what is 
needed in your community war program and accept a 
part of the responsibility of carrying it out. Fulfill 
your individual obligation to buy war bonds, to sal- 
vage, and to conserve essential war materials. 


“As a retail merchant, you have a Special interest 
in the protection of property from enemy attack or 
plunder. Your first duty is to your own organization 
and to your business premises. Protect these according 
to your local defense regulations. Help your employees 
organize for calm, efficient action in case of air attack. 
Plan with your local Defense Council the best possible 
protection for your customers in case of a raid. 

“You can assist local rationing boards with advice 
based upon years of experience in distribution of goods 
in quantity and in dealing with the public. 

“It is your direct responsibility to understand and 
cooperate with priority rulings, to explain these rul- 
ings to your clerks who will in turn explain them to 
customers, so that they will want to codperate. 

“Encourage your employees and patrons to cooperate 
with your local Defense Council. Cooperate with the 
drive for the sale of war bonds by asking your em- 
ployees to purchase bonds in the amount of at least 
ten per cent of their salaries. Set them a good example 
by purchasing an amount more than ten percent of 
your own salary or earnings. 

“Maintain morale. It is the duty of those who can 
see clearly what we are fighting against and what we 
are fighting for to build morale by helping others to 
understand these great issues. 

“Remember that you as a retail merchant have a 
special interest in this war. The very existence of the 
right to choose your own occupation is at stake. 


“As a stationer, advise your staff and tell them care- 
fully to explain why certain grades of paper or other 
scarce items are not available. Instruct them in the 
importance of never simply saying ‘We can’t get any 
more,’ but rather in explaining why that particular 
item is more important in the battlefront than the 
home front. 

“If you have a printing department, experience with 
which has given you special knowledge, offer your 
services and suggestions to local Defense Councils. 
They will have plenty of printing problems. 

“If you distribute publications of your own, lose no 
opportunity to use this valuable medium in the war 
effort. Explain in detail the problems which experi- 
ence with the customers in your store teaches you 
are most confusing. Do the same with enclosures 
which you make with your statements to customers 
each month. 

“Make all the space in your store count. If you 
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Here at Gunlocke the craftsmanship that has made Gunlocke 
Chairs so easy and so profitable to sell is not being laid away 
for the duration. We're still making chairs—the finest chairs 
that our craftsmen can turn out. 
It’s true, of course, that many of them are going into service 
in war administrative offices and war production. Some 
of your customers may have to wait... but in waiting they 
can be sure that there will be no faltering in the progressive 


leadership of Gunlocke craftsmen. 





Gunlocke Chairs in the future ... as they are now... . will 
be built to the standards that create customer satisfaction . . . No. 2283 


that build repeat sales for you. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








we 


Hair-line 
<—Over- 
Under 
Weight 


Indication 








"Air Mail Accuracy’ 
BEAM POSTAL SCALE 


1S A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices——show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


i TYPEWRITER 
ines RIBBONS 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
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Stationers have already sold thousands to their eus- 


upon. 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Codo makes carbon paper for every copying purpose and 
Quarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE Calle MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 
Factory, Coraopolis, Penna. 
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Write for Circular. 


SCALE & MFG. CO. 
T a | ‘a F Wl 2714 W. 21st Street 
CHICAGO ILLINOIS 
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No. 1414: 66x36” — Smart 
Materials, 
Painstaking Construction, 











Design, Quality 


Write for catalog. 


“@ 






THE VITAL BUSINESS OF A NATION 
FLOWS ACROSS THESE DESKS! 


YU 


America’s industry is geared to War. 
That means important decisions— 
more critical demands on industry. 


Plans for the future . . . programs 
for today are created by executives 
working day and night at their 
desks. 

Indiana Desks are serving war in- 
dustry from coast to coast—in great 
numbers—-sharing in their own way, 


— the responsibilities of the hour. 


x a 


INDIANA DESK COMPANY 


JASPER 





INDIANA 













Sit down and write 
a check—back the 
winner with more 
U.S. Defense Bonds 


New Indiana 
Chair Co. 
No. 411 


Simple dignity expressed with modern force has put this number 
high in range of popularity. Available in quartered oak and 
in birch with walnut or mahogany finish. Chairs built with a 
minimum of metal parts aid the war effort, and can be shipped 
sooner. See our catalog. 


New Indiana Chair Co., Jasper, Indiana 








YOUR CUSTOMERS | 
ALWAYS NEED MORE 
WARSHAW Index Cards! 


Especially if they are made by 
WARSHAW'S rotary cut (4 sides) 
process. No fuzzy edges. Perfect 
margins and rulings. Good substantial 
stock—at prices none can deny. Al- 


ways clean and ready for use. 








€ P . 
Buy now. Get the big quantity 
ROLL LABELS 
GUIDES discount. 
INDEX CARDS THE 
REINFORCED 
FOLDERS WARSHAW MFG. CO., INC. 
PROTEX 1 MAIN ST., BROOKLYN, NEW YORK 
STICKONS 
MENDING TAPE 
GUMMED 
INDEX TABS 
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have a good idea for a window display, either instruc- 
tional or inspirational in nature, do not wait for the 
local Defense Council to ask your permission to use 
your window. In this war, we cannot wait to be told. 
We must act. 

“You can think of many more and better ways than 
these to cooperate in the war effort as a citizen, as a 
retail merchant, and as a stationer. The important 
thing is to have the will to win, and to know the 
necessity of acting now to win. It is as true now of 
the United Nations as it was of the Union, when 
Lincoln said it, that “if we do not make common cause 
to save the good old ship ....on this voyage, nobody 
will have a chance to pilot her on another voyage.” 
Winning the war is a spirit which must pervade all 
establishments, large and small. Only by total codper- 
ation can we win a total war!” 

Ben Rogers, Acting Chief of Priority Section Con- 
sumers Durable Goods Branch then took up the diffi- 
cult task of explaining the present and vital priority 
forms. To begin with Mr. Rogers told his listeners 
something about WPB itself stating that most of the 
members of the Board came from business and know 
the problems of business and realize the difficulties 
under which business labors today and tried to main- 
tain a sympathetic attitude toward these complicated 
affairs. He had observed only intense devotion and 
absolute integrity in the men and women on WPB 
all of whom recognize no set working hours but labor 
without pause until practically exhausted. The speaker 
said that the Board was aware of the fact that they 
had made mistakes but reminded that any organiza- 
tion whose size had mushroomed as WPB had, wherein 
a tremendous influx of personnel had taken place, 
is bound to make mistakes. But, he contended, that 
is the desire of WPB to serve business but first 
comes the needs of the war. He paid tribute to 
Donald Nelson, chief of WPB. The speaker then pre- 
sented some facts and figures to show just why re- 
strictions on many raw materials were essential to 
the war effort. He gave expert opinion to prove 
that during 1942 temporary shortage of several vital 
materials was imminent. Therefore, he contended 
that conservation of raw materials was vitally impor- 
tant. The speaker then explained the various priority 
forms. He closed with the advice that all manufac- 
turers will do well to study all the regulations of 
WPB copies of which can be obtained in Washington 
or at any branch office. 


Ed Little Entertains 


A bit of relaxation was experienced while sleight of 
hand artist, Ed Little, Wabash Cabinet Company, 
pulled a little stunt to the amusement of the gath- 
ering. 

N.S.A.’s Wartime Council was then called. The first 
speaker was F. H. Caswell, F. S. Webster Company, 
who impressed upon dealers the importance of pro- 
viding information to the manufacturer to indicate 
where the goods is sold. He spoke of some difficuities 
experienced in manufacturing but indicated that the 
resourcefulness of business was producing worthy 
substitutes. Referring to ribbon spools he told of 
the difficulty in obtaining them and the probable 
use of plastic or fibre sides and closed with the sug- 
gestion that all metal spools be saved. 

Mr. Hampton, the second member of the council to 
speak, said they in their business were as much in- 
terested in men as in inventory. They had worked out 
a plan whereby men who were called to the service 
would be displaced only when necessary and if these 
men would return to the job thirty days after being 
mustered out of service at the end of war, they 
would receive five per cent of the business done with 
their individual accounts while they were in service 
(in ten payments.) This, said Mr. Hampton, had made 
a remarkable difference in the attitude of the men. 

Ed Conlon, Rockwell-Barnes Company, related some 
experiences on his trip around the various regionals 


(ELLULOSE 
STENCILS 42 





e For those who wish the best in 
CELLULOSE Stencils . . . This new 
addition to our line of Duplicator 
Supplies is the result of years of 
experimental work by our Tech- 
nical Department. 


A product of typical TEMPO 


quality 
No. 3145 Legal size 


MILO HARDING (CO. =». 


436 W. Pico Blvd.- Los Angeles, Calif. 455..,,,.., 
617 Fourth Ave.- Pittsburgh, Penna. " 
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DESKS FOR WAR INDUSTRIES 


DEMAND FLUORESCENT LIGHT ! 








Team-mates 
for Vital War Work 





Where you sell desks to Uncle Sam or important War 
Industries, you serve both buyer and yourself by sug- 
gesting VAN DYKE Fluorescent Desk Lamps. Further, 
the high priority ratings possessed by these customers 
makes it possible for us to assure quick delivery. 

Don't overlook this opportunity to boost your sales. 
Make it your business to sell desks and fluorescent 
lamps as essential office mates whenever occasion arises. 


Our Stock Is Sufficient to Make 
Immediate Delivery. Order Now. 





VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on req 


ALLEN & COMPANY 
DerT. mw 
11-18-15 Vandewater St., 
New York, N. Y. 
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Victory Thought for the Day: 
’ 
DON'T WASTE! 

Today almost every metal item in ? 
Stainless Steel File Signals, Letter a 13 
and Paper Clips, and Index Tabs 

eee 
to take it! Their use will help to FILE SIGNALS 
keep war routine smooth, free from i 


an office is precious. Use Cook's 
over and over again—they're made 

STAINLESS STEEL 
"bottle necks." 





In some measure, the items il- J 
lustrated here are still available, SPRING STEEL 
but with our facilities almost 100°, pitied va 
in war work, the supply of our 
regular products is, and must con- 
tinue to be, under normal. Hence, 
our friendly suggestion: DON'T 


WASTE! “BULL DOG” 
PAPER CLIPS 





THE H. C. COOK CO., 


ANSONIA, CONN. 


Aliso makers of the nationally 
known Gem Fingernail Clippers DEX TABS 











OFFICE APPLIANCES 


throughout the country and emphasized the need for 
the codperation of dealers in assisting manufacturers 
to ascertain the end use of their products. 

Mr. Little offered a bit of Indiana psychology by 
stating his belief that we spend too much time glori- 
fying the past, wondering about the future and forget 
the only time we have is today. We must do a great 
deal of thinking now, he contended, suggesting that 
each of us in doing well what we can do, is making 
an important contribution to the success of the war. 
In selling he opined we are inclined to take it for 
granted that the buyer knows as much as we do 
about our own products. Making a plea for more 
effort on the sale of filing supplies Mr. Little closed 
with the thought that our biggest competition is to 
get the buyer’s time. 

As a fitting closing of this grand convention, Mr. 
Garvin read ‘My Creed.” 

Dinner Saturday night was an informal cozy affair, 
a sort of a family gathering in which the presence 
of the Ladies made the picture complete. Dancing 
followed in the Submarine room. And thus to a close 
came one of the finest conferences we were ever 
privileged to attend and like all who did attend, we 
went away with new knowledge, new determination 
and inspiration to tackle our jobs with new vim and 
vigor. 

*—-o 
VINCENT BECOMES SOLE OWNER OF TYPE- 
WRITER FIRM 

Irwin S. Vincent, president of the National Type- 
writer & Office Machine Dealers Association, last 
month became the sole owner of the Western Type- 
writer Company, Topeka, Kans., when he purchased 
the interests of R. G. Nichols, who has been his partner 
in the firm for twenty-three years. 

Mr. Nichols has retired and will devote his entire 
time to his cattle ranches. 

The company was founded in 1919 by Mr. Vincent 
and Paul E. Jones shortly after both men had returned 
from service in World War I. A few months later 
Mr. Jones sold his interest to Mr. Nichols, who has 
been associated in the firm ever since. 

o—-o 


FIRE DAMAGES ACME RULER PLANT 

Fire of unknown origin recently swept through the 
large plant of the Acme Ruler and Advertising Com- 
pany, 512 Rhodes Avenue, Toronto, Ont., causing 
damage estimated at $45,000. Efficient work on the 
part of the district fire departments assisted by A. R. P. 
workers and Auxiliary Fire Service volunteers pre- 
vented the blaze from totally destroying the big brick 
building and its contents. Several fire fighters were 
slightly injured in the battle—-CG 

— —- — 
HARMS AND ADAMS G.L.T.C. GUESTS 

Will Harms and Earl Adams of Business Equipment 
Company, Peoria, dropped in at a meeting of the 
Great Lakes Travelers Club June 5. They had come to 
Chicago on business, most of which was transacted in 
the morning. In the afternoon they hoped to be for- 
tunate enough to find time for part of a double- 
header at Wrigley Field. 

— —> ee ~ 
LEWIS EMPLOYEES GET BONUS 

Employees of the R. P. Lewis Company, Flint, Mich., 
last month were notified that a bonus of $15,000 is 
to be distributed among them in the form of company 
stock. This is to be given those who have been with 
the firm since July 1, 1941, newer workers receiving 
five dollars for each month of employment. 

<= « 
REIMANN CHANGES FIRM NAME 

Peter C. Reimann, owner of the importing firm of 
Praga, Santiago, Chile, has changed the company’s 
name to Ramon Marin, Ltd. The firm is located at 
Casilla 9148 in Santiago. 
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... Whey Sail The Ocean Blue! 









Pencil sharpeners are quite 
good sailors; a fit first mate 
to good pencils wherever 
courses are charted and 
when the orders are written 
that bring sharp, dramatic 
naval action. 











Although conditions have forced the curtailment of pencil sharpeners 
to a considerable degree, we assure our dealers that whatever amount 
is produced shall be distributed as fairly as possible. 


C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
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PENCIL SHARPENERS 





BINDERS 
Prem xe) -Tiik 


FOR THE WAR INDUSTRY! 


Newly developed items of particular appeal to 
war factories provide the dealer with a vast 
potential market. Here are a few of the timely 
records for which there is a definite, immediate 
demand: 


BOND DEDUCTION RECORDS—For con- 
cerns who have adopted the Treasury Plan of 
Pay Roll Deduction for purchase of War 
Bonds. 


VISITOR AND TRUCK REGISTERS—Neces- 
sary under the government regulations for War 
Contractors. These forms meet the require- 
ments of Federal authorities. 

STOCK AND INVENTORY CONTROL— 
Now more than ever must a close check be 
kept on stock movement. A wide range of 
forms for price control, etc. 

SEND FOR COMPLETE CATALOG 
Acquaint yourself with the above and other 
fast selling items available in the CESCO line. 
Exclusive agencies to established dealers. 


THE C.E. SHEPPARD CO. 










4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 


119 





POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 

A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES.“ 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 














PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 











QUALITY PRODUCT 
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FILE STENCILS 
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2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide 
index page standard 
on both sizes; produc 
tion record page for 
each stencil allows 
space for com 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock 
pages numbered 
spiral binding en 
ables book to lie 
| flat at all times 


Send today for 
descriptive folder. 


| Technygraph pe 


TECHNY, ILLINOIS 
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When You Give to the U S 0 
BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 








Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLOG. CLEVELAND, OHIO 
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BUILD good-will and insure repeat orders with the preferred 
Daco line. Write today for catalog A, available to all deal- 
ers, with complete price list. 

@ Filing Systems @ Filing Folders 

@ Printed and Ruled Stock Forms @ Guides and Indexes 

@ Special and N.C.R. Forms @ Bank and Insurance Forms 


Za a ae fora 
DACO 3 
| THE DACO CARD s INDEX CO. 


9 FEDERAL COURT + BOSTON,MASS. 











INDUSTRIAL STOOLS 


METALSTAND CO. 





y 


For Plants on Defense Work 


Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 


Order a dozen for a starter. 





1615-1625 Melon St. 
PHILADELPHIA, PENNA. 











WAR / PRODUCTION 






RIDES ON RECORDS 


We are proud to say that National records are help- 
ing in every important government job. Proud, too, 
to report that we have helped so many of our deal- 
ers get into the defense picture. 


NATIONAL BLANK BOOK COMPANY 
Holyoke Mass. 
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DAYTON STENCIL 
WORKS CO. "cris" 








World’s Most Amazing 
qa STAPLE REMOVER 





The New PRESTO Staple Re- 0 
mover quickly—easily re- ne 
moves all wire staples from of the 
checks, letters, reports and 

other papers. No torn papers. Four 


No broken fingernails. The 
Presto is made of colorful PRESTO 


plastic and hardened steel— P 
rofit 


priced low —assuring wide 


use in office, school and home. Makers 


J Write for full facts. 





25¢ METAL SPECIALTIES MFG. CO. 


3200-08 Carroll Ave. Chicago, Ill. 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No LE P 
Ze om pe thes: 
keys to punch. No tedi- : SA qs % 


ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 






ally advertised! Write Simply tip 
: the card 
for details nowl aad anne 


3468 N. Clark St. 


Meilicke. Systems, Inc. Chicago, Ill. 
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The Complete Line of Office Equipment in Steel. 


ART STEEL CO., INC. 


NEW YORK, U. S. A. 
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MARKIL 
CELLULOID PRODUCTS 


J\\ Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 

‘ oe Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markilo Company, Mfrs. 


36338 S. Racine Ave. Chieago. U.S. A 














Vanufacturers of 


OFFICE CHAIR IRONS 
METAL STAMPINGS AND 
Baby Carriage Hardware 





COLLIER-hEYWORTH CO. 


GARDNER, MASSACHUSETTS 





— 


My L J 


POSTURE CHAIRS 


Smart-Com f ortable- Modern 


Manufactured by 


STURGIS POSTURE CHAIR COMPANY 


’ STURGIS, MICHIGAN 





’ 





- . immune to 
stainless and ink-proof. Smooth 


Made of wear-resisting Plastic Fibre Board . 
atmospheric changes .. . 
surface. Pencil groove at top. Decorated with gold score 
lines. Made in 3 sizes. Write for circular. 


SERVICE INDUSTRIES, Inc., 2025 S. Calumet Ave., Chicago 














CLEANS Type-REMOVES Spots 
SPEED-MO No. 400 TYPE BRUSH and CLEANER 


No daubing;: no dirt. Fin- 
ger tip control saves fluid, 
prevents evaporation. In- 
brush for 
emoving spots from 
clothing, gloves, ete. 
Nothing else like it. 


terchangeable 


Write us. 


RIVET-O MFG. CO. 
99 Jason St. 
ORANGE, MASS. 














Have You 


. 
a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 


THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 





NON-RUBBER 


Typewriter 
Keys 


» 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 








330 Columbus Place 
Brooklyn, New York 








Speed Key Mfg. Co. ‘ate 























TuBULAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 





Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 








THE AMERICAN 
“5 IN 1” 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 
PRICE $14.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


EASY TO CLEAN 


Clarotype cleans typewriter type 
quickly and thoroughly. It gets out 
all the dirt without spattering or 
messiness. That is why Clarotype 
makes repeat sales and more profi's 
for the dealers who recommend it 
















Clarotype Company, Inc. 
16H Hudson St. New York 





CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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ROLLING STORE LADDERS 


“A” Type Ladders « Library Ladders 


For use with Filing Cabi- 


eer nets and Shelving, in Of- 
ear fices, Vaults and Store- 
mr a} - rooms. 
i | Made of Oak and Birch, 
=r in a variety of heights 
‘west and styles, with wheels 
—| ind Automatic Safety 
Brakes. 


New Literature Now 
Ready 


LL 


| 


r 


XQ 15 

TV WRITE FOR IT, WITH 
f nie PRICES AND DISCOUNT 
Manufactured by 


|. DO. COTTERMAN ™ "Sicuco 











Beeps 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








AID TO BRITAIN 


BUY BRITISH GOODS 


& 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ery merchandise. We shall be pleased to mail you a copy 


post free each quarter if you will complete the form below. 








_ BRITAIN DELIVERS THE GOODS 
SEND US THIS COUPON a qeeem meme: 











To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND (Late of Grand Build- 
ing. Trafalgar Square, London, W. C. 2 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 








the ACME 


MIDGET 


A light weight, handy 
desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. I—NO. ae SURESH OT—SIMPLEX 
















Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 
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BEACH’S 
Ay “Common Sense”’ 
4 Expense Books and Sheets 


Order your stock from the 


Beach Publishing Co. 
7338 Woodward Ave. Detroit, Mich. 


VITAL To VICTORY 


Speeding “OFFICE PRODUCTION” in War Industries 


Lek ———— 
SD | Vewt 


VIZ-TAB 


| PLASTIC TAB FOLDER 
NON-INFLAMMABLE — | WITH THE 


Plastic Index Tabs— | "TAB that CAN'T HIDE’ 
SPEED VICTORY! : 


Free Samples for demonstrating to WAR industries. 


Manufacturers 
Vv E l 5 C * 1945 E. Kirby St., Detroit, Mich. 
































The Complete Line of 
Podsture seating 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 








THE NAME IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Moanutacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 





“op 
POSTAL SCALE 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 





More Sales with Hanson Scales. 
Ask your jobber for Bulletin No. 5 


HANSON SCALE CO. *cuiccge‘u 











MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 
prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. Chicago 





























More Dollars Per Man Per Month in the 
PAY-ROLL WAR SAVINGS PLAN 


TO WIN THIS WAR, more 
and more billions are needed 
and needed fast—AT LEAST 
A BILLION DOLLARS A 
MONTH IN WAR BOND SALES 
ALONE! 

This means 2 minimum of 10 percent 
of the gross pay roll invested in War 
Bonds in every plant, office, firm, and 
factory in the land. 

Best and quickest way to raise this 
money—and at the same time to “brake” 
inflation—is by stepping up the Pay- 
Roll War Savings Plan, having every 
company offer every worker the chance 
to buy MORE BONDS. 

Truly, in this War of Survival, 
VICTORY BEGINS AT THE PAY 
WINDOW. 

If your firm has already installed the 


OFFICE APPLIANCES 





Pay-Roll War Savings Plan, now is the 
time— 


1. To secure wider employee par- 
ticipation. 

2. To encourage employees to increase 
the amount of their allotments for 
Bonds, to an average of at least 10 
percent of earnings— because 
“token” payments will not win this 
war any more than “token” resis- 
tance will keep the enemy from 
our shores, our homes. 


If your firm has not already installed 
the Pay-Roll War Savings Plan, now is 
the time to do so. For full details, plus 
samples of result-getting literature and 
promotional helps, write, wire, or 
phone: War Savings Staff, Section E, 
Treasury Department, 709 Twelfth 
Street NW., Washington, D. C. 





Savings Bonds 





This space is a contribution to America’s all-out war program by 


OFFICE APPLIANCES 
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In times of war the Government establishes the targets— 


it’s up to us to demonstrate our marksmanship. 


Our job is to help win this war. The American way is to 
serve the war efforts. Industry needs Heyer Duplicators and 
supplies to assist in maintenance, operation and in speeding 
up production; for every order you take or hope to replace 
in your stock, you can greatly assist us in making prompt 


delivery by securing a priority rating of A-10 or higher. 


While supplies and accessories are still available for gen- 
eral use, your stocks can best be maintained—-your sales 


better protected—and your service become more effective, 


if you will PICK YOUR TARGETS. 
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for further priority information 


THE HEYER CORPORATION 
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Our Duly... and Yours... 


is to Make America’s 


y7? 
© 


Typewriters Last ‘for the Duration 


SS [CE has always been part of your business. Today it is a bigger 
KJ part...and will be more and more important as the months go by. 
Present conditions put a premium on the conservation of every 
typewriter and business machine. 

So, it is up to all of us. On our shoulders the obligation falls. You 
can be sure there has never been a time when our customers needed 
us so much...to help speed the Nation's Victory! 

War conditions. fortunately, don't last forever and the service work we 
do today will build good will and stronger ties with customers of /omorrow. 


UNDERWOOD ELLIOTT FISHER COMPANY 


ONE PARK AVENUE ° NEw yor«t, N.Y. 











* SHORTEN THE DURATION... BUY UNITED STATES WAR BONDS AND STAMPS 
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